


en Sree | 











a 


<< 


SS SS 





x 

















saute 5 So BA a a cee ni tg oN 


Fs 









NATIONAL ASSOCIATION OF INSURANCE AGENTS 


THE EASTERN UNDERWH 


A WEEKLY NEWSPAPER INTERPRETING THE TRUE SPIRIT OF 


Published by The Eastern Underwriter Co., 41 Maiden Lane, New York 7, N. Y. 


(SUCCEEDING THE JOURNAL OF INSURANCE ECONOMICS, ESTABLISHED IN 1899) 


cIMRARY ASSOCIATIC® 


NOV h° 











INSURANCE 


Printed in U.S.A. 


Entered as second-class matter April 5, 1907, at the Post Office of New York, N. Y., under act of Congress, March 3, 1879 TECHNICAL DEPARTMEN) 





orty-sixth Year, No. 43 


National Association 
Again At Birthplace 
For Chicago Meeting 


Agents Gather in Historic Atmos- 
phere; Organization’s 49th Meet- 
ing Is Fifth in That City 


STILL HAS “GROWING PAINS” 


Faces Post-War Problems; Branch 
Offices Debated; President 
Thomas Is in Chair 











By Epwin N. Eacer 

Chicago, Oct. 22.—Chicago is known 
for historic meetings of the National 
Association of Insurance Agents. This 
year’s convention, which opened Sunday 
at the Edgewater- Beach Hotel, is the 
fifth to be held here and practically all 
of them will be remembered as turning 
points in NAIA progress. 

Forty-nine years ago last month twen- 
ty local agents representing thirteen 
states in various parts of the country 
met at the Great Northern Hotel in this 
city for the purpose of creating national 
unity and greater strength among insur- 
ance producers. They felt then, as many 
agents do today, that existing conditions 
connected with the operations of the 
business threatened their livelihood. At 
that meeting in 1896 a national organ- 
ization was formed. Small, unknown 
and without prestige, it ventured forth 
under the leadership of a determined 
and foresighted group of agents, among 
whom was C. H. Woodworth of Buffalo, 
N. Y., to whose memory the Woodworth 
Memorial, now awarded at conventions 
for outstanding achievements, is dedi- 
cated. 

Membership Has Expanded 


This week the National Association is 
again holding its annual convention in 
the city of its birth. That original mem- 
bership of twenty has expanded to more 
than 20,000 agencies, with perhaps 75,000 
agents represented; unity has been 
achieved to a large measure, and the 
organization has influence and power 
probably far beyond the dreams of the 
founders. It now enters a new era, the 
post-war years, again meeting serious 
problems confronting the insurance bus- 
Iness, but confident of ultimately solv- 
ing them, 

Even today, after nearly fifty years, 
the National Association has “growing 
pains,” internal differences of various 
sorts, but these are generally regarded 
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Potential Power... 
Ready when needed 











@ Because elevators were invented, 

great cities of skyscrapers have been 

built. This big service, arising from 

the slight pressure of an operator's 

hand, is possible only because of 
the creation of an inexhaustible 
supply of energy ready to be 
tapped when needed. 


A policyholder can get a 
great lift from a properly written 
contract in a dependable com- 

pany. A vast concentration of 
specialized knowledge and 
company reliability goes into 
the finished policy and is 
ready to be released when 
needed. When such need does 
arise, the potential power of insurance protection can literally save the day! 


London & Lancashire 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. «¢ ORIENT 
INSURANCE COMPANY « LAW UNION & ROCK INSURANCE COM- 
PANY. LTD. » SAFEGUARD INSURANCE COMPANY OF NEW YORK 
STANDARD MARINE INSURANCE COMPANY, LTD. (FIRE DEPARTMENT) 
LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 








C. L. U. Pennmutuailists 


As the first reward of a great deal of hard work of prepara- 
tion, the following additional Pennmutualists have received the 
C.L.U. designation:— 


Richard W. Angert, 


General Agent at Cincinnati 


Bissell A, Bradley, 
Warren F. Coe Agency, Wausau, Wis. 


Harold C. Colborn, 
Home Office Agency, Philadelphia 


Edward W. Rosenheim, . 
Stumes & Loeb Agency, Chicago 


Herbert T. Scott, 
Osborne Bethea Agency, New York City 


John E. Spence, 
General Agent, New York City 


Charles E. Spencer, 
General Agent, Toledo 


Arthur W. Swain, 
Osborne Bethea Agency, New York City 


A, King Walker, 
Fred M. McMillan Agency, Los Angeles 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 
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Insurance Committee 
Of U. S. Chamber To 
Explore Wide Field 


Next Week’s Chicago Meeting 
Agenda; to Discuss Hemispheric 
Insurance Conference, Havana 


AWAIT AIR ACCIDENT DATA 





Financing of American Exports, 
Social Security, Pension Trusts, 
and Other Subjects for Review 





What will be one of the most in- 
teresting meetings which the insurance 
committee of U.S. Chamber of Commerce 
has yet held will be that of next Mon- 
day at the Edgewater Beach Hotel, Chi- 
cago. 
jects, including some of an international 
nature. Chairman of the committee is 
Chester O. Fischer, who is vice presi- 
dent, Massachusetts Mutual Life. 

Army Air Forces Airplane Accident Data 


The meeting will start with a report 
of the aviation section, of which the 
chairman is W. E. McKell, vice presi- 
dent of American Surety and president 
of New York Casualty. It will discuss 
the action by the chamber’s board of di- 
rectors in asking release by the Army 
Air Forces of their airplane accident 
statistics. The entire insurance frater- 
nity has been awaiting opportunity to 
study these statistics of fatalities and 


It covers a wide range of sub- 


other air accidents in the World War 
period. 
Next on the agenda is the report on 


compulsory health insurance, chairman 
of the health section being Rollin M 
Clark, vice president of Continental Cas 
ualty and Continental Assurance. The 
study is of existing health and allied 
coverages in private carriers. 

The subject of marine insurance on 
American exports as financed by Export- 
Import Bank and over-all loans proposed 
to be authorized by Congress to foreign 
governments will be reviewed by John 
A. Diemand, chairman of the committee 
investigating these matters. He is presi- 
dent of Insurance Company of North 
America and allied companies. 

Havana International Ins. Conference 


Expansion of American insurance 
abroad will next be taken up. The sit- 
uation respecting American operations 
abroad is constantly changing as the 
economic situations in the former invad- 
ed countries is being straightened out 
by the Allied Nations. 

During the discussion reference will 
be made to the proposed hemispheric 
insurance conference, scheduled to be 
held in Havana, Cuba, in February next. 
Among those attending the Havana con- 
ference will be some personalities active 
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The Building Construction Industry 


Will you join The Equitable Society in a 
salute to the American industry which em- 
ploys more men than any other except 
farming—-an industry which is most typical 
of democracy and free enterprise, because 
it is made up of many thousands of little 
businesses—a salute to the architects, car- 
penters, who constitute America’s great 
Building Construction Industry. 


During the war, these were the men who 
built army camps and vitally needed fac- 
tories almost overnight. During the post- 
war years ahead, this is the industry which 
will be the wheel-horse of our national 
prosperity. Authorities estimate that the 
Building Construction Industry will erect 
one million homes a year for the next ten 
years—and will give employment to from 
four to five million men. Today the need 


for more manpower is acute in this industry 
and it can be counted on to provide large 
number of jobs for ex-war-workers and re- 
turning servicemen. 


For many years, The Equitable Life 
Assurance Society of the United States has 
been closely associated with the Building 
Construction Industry. Equitable funds 
have made possible the construction of 
countless homes, factories, and business 
buildings. Every time a member of The 
Equitable Society pays a life insurance 
premium, he knows that his money is help- 
ing to make jobs for millions of his fellow 
Americans. 


ae | 


PRESIDENT 


The above salute to the Nation’s Building Construction Industry is one of a series 
of tributes to vital American Industries currently featured on “This Is Your FBI” 
program, sponsored by The Equitable as a public service in cooperation with the 


Federal Bureau of Investigation. This radio program is broadcast every Friday evening 
over a nation-wide hookup of the American Broadcasting Company. 











393 Seventh Avenue 


THE EQUITABLE LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 


A Mutual Company Incorporated Under the Laws of the State of New York 


New York, N. Y. 
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ew York Managers Hold Post-War Conference 


Problems that are uppermost in the minds of general agents, managers, 
as well as company agency executives were discussed at a post-war con- 
ference held by the Life Managers Association of Greater New York on 


Wednesday. 


In an all-day meeting the job of management and the agent 


of tomorrow were explored in talks and discussions. 
Timothy W. Foley, president of the association, opened the conference 


with a brief explanation of its purpose. 
Vincent B. Coffin, vice president and superintendent 


the afternoon session. 


Clifford L. McMillen presided at 


of agencies of Connecticut Mutual, discussed management’s job with to- 


morrow’s agent. 


Lewis W. S. Chapman, director of service for Life In- 


surance Sales Research Bureau, dealt with the post-war future of the life 
insurance business. Stuart Smith, manager, Connecticut General at Phil- 
adelphia, talked on tomorrow’s agent, and to sum up, Clyde Gay, vice 
president, John Hancock Mutual, reviewed today’s suggestions, ideas and 


accomplishments. 


There was a period of frank questions from the floor 


answered by the speakers. The conference was in charge of Harry F. Gray, 
chairman, planning committee; S. Samuel Wolfson, chairman, program 
committee; Clifford L. McMillen and Russell E. Larkin. 


Chapman on Outlook 

The life insurance business has not 
only withstood all adverse effects of the 
most devastating war in history but in 
many ways has been strengthened, said 
Lewis W. S. Chapman, director of serv- 
ice of Research Bureau, in the opening 
talk at the managers’ conference. He 
spoke in part as follows: 

“Today it is one of the few industries 
in the country, or the world, that is not 
faced with tremendous problems of re- 
conversion or readjustment. Further- 
more, as is true in many businesses, the 
war created pressures which in days and 
months brought results which would not 
otherwise be forthcoming for years. Just 
as scientists split the atom, applied the 
principles of radar, so in our business 
the war gave to the public, for example, 
a new concept of the life underwriter 
almost as a No. 1 citizen. In his war 
bond work he was the gallant and gifted 
pleader for a national cause. In the 
services he did a magnificent job in 
helping to put over National Service 
Life Insurance to those in the armed 
forces, 

“During these days, too, the public 
was given a new concept of the life in- 
surance companies in America as they, 
in their institutional advertising cam- 
paign, spent millions of dollars not to 
sell life insurance but to help people live 


more wisely in war days. We have long 
said ourselves that life insurance is an 
institution, but this program of adver- 
tising has helped us to make tremendous 
strides toward public acceptance of life 
insurance as an institution. 

“Many popular misconceptions regard- 

ing operations of life insurance com- 
panies are being removed as the Guertin 
uniform bills relating to standard valua- 
tion and nonforfeiture provisions are 
Passed by more and more states. 
_ “Life insurance owned by American 
families reached a new peak with over 
$155,000,000,000 in force. This is over 
$30,000,000,000 greater than at the out- 
break of the war. It does not include 
National Service Life Insurance. 

"All of this was accomplished at a 
time when more dollars were going into 
Savings; more dollars into USO, war 
chests and the like; more dollars into 
higher costs of living; and yet there 
Were fewer underwriters doing this job. 
It is doubtful that without the wise 


Counsel and persuasion of thousands of 
life insurance men throughout the United 
es that this remarkable record could 
Congratula- 


Stat 
lave been accomplished. 





tions are due the life underwriters of 
America. 

“The misfits are largely out of our 
business; earnings are at an all-time 
high; service to the public has been 
maintained and even increased, etc. Ours 
has become the greatest savings insti- 
tution in the world. Payments for a 
number of years to living policyholders 
have exceeded death claims and pro- 
ceeds from many of the latter are being 
left with companies. For these reasons, 
and many more, we in the life insurance 
business may consider ourselves very 
fortunate. 

What of the Future? 

“For the years ahead will the life in- 
surance business continue as we now 
know it? The answer is yes, provided 
two things hanpen. Life insurance will 
continue: If people need and want se- 
curity; if private enterprise rather than 
government is entrusted with the task 
of providing it. 

“Let’s look at the first ‘if’-—Tf peo- 
ple need and want security’. The needs 
for life insurance are so fundamental 
that human nature itself assures us that 
neither economic changes nor social 
changes nor war nor peace will alter the 
existence of the fundamental nature of 
the institution of life insurance. To that 


extent we can certainly view the future 
with certainty while parenthetically at 
the same time we recognize that the 
business may be expected to change 
enormously in detail, even while remain- 
ing steadfast in principle. Hence we can 
dispose of the first possibility, i.e. ‘if 
people want and need security.’ 

“And so we come to our second ‘if’ 
and the question of private enterprise 
versus nationalization of life insurance 
is indicated as the key question. Per- 
haps some of you say that nationaliza- 
tion of life insurance is ‘the bunk’; that 
it cannot happen here. Nevertheless, I 
would call your attention to the fact 
that they are trying now to nationalize 
life insurance in Sweden; that they are 
trying to nationalize the Bank of Eng- 
land in Great Britain; that nationaliza- 
tion of life insurance is one of the basic 
planks in the C. C. F. platform in Can- 
ada. Such a worldwide trend cannot be 
disregarded. 

“However, without making pretense to 
a grasp of the over-all economic, social 
and political questions and problems in- 
volved, I believe that private enterprise 
will continue to carry the ball unless 
America goes Socialist (we needn’t worry 
about this); or our country gets into 
such a mess that the people let some of 
the ‘bright minds’ force us into a total- 
itarian system of government by bu- 
reaucracy. Even with all our reconver- 
sion pains, strikes and everything else, 
personally I cannot escape the strong 
conviction that a nation with resources 
such as we possess and a people with 
capacities such as ours, can and will 
summon the intelligence to produce a 
stable economy and establish a sound 
order. Therefore, I believe the indi- 
vidual enterprise system, the system 
where citizens are constantly making 
their own decisions about buying, sell- 
ing, making, saving, spending, etc., will 
continue in our business unless the 
American people lose faith in the com- 
panies. 

“But you may say that such a situa- 
tion is impossible for you say: ‘Never 
was the unique social and economic 
service which life insurance performs of 
more value to the nation.’ ‘At no time 
has the institution been more firmly 


Complete Plans for Actuaries’ Meeting 


Plans have been completed for the 
joint meeting of Actuarial Society of 
America and the American Institute of 
Actuaries at Atlantic City, November 7 
to 9, which will open with a business 
session of the society Wednesday after- 
noon when the address of the president 
will be given and new papers presented. 
A similar business meeting of the insti- 
tute will take place Thursday morning, 
after which joint sessions will be held. 
Following are some of the subjects to 
be discussed: 

Standard valuation and nonforfeiture 
lesislation will cover a broad technical 
field and will be of interest to all com- 
panies in view of the fact that the new 
valuation and ‘nonforfeiture basis be- 
come effective January 1, 1948. 

Reserve increases has to do with the 
necessity for increasing policy or con- 
tingency reserves on existing contracts 
by reason of the current downward trend 
of interest rates. : 

Investments will be explored from the 
standpoint of legislation and valuation 
of securities. 

Underwriting problems include the 
nrobable extra mortality risk involved 
in connection with the various classes of 
aviation risks; discontinuance of war re- 
strictions and problems involved in con- 
nection with new applications from men 





in military service or men of military 
age; problems arising in connection with 
restoration of disability’ and accidental 
death benefits terminated as a result of 
military service in time of war. 

The joint committee on mortality will 
take up studies of the annuity issues, 
policies for large amounts, settlement 
options, issues at ages below 10, special 
impairment or occupation classes. 

A discussion will be held on the plans 
being made with respect to allowance 
of special study time for students re- 
turning from the armed forces. 

Social insurance will include the study 
of the proposals for financing, the exten- 


sion of coverage and the provision for’ 


the present aged under the old age se- 
curity program; recent developments in 
unemployment compensation; proposals 
for health and medical care in the states 
and for the entire country. 

An informal discussion by the Group 
section will relate to current manage- 
ment’ and underwriting problems with 
respect to Group life and accident and 
health insurance, with particular refer- 
ence to new types of coverage. 

The industrial section discussion will 
deal largely with industrial problems 
arising from the new valuation and non- 
forfeiture legislation and with various 
other related technical problems. 





rooted in the confidence of the people.’ 
‘Nor has the qualified life underwriter 
ever deserved or occupied a position of 
greater inHuence or prestige.’ 

“That’s all true. But there are at least 
two reasons why the faith of the public 
in life insurance might decline, namely: 
They fear either about our safety or our 
economic power; they are dissatisfied 
with the services rendered primarily by 
the agents. 

“As to the first possibility, 
safety, not investment return, 
will continue to be our watchword. Life 
insurance may cost more today, but 
whatever the price, life insurance was 
never more clearly worth what it costs. 
And the public certainly believes in the 
financial soundness of our institution. 

“But we must remember that public 
approval and public acceptance are not 
synonymous. They may accept without 
approving. The mere fact that we have 
65,000,000 policyholders doesn’t necessar- 
ilv mean that they like us. In order 
to be thought a good citizen you must 
be a good citizen. In order to be 
thought a good underwriter you must 
be a good underwriter. So our job is 


safety : 
is and 


90% being good and able and 10% 
making sure that the public knows 
it. The institute is doing a_ grand 


job in interpreting life insurance to the 
public. But, as the institute will be the 
first to admit, the agent is the life in- 
surance business in the minds of the 
public. And we have no more powerful 
tool at our disposal to insure public ap- 
proval and continuance of our agency 
system than making sure that the thou- 
sands and thousands of contacts made 
with the public each year by our life 
underwriters leave a favorable positive 
impression, 


Importance of Agent 


“The public will not like us if the 
underwriter is a greenhorn, a_high- 
pressure artist, an ignorant or poorly 
trained individual, a person engrossed 
with his own financial troubles and only 
concerned with that first dollar of com- 
mission, a man who has so many irons 
in the fire he cannot give adequate serv- 
ice. It’s that kind of poor service, that 
kind of representation, that kind of at- 
titude that fans the YEC flame and 
could pave the way for public acceptance 
or encouragement of the nationalization 
of life insurance in our country. I firm- 
ly believe that the future of the life in- 
surance business, as we know it, is di- 
rectly and inexorably tied up to Mr. 
Agent—the kind of man he is, the kind 
of job he does, the kind of service he 
renders, the kind of estate planning 
he does in this fast-changing world, the 
kind of viewpoint and attitude he has. 
But who is responsible for Mr. Agent— 
what kind of man he is, what kind of job 
he does, what kind of service he renders, 
what kind of estate planning he does, 
what kind of an attitude he has? You 
are responsible, Mr. Manager, It’s your 
job. It’s in your lap. Some things, such 
as interest rates, depressions, inflation, 
deflation, strikes, etc., are out of your 
control. If you’ve got to worry about 
them, you had better hire someone to 
do your worrying for you. But if you 
are interested in keeping your job, if 
you want to see life insurance continue 
as a private enterprise, see to it that 
the men you send out to meet the public 
are worthy and well qualified, that they 
do a quality job. 

“If the day ever comes that life insur- 
ance is nationalized in this country and 
you want to know who is responsible, it 
will be those who encouraged it by their 
actions or lack of actions. And cer- 
tainly we in field management must bear 
a major share of responsibility for any 
such eventuality. Therefore, what’s the 
answer? The answer is that we in field 

(Continued on Page 14) 
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Occidental Life Buys 
St. Paul Mortgage Co. 


AS AN INVESTMENT OUTLET 





President Clarke’s Statement of Pur- 
chase in Conjunction with Trans- 
america Corp. 





Following announcement of the pur- 
chase by Occidental Life of California 
and Transamerica Corp., of the Allied 
Building Credits, Inc., of St. Paul, Minn., 
from the Weyerhauser Lumber inter- 
Dwight L. Clarke of 


ests, President 
Occide ntal Life in an interview said: 
“For a number of years past Occi- 


dental Life has enjoyed very satisfactory 
relations with Allied Building Credits, 
Inc., which has been one of our principal 
mortgage correspondents. Our company 
has been active for many years in the 
home financing field. We look upon the 
small and medium-sized homes of this 
country as one of the safest forms of 
security in which to invest our funds. 
We believe in encouraging the wage and 
salary earners to acquire homes of their 
own and the independence such owner- 
ship brings to them. The coming decade 
in our opinion will see an activity in 
this field which is difficult to visualize 
at this time. 

“Occidental Life is continually con- 
fronted with the problem of finding safe 
and profitable investments for the mon- 
ies it receives not only from premiums 
on its policies but the substantial 
amounts repaid monthly on its very con- 
siderable mortgage portfolio, largely 
consisting of insured FHA loans. Our 
management believes that the closer 
affiliation with Allied Building Credits, 
Inc., made possible by our purchase of 
its stock in conjunction with Transamer- 
ica Corp. (which corporation owns the 
entire stock of Occidental Life) will 
very materially assist us in meeting this 
problem and better enable us to par- 
ticipate to the fullest extent possible in 
the financing of home construction in 
the post-war period.” 


ADDRESSES MIDTOWN M’GRS 
Col. J. A. McNulty Outlines Operations 
of His Duties as Provost Marshal 
of Greater New York Area 
Col. John A. McNulty, United States 
Army, who in civilian life is manager for 
The Prudential in New York, addressed 
the members of the Midtown Managers 
Association last week. In an informal 
talk on some of his experiences while 
administering Its duties as Provost 
Marshal of the Greater New York area, 
Col. McNulty paid tribute to the police 
departments, the Federal Bureau of In- 
vestigation and other law enforcement 
bodies, also the hotels and night clubs, 
for their fine cooperation. Col. McNulty 
outlined some of the responsibilities of 
Provost Marshal, which include the con- 
duct of military personnel whiie away 
from the posts, operation and duties of 





military police (which are under the 
command of Provost Marshal). Col. 
McNulty also told of the operations of 


sabotage and espionage groups, many of 
whom were brought to justice through 
the efforts of the members of his staff. 

Col. McNulty graduated from West 
Point in 1920. He resigned from the 
Army in 1921 and studied accounting, In 
1922 he joined The Prudential. He was 


special agent for The Prudential for 
about seven years during which time 
he insured a large number of Army 


men. In 1929 he opened for The Pruden- 
tial a new agency, known as the Times 
Square agency, at 1440 Broadway, which 


agency in 1935 moved into the Para- 
mount Theatre Juilding in Times 
Square. 


In April, 1942, Colonel McNulty re- 
turned to active service in the ‘Army, 
with the rank of captain, at Governor’s 
Island, his duties having to do with the 
commissioning of civilians entering the 
Army. Later, his rank was advanced to 
lieutenant colonel. In June, 1943, he 
was appointed Provost Marshal. He was 
appointed a full colonel several months 
ago. 


Laurence Flitcraft Dies 


Laurence Flitcraft, former head of 
Flitcraft insurance publishing firm and 
editor of the Life Insurance Courant, 
died at his home in Fort Lauderdale, 
Florida, on October 14. He was 63 years 
old. The son of the founder of the 
business, Allen J. Flitcraft, Laurence 
Flitcraft joined the organization in 1903 
as associate editor. Upon retirement of 
his father in 1920, he became editor and 
served as head of the firm until 1933. 
In January of that year, he became 
disabled and retired. 

Laurence Flitcraft is survived by his 
widow, Margaret (Campbell) Flitcraft, 
and two brothers, Chester and Clement 
B. Flitcraft. 


Canadian Ass’n Officers 


the Canadian Un- 





Officers elected by 
derwriters Association at the meeting 
last weck at the Seigniory Club, Que- 
bec, were: president, R. deGrandpre, 
Montreal; vice president and chairmen: 
Fire branch, J. H. Harvey, Montreal; 
Automobile branch, D. Taylor, Toronto; 
Casualty branch, W. C. Butler, Toronto. 


Vice chairmen: Fire branch, Colin E. 
Sword, Toronto; Automobile branch, 
James Matson, Montreal; Casualty 
branch, Albert C. Hall. Members of 
council: B. W. Ballard, Toronto; F. S. 


Garrison, Hartford; Edgar J. Kay, Mon- 
treal; C. Stuart Malcolm, Montreal, and 
Kenneth Thom, Toronto. 


Brigadier Gilbride Back 
With Great-West Life 


Brigadier W. Preston Gilbride, C.B.F., 


D.S.O. who returned to Canada as 
deputy commander of the Canadian 
Army Pacific Force, has renewed asso- 


ciation with the Great-West Life Assur- 
ance Co. and been appointed manager 
of the company’s Toronto 1 branch. 
3rigadier Gilbride enlisted at the out- 
break of war and proceeded overseas 
with the first troop convoy. He served 
with the Ist Canadian Division in the 
landings in Sicily and Italy where he 
was awarded the D.S.O. and C.B.E. 

Brigadier Gilbride joined the Great- 
West Life in Toronto and subsequently 
was branch manager at London and 
Hamilton. Active in life insurance cir- 
cles, he was president of the London 
Life Underwriters Association and the 
Life Managers Club of London in 1937, 
and vice president of the Canadian As- 
sociation in 1938. 





Made Wilkes-Barre Manager 


Edward B. Stringham, II, has been ap- 
pointed manager of the Wilkes-Barre 
office of Connecticut General Life. With 
the company since 1934, he has been 
assistant manager at Albany, N. Y., 
where he has been active in recruiting 
and training as well as having substan- 
tial personal, production. 


SERVICE 


Many men and women have the desire to serve—they 
want to feel that the world is a better place because they 


have lived in it. 


This is the spirit that produces fine surgeons . . . min- 


isters . . . successful life insurance underwriters. 


These 


underwriters accept the challenge of the responsibility of 
insurance companies to mankind. 


Shenandoah Life believes a sincere insurance under- 
writer deserves a comprehensive line of policies to present 
. . . liberal first year and renewal commissions . . . fair 
agent contracts . . . complete cooperation from Home 
Office and in the field . . . and group insurance at com- 


pany expense. Shenandoah Life provides all of these. 


Opportunities in Virginia, West 
Virginia, North Carolina, South 


Carolina, 


Tennessee, Alabamz, 


and Mississippi. 


Shenandoah Loe 


INSURANCE doah Life 


a 





Now Equitable Ad Manager 


~ a RRA Eemremnmnence 





COL. LESLIE R. SHOPE 


As mentioned briefly in The 
Underwriter last week, Leslie R. Shope, 
recently released from the Army with 
the rank of colonel, has been appointed 
advertising manager of the Equitable 
Life Assurance Society. 

Colonel Shope’s advertising and sales 
promotion background extends as far 
back as 1917, when h’s career 
sistant advertising manager of the Arcli- 


Eastern 


as 2s" 


itectural Record was interrupted by 
World War I, in which he served asa 
fighter pilot in the Aviation Signal 


Reserve Corps. Subsequently, he became 
an account executive for the M. P. 
Gould Advertising Agency, New York 
City, a position he held until 1926 when 
he formed his own agency, specializing 
in aviation accounts. In 1934 he 
to the Equitable as supervisor of sales 
promotion and served in that capacity 
until he returned to the Army Air Force 
as a major in May, 1942. 

During three and a half years’ serv- 
ice in the recent war, Colonel Shope’s 
first assignment was that of headquar- 
ters commandant of the U. S. Armed 
Forces in the South Pacific area, re- 
sponsible for the organization, training 
and administration of headquarters per- 
sonnel. Throughout the Guadalcanal and 
Solomons campaigns, he was director 0! 
Army Public Relations for the South 
Pacific area. In August, 1944, he became 
commanding officer of Tontura Alt 
Base, New Caledonia, and air center 
commander in charge of all Army ait- 
fields and Navy seaplane bases in that 
area. In April, 1945, he was assigned 
to General Douglas MacArthur’s forces 
as assistant chief of staff for intelli- 
gence, Headquarters Army Service Com- 
mand, in the Philippines. He returned 
to the States in August, this year. 


N. Y. Association to Hold 
Breakfast Meeting Oct. 29 


The Life Underwriters Association 0! 
the City of New York has annou: ced a 
meeting to be held in the Hotel Penn- 
sylvania on October 29 at 8:30 a. 1. An 
open forum will be held immediately fol 
lowing the breakfast at which m« nbers 
fron: the floor will be given an oppor 
tunity to express their personal views 0 
agents’ compensation, pension plans tor 
agents, agency practices code, an pro 
fessional obligation. The forum wl be 
gin at 10:00 o’clock and will be opm 
to all members of the association ft 
gardless of whether or not they ttend 
the breakfast. Each topic will be givet 
a half-hour for discussion. Moderators 
in charge of the topics will be C. Lamont 
Post, David Marks, Jr., Sidney Wolken 
berg, Harold N. Sloane. 
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Named Agency Assistant 
Donald C. Keane Agency 





ROBERT I. CURRAN, JR. 

Donald C. Keane, general agent, Mas- 
sachusetts Mutual, 37 West Forty-third 
Street, New York, has announced the 
appointment of Robert I. Curran, Jr., 
as agency assistant. Mr. Curran, who 
is a graduate of Blair Academy and 
Lehigh University, entered the life in- 
surance business in 1929 with the J. EI- 
liott Hall agency, Penn Mutual. He 
later became associated with another 
New York agency and following Pearl 
Harbor’ he joined the Red Cross and 
wnt overseas with the first contingent 
of troops to the Middle East where he 
was stationed for a year and a half. 
After being injured on, the other side 
he returned to this country where he 
served as chief of employe relations of 
the Natioyal Organization of Red Cross 
in Washington. He returned to New 
York several months ago. 

Mr. Curran is active in the Life Su- 
pervisors Association of New York and 
the Life Underwriters Association of 
the City of New York. 


Hancock Opens D. C. Office 


The John Hancock has announced the 
opening of a new district agency at 
Washington, D. C., effective November 
1. Charles M. Parkhurst, who has been 
manager of the company’s service office 
at Washington, D, C., will be manager 
of the new district. The office will be lo- 
cated at 2017 S Street, N. W. 


MRS. W. J. WILLIAMS DEAD 
Mrs Emma J. Morris Williams, 
widow of W. J. Williams, former presi- 
dent of Western and Southern Life of 
Cincinnati, brother of Charles F. Wil- 
liams, present president, died in Los 








Angel s October 15 at age 70. Mrs. 
Williams was long active in social, re- 
igious and charitable affairs in Cincin- 
nat. iler home there housed a large 
art collection. She donated to the YMCA 


wd residence on McMillan Street, on 
M uch site now stands the Williams 
ranch of that organization. 


y W. G. FARRELL DEAD AT 81 
vil. G. Farrell, Penn Mutual Life, 


a Zs 'geles, died recently at age 81. 
ly rrell had been with the company 
whieh we Years, the first seventeen of 
ral ae served as general agent at Salt 
“tke City, In Los Angeles he had been 
hav partner of “The House of Farrell” 
ey Be insurance business with his 





IKLA, CONGRESS CHAIRMAN 


Bs *., Wiggins, Equitable Life As- 
nie _ society, was named general 
bape of the annual sales congress 
ne tentatively by the Oklahoma 
a. ‘tion of Life Underwrtiers for 


ty 4 or 11 at Oklahoma City. 


Connecticut General Opens 


New Miami Branch Office 


Connecticut General Life has opened 
a new branch office in Miami, Fla., it 
was announced by F. Hobert Haviland, 
vice president, with Winston W. Wynne 
as manager. Mr. Wynne formerly was 
district manager at Newport News but 
entered the merchant marine in 1943 
from which he was discharged early this 
year. He joined the company in 1935 
at the Norfolk office. Recently he has 
been attending a management confer- 
ence at the home office. 


H. R. KUHN PITTSB’GH SPEAKER 





Hermine R. Kuhn, field assistant, 
Manhattan Life, addressed the women’s 
branch, Pittsburgh division, National 


Association of Life Underwriters, last 
week. Miss Kuhn is treasurer and past 
chairman of the Women’s Quarter Mil- 
Lion Dollar Round Table. 


THE EXTRA MAN 


in YOUR OR 





TO MEET IN SYRACUSE 





New York State Association of Life 
Underwriters November 16 
Event Scheduled 
The fall meeting of delegates to the 
New York State Association of Life 
Underwriters will be held at the Hotel 
Syracuse, Syracuse, N. Y., November 16. 
President of the association is Patrick 
A. Collins, Vice President is Ernest H. 
Perkins, Counsel is Alfred Hirst. Chair- 
man of the advisory board is Frank H. 
W enner, Chairman of committee on 
savings bank life insurance is Edward 

R. Gettings. 





MARKLEY SALISBURY MANAGER 

Atlantic Life has appointed Elmer J. 
Markley manager at Salisbury, Md. For 
the past ten years he has been with 
Metropolitan Life as agent and assistant 
manager at Baltimore. 


GANIZATION 


Progressive brokerage organizations throughout 
the country have recognized the value of considering the 
Connecticut General representative as “The EXTRA man 
in their organization.” They have found that he is thoroughly 
familiar with their special problems and that he has a habit 


of coming up with prompt, workable solutions. 


This ability is due to his experience and training, and to the 
broad facilities of the Connecticut General organization for 


handling all forms of Personal 


Business insurance and Pension Plans. 


insurance, Group insurance, 
Another valuable 


“plus” is the continuing contact between Connecticut General 


representatives and the Connecticut General Advisory Bu- 


reau, a panel of experts always available for consultation. 


This EXTRA man is ready to 


help you. Call him at your 


nearest Connecticut General office. 


CONNECTICUT 
GENERAL 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 


BETTER SERVICE 
THROUGH BETTER MEN 


LIFE INSURANCE, ACCIDENT AND 
HEALTH INSURANCE. SALARY 
ALLOTMENT INSURANCE AND AN- 
NUITIES. ALL FORMS OF GROUP 
INSURANCE ano GROUP ANNUITIES 








Made Production Manager 
U. S. Life’s Lincoln Agency 


LEWIS D. ZEIDLER, JR. 


The United States Life Insurance Co. 
has announced the appointment of Lewis 
D. Zeidler, Jr. as production manager ol 
the Lincoln Agency, located in the Lin- 
coln Building, 60 East Forty-Second 
Street, New York. 

Mr. Zeidler resumes an insurance ca- 
reer which began in 1937 and was in- 
terrupted by the war. He was field 
representative of a company in the 
metropolitan area when he entered the 
armed forces in March, 1943 and was 
assigned to the Ninth Armored Division. 
Honorably discharged, he accepted a 
civilian appointment with the Air Tech- 
nical Service Command and served as 
chief expeditor of the production divi- 
sion, Eastern district office, until V-J 
Day. ; ; 

Educated at New York University, Mr. 
Zeidler was associated with the Brook- 
lvn ‘Daily Eagle as a sports writer tor 
five years before he entered insurance. 


CONDUCTS ANALAGRAPH SCHOOL 





Mutual Benefit Life School for Fieldmen 
on Advanced Programming 
Being Held 

From October 8 to November 2 the 
Mutual Benefit Life is conducting at the 
home office a school for fieldmen in its 
advanced programming procedure, called 
the analagraph. This school is one in 
a long line of analagraph schools which 
have been held both in the agencies and 
in the home office since the company 
first patented the unique analagraph de- 
vice and procedure eight years ago. The 
current school is the largest scheduled 
since the war began. 

Edward C. Hawes, field service mana- 
ger in charge of agents’ educational ac- 
tivities, invited as guest instructors three 
Mutual Benefit fieldmen who as anala- 
graph graduates will tell of their field 
experience with this method of analytical 
selling. 

MUTUAL LIFE LOANS $800,000 

The Fibre Conduit Co., Orangeburg, 


. Y., has obtained a loan from the 
Mutual Life of New York in the 
amount of $800,000, due in 1957. The 


proceeds of the loan will be used for 
plant expansion to meet the increased 
demand for Orangeburg Fibre Pipe and 
Conduit. The loan will be amortized by 
annual installments calculated to retire 
the entire loan by maturity. 


CASHIERS HEAR E. A. KRUEGER 

Speaker for the last dinner meeting 
of the Indianapolis Association of Life 
Agency Cashiers was Edward A. Krue- 
ger, manager of the field service divi- 
sion of the State Life of Indianapolis, 
and national treasurer of the American 
Society of Chartered Life Underwriters. 
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Edmondson Made Agcy. 
V. P. Manhattan Life 


W. BUCK ASS’T TO PRESIDENT 








Company Appoints Four Directors to 
New Committee on Public Relations 
Under President Fordyce 


Manhattan Life of New York has ap- 
pointed Vincent W. Edmondson agency 


and he is succeeded in 


vice president 
the post of assistant to the president by 
Wendell 


relations man who was recently released 


Buck, advertising and public 


VINCENT W. EDMONDSON 


from Army Air Forces after three years’ 
service, 

No change in Mr. 
ties is brought about by the new title, 
which, it was stated, better conveys the 
nature and scope of his work with the 
field force. He has been with Manhat- 
tan Life for the past seventeen years 
and will continue active direction of the 
company’s field force, as he has in re- 
cent years while assisting the president. 

Also announced was the appointment 
of a new committee which will act in 
an advisory capacity with Mr. Buck on 
public relations, sales promotion and per- 
sonnel plans. Members of the new com- 
mittee, all of whom are also on the board 
of directors, are J. P. Fordyce, president, 
Manhattan Life, chairman; Robert D. 
Lassiter, vice president, Queensboro 
Corp.; Hugh A. Mitchell, vice president, 
McCann-Erickson, Inc.; George De- 
Lancey Harris, president, D. P. Harris 
Hardware and Manufacturing Co., and 
William C. Wilkes of Kidder, Peabody 
and Co. 

Prior to serving in the armed forces 
Mr. Buck acted as jfublic relations con- 
sultant to Manhattan Life. He was with 
the McCann-Erickson advertising agen- 
cy, New York office, for seven years as 
an executive. Previously he headed his 
own public relations and advertising or- 
ganization. 


Edmondson’s du- 


H. Clifton Duncan, Cincinnati, has 
been appointed special agent for the 
National Life of Vermont, Caldwell 
Sherrill, general agent, announced. 








All-Industry Group 
Meeting at Chicago 


REVIEW STATE LEGISLATION 





Reports Referred to Federal Legislation 
Committee of Insurance Commission- 
ers; Meet in Chicago Nov. 26 





The third in a series of meetings of 
the all-industry committee was held at 
the Sherman Hotel in Chicago, October 
18-19. The first day was devoted to meet- 
ings of the various sub-ccmmittees cre- 


ated at the first meeting of the com- 
mittee. 

The second day saw the presentation 
of reports by Dave E. Satterfield, Jr., 
for the Federal Trade Commission Act 
sub-committee, John McFall for the 
Robinson-Patman Act sub-committee 
and J. R. Berry for the Clayton Act 
sub-committee. These reports consti- 
tuted further exploration of state legis- 
lation designed to cover the field now 
occupied by the Federal acts. After a 


thorough discussion it was decided to 
submit these reports to the Federal 
legislation committee of the National 


Association of Insurance Commissioners 
with the understanding that their con- 
clusions were tentative subject to amend- 
ment after further study. 

Ray Murphy reported that his 
committee on the Sherman Act 
making progress. 

The next meeting of the all-industry 
committee wil be held November 26-27 
at Chicago. 


sub- 
was 





H. N. Chapin Made 2nd Vice 
President of Mass. Mutual 


Bachrach 
HOMER N. CHAPIN 


Homer N. Chapin, assistant to the 
president of Massachusetts Mutual since 
July, 1944, and previously assistant 
financial secretary for nine years, was 
elected second vice president at a direc- 








through a 
RENEWAL COMMISSION LOAN 


® PRODUCTION 

® WORKING CAPITAL 

® CUSTOMERS’ NOTES 
AND ACCOUNTS 

® POSTWAR 
OPPORTUNITIES 

®@ EXPANSION 

® HOMES, ETC. 

OUR BUSINESS is loaning 

you money in substantial 





LIFE UNDERWRITERS CREDIT CORPORATION 
MINNEAPOLIS 2, MINNESOTA 


You Can Plan Today For 
Your Production and 
Home of Tomorrow 





amounts... the one source 
in the U.S. that specializes 
and really understands your 
needs. 

A renewal loan of $4,500 
costs you only 11 cents per 
day per thousand dollars. 

A unique plan developed 
by us in cooperation with the 
Northwestern National Bank 
of Minneapolis. 

















tors’ meeting at Springfield Wednesday 
As second vice president he succeed 
H. S. Payson Rowe, who resigned fe. 
cently. 

Mr. Chapin entered Massachusett; 
Mutual service as a clerk in July, 199 
after graduation from high school, being 
in the calculations and claim depart 
ments from 1922 until 1928 when he was 
transferred to the investment depart. 
ment. 


New England Mutual Group 
Of Leaders at Home Office 


Members of New England Mutual's 
Leaders Association met at the home 
office in Boston last week, thirty of 
whom are members of the Million Dol. 
lar Round Table. 


The program included a business ip- 
surance panel the first morning, lunch- 
eon with the company directors, a pen- 
sion trust panel in the afternoon, pro- 
gramming and package sales the second 
morning, followed by a session on co- 
operation with trust officers and attor- 
neys, featuring Basil Collins, vice presi- 
dent, Old Colony Trust of Boston, A 
majority of the group stayed over for 
two more days to attend an estate 
analysis clinic under the direction of 
H. T. Powers, well known estate analyst, 

Officers of the association are William 
B. Hardy, Cincinnati, president; Gordon 
D. Orput, Portland, Ore., vice president: 
Edward Felsenthal, Memphis, secretary, 
and James M. Stokes, Philadelphia, 
treasurer, Chairmen of the various com- 
mittees in charge of arrangements were 
Robert C. Newman of St. Louis, Jules J. 
Polachek of Pittsburgh, James H. Pren- 
tiss of Chicago-Swanson, and Charles 
H. Weiss of New York-Freid. 


Mutual Life Leaders for 
Third Quarter Period 


The New Orleans agency of the Mi- 
tual Life of New York led the com- 
pany’s seventy-four agencies in_ the 
country in both volume of insurance and 
number of applications sold during the 
first three quarterly periods of 194, 
according to an announcement by Roger 
Hull, vice president and manager o! 
agencies. The agency is managed by 
Richard F, Lawton. 

The Los Angeles agency, managed by 
G. A. Sattem, held second place in 
volume totals for the nine months’ per- 
iod; and the Myer agency, New York. 
managed by Richard E. Myer, was third. 

In the number of policies sold, the 
Milwaukee agency, managed by George 
A. Knutsen was in second place; and the 
Los Angeles agency was third. 











Farm Bureau May Have Group 

An Associated Press dispatch from 
Memphis is to the effect that a Group 
insurance plan for farmer-members 0! 
the American Farm Bureau Federation 
is in prospect and was discussed at 4 
meeting of representatives of six South 
ern states in Memphis on October 1’. 


NEW SHENANDOAH ACTUARY 

New actuary of Shenandoah Life wil 
be Arthur N. Matthews, vice president 
and actuary, Atlas Life, Tulsa. A gradu 
ate of University of Michigan he was 
until 1938 actuary and assistant‘ secre 
tary of Conservative Life, South Bend 
Indiana. 
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JOHN HANCOCK MUTUAL LIFE 


THE AGENCY WITH COMPLETE LIFE INSURANCE SERVICE FOR BROKERS | 
INDIVIDUAL AND GROUP LIFE — ANNUITIES 


AND PENSION 





HARRY GARDINER, GENERAL AGENT 


INSURANCE COMPANY OF BOSTON, 
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Life Agency Officers, 
Bureau Meeting Plans 


CHICAGO PROGRAM COMPLETED 





Merger Proposal Will Be Voted on at 
Nov. 13-15 Meeting; Some of 
Speakers and Topics 





The complete program for the Asso- 
ciation of Life Agency Officers and 
Life Insurance Sales Research Bureau 
twenty-third joint Annual Meeting to 
be held at the Edgewater Beach Hotel 
in Chicago for three days commencing 
Tuesday, November 13, has just been an- 
nounced by John Marshall Holcombe, 
Jr., manager of the Bureau, and Wen- 
dell F. Hanselman, vice president of 
Union Central and chairman of the Pro- 
eram Committee. The program for the 
joint meeting has been designed to bring 
light on the current pressing problems 
which confront the agency officer today. 
The theme of the entire meeting is 
based on management’s responsibility to 
tomorrow’s agent and the public. 

The meeting will get under way Tues- 
day, November 13, with an informal 
luncheon in the Marine Dining Room of 
the hotel. Grant L. Hill, chairman of 
Agency Officers executive committee and 
director of agencies of the Northwestern 


Mutual will preside. Commander Charles 
J. Zimmerman, USNR, former Chicago 
general agent of the Connecticut Mu- 
tual, will present the views of the vet- 
eran as he talks on “The Veteran 
Speaks.” 


Some of Speakers 


The general sessions will be in the 
ballroom after lunch. Following the 
opening remarks of Chairman Hill, 
Claris Adams, president of Ohio State 
Life will sound the keynote for the 
meeting and will discuss the broader as- 
pects of the future of life insurance. The 
balance of the afternoon will be devoted 
to a consideration of the proposal to 
merge the Agency Officers Association 
and the Research Bureau. Committees 
have been at work on plans forea new 
association for many months, and the 
proposed constitution for the new asso- 
ciation was recently forwarded to the 
members of both organizations. The 
members of the two organizations will 
be called into executive session Tuesday 
afternoon to discuss and vote on this 
proposal. 

A “Victory Night” dinner will be held 
Tuesday evening under the sponsorship 
of the Chicago Life Agency Managers 
\ssociation. Freeman Wood, president 
of the Association and general agent of 
Lincoln National, has appointed a com- 
mittee to arrange for “Victory- Night.” 
Robert R. Reno, Jr., CLU, manager of 
Equitable Society is chairman, assisted 
by Edward B. Thurman, general agent, 
New England Mutual, and Byron Howes, 
general agent, Berkshire Life. 

The second day’s session will open 
Wednesday morning with Chester O. 
Fischer, vice president Massachusetts 
Mutual and chairman of the Research 
Bureau board of directors in the chair. 
The opening paper will be delivered by 
Wendell F. Hanselman, vice president 
Union Central. He will set the pattern 
for the day’s discussion of manage- 
ment’s responsibility as he speaks on 
“Postwar Planning—Action Today.” Mr. 
Hanselman will lay particular emphasis 
on the necessity of training the trainer. 

Following Mr, Hanselman, James E. 
Scholefield, CLU, editor of Manager’s 
Magazine and consultant on bureau 
staff, will talk on “Recruiting Tomor- 
row’s Agent Today.” Mr. Scholefield 
will present an analysis of present man- 
power as well as a survey of the recruit- 
ing activities of various member com- 
panies. 

The next speaker, James R. Adams, 
consultant on bureau staff, will bring to 
the group a discussion of “Training To- 
morrow’s Agent” in which he will high- 


light training trends, recent develop- 
ments from Army and industry experi- 
ence, and the specific plans of several 
companies. As the final speaker on the 
morning program, Dudley Dowell, vice 
president of New York Life will tell of 
his company’s experience with their sur- 
vey of the job satisfaction of New York 
Life agents. He will consider these find- 
ings in their relationship to nine other 
company surveys made by the bureau, 
and present some recommendations to 
top management as he considers ‘“Work- 
ing with Tomorrow’s Agents.” 

The Wednesday afternoon session will 
present three company executives who 
represent the smaller companies, the 
larger companies, and the Canadian 
members. Each will tell of his own 
company’s plans and activities in deal- 
ing with tomorrow’s agent today as well 
as presenting current trends and over- 
all management plans of the companies 
he has been chosen to represent. The 
first speaker in this trio will be J. A. 
McAllister, director of agencies, Sun 
Life of Canada. He will present the 
Sun Life story together wtih his views 
on “Tomorrow’s Agent in Canada.” The 
next speaker will be A. B. Olson, vice 
president, Guarantee Mutual, who will 
discuss his company’s accomplishments 
and plans together with his general ob- 
servations on “Tomorrow’s Agent in the 
Smaller Company.” J. Roger Hull, vice 
president and manager of agencies, Mu- 
tual Life of New York, will then present 
a picture of “Tomorrow’s Agent in the 
Larger Company,” with particular refer- 
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1450 Broadway, New York 18, N. Y. 





CO-OPERATION with Brokers 


THAT REALLY PRODUCES INCREASED COMMISSIONS 


: PENSION TRUSTS — individually planned to fit. 
: FAMILY GUARDIAN — high protection — low cost. 
: DISABILITY INCOME — for those who can qualify. 


L. B. LASKO ACENCY 


GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 


Phone: WI 7-063! 








ence to the activities and plans of the 
Mutual Life of New York. 

The final paper of the second day will 
be delivered by Lewis W. S. Chapman, 
CLU, director of service, Research Bu- 
reau, who will discuss “Management’s 
Job.” This will be in the nature of a 
summary of the day’s discussions with 
particular emphasis on the job of the 
agency executive and his associates in 
the days ahead. 

The final day’s program will include 
talks by Lawrence J. Doolin, Clancy D. 
Connell, Holgar J. Johnson, and John 
Marshall Holcombe, Jr. F. MHobert 
Haviland, vice president of the Connecti- 
cut General and chairman of the Re- 
search Bureau’s board of directors, will 
be chairman of this session. 

Lawrence J. Doolin, assistant manager 
of agencies, Fidelity Mutual, and chair- 
man of bureau’s committee on persistent 
business, will report on the activities of 





FHA mortgages. 


date of issue. 


gage Retirement Plan. 


out obligation. 


Incorporated 1851 
HARRISON L. AMBER, President 


PITTSFIELD + 





; De You Know 


Why Brokers and Surplus Writers 
Recommend The Berkshire ? 





For that client of yours who desires to leave his 
home free and clear for his family 


HE Berkshire MORTGAGE RETIREMENT PLAN is one of the 
best buys today for mortgage cancellation purposes, particu- 
larly of the amortizing type of mortgage, for example, the 
The Plan combines the Family Income Rider with a life or 
endowment policy (ordinary life or higher premium form) and 
payable on a commuted basis in the event of the insured’s 


death within the stipulated 10,15 or 20 year period from the 


Disability Waiver may be added for a small additional premium. 
We will accept brokerage and surplus business on the Mort- 


Full details will be gladly furnished you upon request with- 


Berkshire 


LIFE INSURANCE COMPANY SK AN 


MASSACHUSETTS 


* IF YOU ARE A FULL TIME AGENT OF ANY COMPANY, WE SOLICIT YOUR SURPLUS BUSINESS ONLY. * 


* 





. 








the committee with particular emphasjs 
on the new National Quality Award and 
plans for the 1946 Awards. Following 
Mr. Doolin, the president of the Na- 
tional Association of Life Underwriters, 
Clancy D. Connell, will present the field 
viewpoint to the agency officers as he 
discusses “The Viewpoint of Tomorrow’; 
Agent.” 

The next speaker on Thursday’s pro- 
gram will be Holgar J. Johnson, presi- 
dent Institute of Life Insurance. Taking 
as his theme “Tomorrow’s Agent and 
the Public,” Mr. Johnson’s paper will 
cover the importance of the agent and 
management’s responsibility in the 
broad institutional relations program of 
the life insurance companies. The final 
presentation of the day, and of the 
meeting, will be an address by John 
Marshall Holcombe, Jr., bureau’s mana- 
ger, on “The Agency Executive—Action 
Now.” 





Chamber Committee 


(Continued from Page 1) 


in South American insurance circles, one 
of whom is expected to be Dr. Rodrigo 
de Andrade Medicis, technical director, 
Reinsurance Institute of Brazil, who re- 
cently was in the United States studyine 
insurance conditions here. A larger 
spread of reinsurance in the United 
States on South American lives is ex- 
pected by some American life companies. 

The proposed legislation arising out of 
Supreme Court decision that insurance 
is interstate commerce will be discussed 
preliminary to recommendation to the 
chamber’s board of directors. 
Pension Trusts and Profit-Sharing Plans 

The agency then takes up the question 
of pension trusts, profit-sharing and 
Group insurance forms. The chamber 
is interested in a number of such forms 
which will be held in eight cities in 
cooperation with colleges. The recent 
forum on the subject in New York City 
was a real success. The chamber com- 
mittee will also discuss the suit of the 
Social Security Board to bring insurance 
agents under the S. S. Act. Immediate- 
ly afterwards there will be discussion 
of the Savings Bank Life Insurance sit- 
uation, based on whether a careful study 
should be undertaken of the subject by 
the chamber’s insurance department. | 

Another subject on the agenda 1s 
whether the chamber’s insurance depart- 
ment shall continue to compile and pub- 
lish its annual exhibit of taxes and fees 
paid to states. 

Other Topics 

Other topics on the agenda follow: | 

Federal income tax deductability ot 
a limited amount of life insurance 
premiums—the Bridges bill. ; 

Program relative to Washington in- 
surance notes publication. 

Minimum wage law. Report of 
legislation pending before Congress 
and its effect on insurance companies 
and agencies. 

Interstate Fire Waste Contest—the 
new form of report by contestants 
and the new manual, “Fire Preven 
tion Through Chambers of Com- 
merce.” 

Health conservation plans. 





BOSTON MUTUAL’S GAIN 
The Boston Mutual Life had a com 
bined insurance gain of $6,440,699 for the 
first nine months of 1945. For the same 
period the gain from investments was 
$313,397, from mortality $282,942, and 
from insurance operations $82,500. 
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Northwestern Mutual 
Announces Large Gains 

PRESIDENT CLEARY’S REPORT 

In Force at New High; Sales 21144% 


Ahead of Last Year; New Business 
Up $42,566,961 








M. J. Cleary, president, Northwestern 
Mutual Life, Milwaukee, in his quarterly 
report for the first nine months of 1945, 
announced that total insurance in force 
one sed to a new high of $4,613,550,932 
on 1,189,613 policies, and assets also 
rez ¥ é ed an all-time high of $1,847,739,994. 

During the first three quarters of this 
year, Northwestern Mutual sales were 
149% ahead of the comparable 1944 
period. New paid-for business_ totaled 
$240,168,723, an increase of $42,566,961. 
There were also $14,912,196 in revivals 
and additions, and $2,965,313 in life an- 
nuities sold. 

Leading General Agencies 

Leading the general agencies through- 
out the country in sales so far this year 
are C. L. McMillen, New York City; 
Jamison & Phelps, Chicago; €. RB Ee- 
kert, Detroit; Victor Stamm, Milwau- 
kee: M. A. Carroll, Oshkosh, Wis.; 
Krueger & Davidson, New York City; 
P. T. Allen, Buffalo; Murphy & Mage, 
Los Angeles; B. J. Stumm, Aurora, IIl., 
and French & Horner, Madison, Wis. 

Total income of the Northwestern Mu- 
ual was $211,457,630, and included $129,- 
350,878 in premiums and $45,648,305 in in- 
terest and rents. Disbursements of 
$118,560,387 included taxes of $4,170,691; 
dividends to policyholders, $26,567,319; 
and payments of $40,328,631 on 9,996 
death claims. Policyholders and bene- 
ficiaries received a total of $82,771,721, 
with an additional $15,769,935 paid to 
beneficiaries under option settlement 
plans. 

The possibility of a substantial de- 
mand for mortgage money in the resi- 
dential and institutional field when 
building materials are available was in- 
dicated by a recent survey conducted by 
the mortgage loan department, Mr. 
Cleary said. There is no immediate pros- 
pect, however, for a very substantial de- 
mand in the field of business properties. 

At the beginning of this year the 
Northwestern Mutual owned fourteen 
pieces of city real estate with an asset 
value of approximately $6,000,000. Thir- 
teen of these had been sold by ‘the end 
of September at prices representing a 
subs pets ul gain over the $5,500,000 asset 
value at which they were carried on the 
hooks of the company. 

Investments and other assets on Sep- 
tember 30 included bonds with an ad- 


mitted asset value of $1,498,522,330; 
stocks, $5,692,000; mortgage loans, $191,- 
890,389; real estate, home office property 
and land contracts, $16,581,783; policy 
loans, $74,350,415 and, among other 
items, cash of $16,262,902. 

Mortality Experience 
Mortality, which is an increasingly 
important factor in determining the 
costs of insurance in mutual companies, 
Was faveeuine during the first nine 


months, Mr, Cleary reported. The actual 


Mortality was about 2% points better 
than ior the same period in 1944. 
Northwestern Mutual policyholders 


who lave died in military service or as 
the result of military action and those 
who have been reported missing in ac- 
ion, now total 2,656, with an aggregate 
amount of $8,707,158 of insurance. 


COSTIGAN HEADS CLUB 





Robert A. Costigan, Business Men’s 
Ass ‘ance manager in Kansas City, and 
who is president of the National Asso- 
lation of A. & H. Underwriters, was re- 
cent:y elected president of the Co- 


tive Club of Kansas City. 





ro HONOR C. E. BECKER 
\s a tribute to C. E. Becker, presi- 


dent, Franklin Life, Springfield, Tli., the 
S force is devoting the six weeks 
Irom October 22 through November 30 
special drive in honor of his birth- 
day on November 13. 


Northwestern Mutual Holds 
Third Refresher Course 


Continuing its reorientation program 
for war veterans who have returned to 
life insurance production, the North- 
western Mutual Life had a class of 
thirty-two discharged veterans at its 
third school in October at the home 
office in Milwaukee. These men came 
from cities located in fourteen states 
from coast to coast for a week’s re- 
fresher course of sales training. Both of 
the previous schools, held last December 
and in April, had classes of twelve men 
each. 

The training course is sponsored 
jointly by the general agents of the 
Northwestern Mutual and the company. 
It is designed to bring the men up to 
date on underwriting, prospecting, sales 
and service work and to review the fun- 
damental principles of modern life in- 
surance salesmanship. Each school cov- 
ers five days, with morning and after- 
noon classes and an opportunity for per- 
sonal conferences with company officials 
and department chiefs. President M. J. 
Cleary and Grant L. Hill, director of 
agencies, address the men and a faculty 
of twelve representatives of the agency, 
medical, secretarial, claims and under- 
writing departments conduct the classes. 


APP-A-WEEK FOR 22 YEARS 

3en Goldish of Duluth, member of the 
White & Odell agency, Northwestern 
National Life, passed the 22-year mark 
of continuous membership in his com- 
pany’s App-A-Week Club. Mr. Goldish, 
highest ranking member in the club, has 
been a member of the group since he 
joined the company’s field force in 1923. 
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RESUMES REGIONAL MEETINGS 





Eastern Agencies of Northwestern Mu- 
tual to Meet at Waldorf-As- 
toria January 4-5 


Eastern agencies of the Northwestern 
Mutual Life will resume their annual re- 
gional meetings in New York at the 
Hotel Waldorf-Astoria January 4-5. 
These meetings were suspended for the 
duration in 1942. Company officials from 
the home office in Milwaukee and out- 
standing producers in the eastern region 
will be on the program of the coming 





Tomorrow s Policy 
TODAY 


‘An Announcement of Great Interest 


At the start of its second century, The Mutual Benefit 


Life Insurance Company of Newark, N. J. begins the 


issue of a new series of policies. The outstanding feature 


is that they are based upon a new table of mortality which 


reflects the improvement that has occurred in death rates 


in recent years. Under the laws recently enacted in a 


number of states, the use of this table will become com- 


pulsory in 1948. The Mutual Benefit is the first and only 


major company which has voluntarily adopted 


the new Commissioners table. 


The Mutual Benefit 


LIFE IN 


NSURANCE COMPANY 


NEWARK, N. J. 














plans were put 
in New York 


meeting. Preliminary 
under way at a meeting 
during the past week. 

On the general committee arranging 
the program are Henry M. Files, Syra- 
cuse, chairman; G. Brady Buckley, 
Springfield, Mass.; A. C. F. Finkbinder, 
Philadelphia; Deal H. Tompkins, Charles- 
ton, W. Va.; Ernest H. Earley, New 
York; Leonard Mordicai, Boston. Local 
arrangements will be in charge of Harry 
Krueger and Walter Davidson, New 
York, while Larry J. Evans, assistant 
director of agencies, will be the company 
liaison officer assisting the committees. 





Actuary of Boston Mutual 





WILLIAM C. JOHNSTONE 


William C. Johnstone, formerly with 
the Sun Life of Canada, has been elected 
actuary of Boston Mutual Life. He was 
born in Scotland and graduated from 
Glasgow University in 1929 with the de- 
grees of Bachelor of Science and Master 
of Arts. He is a Fellow by examination 
of the Actuarial Society of America and 
of the American Institute of Actuaries. 

Prior to his election to Boston Mu- 
tual, Mr. Johnstone was with the Sun 
Life of Canada, serving for fifteen years 
in the actuarial department of the head 
office, where he was assistant supervisor 
when he resigned to join Boston Mutual. 





INDIANA COMPANY RESERVES 
Insurance companies had reserves on 
deposit with the Indiana Insurance De- 
partment totaling $293,328,966 at the 


end of the last fiscal year. John D. 
Pearson, Indiana Insurance Commis- 
sioner, in reporting the figure, said the 


total at the end of the last fiscal year 
exceeded that of the year before by 
more than $45, 000,000 and predicted re- 
serves for the coming year would ex- 


ceed $300,000,000. 
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New Head of Insurance 
Institute of America 


JAMES A McLAIN PRESIDENT 








Succeeds John J. King; Thousands in 
Insurance Offices Have Taken 
Courses of Institute 





James A McLain, president of Guard- 
ian Life who last year was president of 
American Life Convention, was on Tues- 
day of this week elected president of 
the Insurance Institute of America, suc- 
ceeding John J. King, who is president 
of the Hooper-Holmes Bureau. The In- 
surance Institute sponsors study of iri- 
surance courses and examines papers 
of the students. Thousands of young 
men in insurance offices, and a number 
of women, have taken these courses over 
the years. The Insurance Institute of 
America is a strictly educational body 
and should not be confused with the 
Institute of Life Insurance, president of 
which is Holgar J. Johnson. 

J. A. Bogardus, vice president, Atlan- 
tic Mutual, and John A. Diemand, presi- 
dent, Insurance Company of North 
America, were elected vice presidents, 
E. R. Hardy was reelected secretary- 
treasurer. Among those at the luncheon 
were Frederick Richardson, chairman, 
and S. Norie-Miller, general manager, 
General Accident; John H. Grady, U. S. 
manager of that company; Gilbert Kin- 
gan, U. S. manager of the London & 
Lancashire; Walter F. Beyer, vice presi- 
dent, Home Insurance Co.; S. T. Skir- 
row, secretary, Great American; and H. 
E. Feer, Accident & Casualty of Winter- 
thur, Switzerland. 

Prize Winners 

Announcement was made of the Insti- 
tute’s prize winners for 1945. The win- 
ners follow: general principles prize, 
Fred W. Lagerquist, Jr., Albany, Ga.; 
casualty, Robb B. Kelly, field supervisor, 
Employers Mutual Casualty; fire, Don 
S. Bright, U. S. Navy; inland marine, 
Mrs. Thelma C. Hipps, Fireman’s Fund, 
Atlanta; ocean marine, Raymond Heck- 
man, Home Insurance Co.; surety, An- 
ton T. Vanek, Jr., R. A. Napier & Co., 
Chicago. Mr. Heckman was at the lunch- 
eon and was introduced. 

Mr. Hardy gave figures about the In- 
stitute’s registration and examinations. 
He particularly called attention to the 
correspondence courses. From October 
1, 1944, to September 30, 1945, registra- 
tion in the correspondence courses num- 
bered 174. Courses were mailed to thirty 
students in the U. S. Army; thirteen in 
the Navy; four in the Marine Corps; 
and two in Canadian armed forces. 
Cuban students include a group of twelve 
in one Havana office and a group of six 
in another. Also, there is a group of 
eight students in a Honolulu office. 

Mr. Hardy made a strong plea for 
support of the Institute, saying that it 
is too fine a body to be crippled by lack 
of cash. He said there was a great deal 
of competition in the educational field, 
some of which does not follow through. 
He cited the large number of persons 
who had been enrolled in the educa- 
tional program of the National Associa- 
tion of Insurance Agents and the few 
who have qualified for the NAIA certifi- 
cate award. The Institute has developed 
many courses which have met with a 
very favorable reception, but its ac- 
tivities should have greater encourage- 
ment from the companies, he believed. 

Views of McLain and Richardson 

Frederick Richardson, a former presi- 
dent of the Insurance Institute of 
America, and the newly elected presi- 
dent, James A McLain, both talked 
optimistically about the future of the 
Institute. Despite the number of col- 
leges and other channels in which in- 
surance is taught in this way there is a 
big place for the Insurance Institute and 
its past accomplishments are deeply ap- 
preciated by the business. They look 
for splendid future achievements, Mr. 
Richardson highly complimented Mr. 
Hardy, who is 83, for his long, conscien- 
(Continued on Page 39) 
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Radio Advertising a 
Feature of LAA Meeting 


RECEIVE COOPERATION OF NBC 





Case Histories from Companies Which 
Have Actually Used Radio To 
Be Included 





At the forthcoming annual meeting of 
the Life Insurance Advertisers Associa- 
tion, which will be held at the Hotel 
Pennsylvania, New York, November 12, 
13, 14, one session of the program will be 
devoted to radio advertising and its pos- 
sibilities for life insurance. The National 
Broadcasting Company is cooperating 
with LAA in the development and pres- 
entation of this part of the program, 
which will include case histories from 
companies which have actually used 
radio. These will be furnished by Henry 
M. Kennedy, The Prudential; R. K. 
Lindsley, Farmers & Bankers; Karl 
Ljung, Jefferson Standard; Powell Stam- 
per, National Life and Accident and an- 
other speaker representing the Equi- 
table Life Assurance Society. 

Margaret Divver, assistant advertising 
manager, John Hancock, is scheduled to 


talk on trade journal advertising— 
“Planning Objectives and Making Bud- 
gets.” 


Another feature of the program will 
be an attempt to furnish the answer to 
the question “Are Sales Contests Worth- 
while?” from the viewpoints of the field 
man. Guest speakers on this sybject will 
be Arthur V. Youngman, New York 
general agent, Mutual Benefit Life and 
Lawrence L. Lifshey, New York Life. 

Clifford B. Reeves, assistant to the 
president, Mutual Life, is scheduled to 
speak on “Public Relations as a Definite 
Program” based on the extensive pro- 
gram now being carried out by the Mu- 
tual Life. 

George V. Denny, moderator of the 
radio program “America’s Town Meet- 
ing of the Air” will be on the program 
as one of the principal outside speakers. 

Exhibits Chairman A, F. Randolph, 
Penn Mutual, has arranged a discussion 
to be held from the floor with a group 
of selected discussion leaders. Those at- 
tending the meeting will have the oppor- 
tunity to study the material and hear it 
discussed by men who are regularly do- 
ing this work. 

Powell Stamper, general chairman of 
the annual meeting, has announced that 
the theme of the whole program will be 
“Swords Into Ploughshares,” emphasiz- 
ing post-war reconversion problems. 
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Training Big Need Says Andersen 


The first National Marketing Forum 
held at Waldorf-Astoria, New York, 
Monday, under the auspices of the Sales 
Executives Club of New York, had as 
one of its speakers Edward C. Andersen, 
assistant superintendent of agencies of 
Connecticut Mutual Life, who discussed 
the need for thorough training for the 
selling job if there is to be a prosperous 
post-war era. Citing the war experience, 
he said that millions of men suddenly 
recruited from every walk of life, who 
knew nothing about ships, guns, planes 
or navigation, were trained from scratch 
to become a gigantic, efficient fighting 
force. 

“Now, with hostilities ended,” said Mr. 
Andersen, “the nation faces a new prob- 
lem. Uncle Sam has suddenly closed his 
pocketbook. He is no longer the lavish 
buyer that he had to be during war- 
time. But, America’s production genius 
has grown to such proportion that un- 
less something happens quickly to re- 
place or absorb part or all of Uncle 
Sam’s former orders, something is going 
to happen! We will have an economy 
that is top-heavy. We know that to 
keep pace with the production power of 
America we must increase, by some 40% 
to 50%, the physical volume of goods 
sold in 1939. If we fail it means “over- 

















SERVING— 


the Insurance Industry 


The Raymond-Commerce Building through its 
many services and conveniences has become 
the leading insurance building in Newark. 


Over seventy leading life, fire and casualty- 
surety companies, located in this building, are 
vivid testimony of this fact. 











production” and unemployment and de- 
pression, 

“So, isn’t it strange—and isn’t it won- 
derful—that our main and_ foremost 
problem today is one of forcing the 
American people to learn to live 50% 
better than they have ever lived before! 
It is a pleasant problem, difficult though 
its solution may be. Fortunately, there’s 
a green light shining for us. For the 
first time in history there seems to be 
a general and universal awakening in 
America as to the importance of sales 
and distribution in upholding our na- 
tional economy, 

“The problem has been recognized. 
Now, what is management going to do 
about it? It is my opinion that man- 
agement, by and large, while recognizing 
the importance of sales and distribution, 
has not yet opened its eyes to the pre- 
liminary step that is essential before 
efficiency can be reached in either sales 
or distribution—and that preliminary 
step is training. 

“All too frequently the job of sales 
training receives lip service that is way 
out of proportion to the action which 
follows. Too often management is prone 
to admit the need for better sales train- 
ing when formulating any year’s plan. 
But then, during the course of the year, 
the importance of the sales training job 
gradually or quickly fades from the pic- 
ture. For some unknown reason, the 
problems of production, costs, and the 
like, always come out to be the win- 
ner. It’s difficult to understand why or 
how the pendulum always gets over to 
that side. 

“Very few men are what we call born 
salesmen. While I can’t prove the point. 
I also firmly believe that very few men 
are born aviators. Yet the Army and 
Navy developed thousands upon thov- 
sands of the most skilled airmen in the 
world. They did it through painstaking 
and costly training and in no other way. 
And in no other way can industry build 
similar efficiency into the thousands and 
thousands of salesmen that will be 
needed to uphold a full employment 
economy, 

“Management must recognize _ this 
point. Management must be prepared to 
make a sizable investment in this phase 
of the job—for adequate training costs 
money. There’s no doubt about that. 
But management should also bear in 
mind that the cost of training is minor 
indeed to the cost of not training.” 





LEASES DES MOINES OFFICES 


The Lutheran Mutual Life, Waverly, 
Ta., has leased a suite of offices in the 
Liberty Building at Des Moines and will 
transfer its investment department 0 
that city on November 1. E. R. Hegg. 
superintendent of agents, and members 
of the investment department will be 
transferred to the Des Moines office. 
George Schnug, recently named assistant 
superintendent of agents, will remain al 
the Waverly offices. 
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Mrs. Eberly on Women’s 
Council of N. Y. State 


NAMED BY GOVERNOR DEWEY 





Study of Post-War Employment Pros- 
pects for Women; Her Detroit, 
Chicago, Kansas City Visits 





Governor Dewey has appointed a rep- 
resentative group of New York women 
whom he asks to serve with Jane H. 
Todd, deputy commissioner of the State 
Department of Commerce, on a newly 
organized New York Women’s Council, 
an organization to study the prospect 
of post-war employment of women in 
industry. As representative of life in- 
surance in the business and professional 
women’s group he has appointed Marion 
Stevens Eberly, director, Women’s Divi- 
sion, Institute. of Life Insurance. The 
Governor’s letter appointing Mrs. Eberly 
follc ws: 

Dear Mrs. Eberly: In order to 
help solve constructively some of 
the post-war problems confronting 
women, I am asking a number of 
distinguished New York women to 
serve as a consultant group to be 
to be known as the New York 
Woman’s Council. This council is 
to be under the chairmanship of 
Miss Jane H. Todd, deputy com- 
missioner of the Department of 
Commerce of New York State. — 

The program we have in mind is 
a challenging one, and I feel that 
the New York Woman’s Council has 
a real opportunity to do an effective 
public service. : 

Problems of reconversion are im- 
mediate; the future of the woman 
who works, her relationship to the 
community and the position of 
women in community life—all pre- 
sent stimulating questions. To round 
out a long-range program, we need 
the help of the women in the state 
who have vision and valued experi- 
ence in the educational and business 
fields. I hope that you will accept 
my cordial invitation to serve as a 
member of this council. 

THOMAS E. DEWEY. 


Mrs. Eberly’s Western Trip 

Mrs. Eberly is now on a trip which 
includes visits to Detroit, Chicago and 
Kansas City, where she is addressing 
various gatherings. In Detroit, subjects 
of her talks are these: “The Why of 
Our Interest in Women’s Point of 
View,” “Beneficiaries by the Millions— 
Do Women Understand the Protection 
That Is Theirs?” and “Business Reckons 
With Women’s Point of View.” First 
talk in Detroit was to community lead- 
ers at a luncheon meeting October 23 
planned by the women’s committee, De- 
troit Life Underwriters Association. 
Later that afternoon she talked to of- 
ficers, directors and committee chair- 
men of Detroit LUA..-On October 24 
she gave a radio interview over Station 
CKLW, Mutual Broadcasting System. 
In Chicago there were several events 
which she attended and made talks. 

In Kansas City she will address the 
wonen’s group of the life underwriters 
association, Some outstanding women 
leaders of the city were invited to at- 
tend as guests of the insurance people. 
She also will appear before the current 
events group of the Kansas_ City 
Women’s University Club as well as 
before the Women’s Chamber of Com- 
merce 
_ In her discussion of increased interest 
in women’s needs for life insurance Mrs. 
Eberly said they are ultimate users of 
the bulk of life insurance, being bene- 
hciaries of most policies purchased on 
the lives of men; they are constantly 
buying more policies for living benefits; 
they buy one-third of all life insurance 
bolicies purchased, and they have be- 
come a dominant force in public opinion, 
in panning and in direction of the 
Whole social-economic structure. “Their 
heeds, preferences and interests must 
necessarily be ¢onsulted in any future 
Planning,” Mrs. Eberly said. 


McMILLEN AGENCY MEETING 





New Sales Procedure Program Ex- 
plained; Larry J. Evans of 
Agency Division Speaks 

A sales meeting of the Clifford L. Mc- 
Millen agency, Northwestern Mutual 
Life, New York City, largely attended, 
was held at the Hotel Biltmore on Wed- 
nesday of last week. From the home 
office came Larry Evans, assistant 
director of agencies. General Agent Mc- 
Millen was chairman of the meeting and 
the program of a new sales procedure 
of the agency was explained by J. Robert 
Guy, assistant to the general agent. 


F. WALLEN NAMED MANAGER 

Farland Wallen, former associate 
manager in the Indianapolis district of 
the Western and Southern Life, has 
been promoted to. manager of the Vin- 
cennes, Ind., district, according to H. J. 
Havens, Indianapolis manager. Mr. 
Wallen, who has been connected with 
the Indianapolis district six years, will 
be succeeded by Marvin K. Hasty. 





Jack V. Clark, recently released from 
the Army Air Corps, has returned to 
his position as district supervisor for 
Aetna Life at Texarkana, Ark. 


THOMPSON’S NEW OFFICE 
Charles C. Thompson, former presi- 
dent of National Association of Life 
Underwriters, and former manager of 
Metropolitan Life in Seattle, has opened 
offices in that city as a personal pro- 
ducer, 


BUSINESS MEN’S REPORT 

The Business Men’s Assurance re- 
ports that September was the thirty- 
third consecutive month in which total 
production was an all-time high for the 
month and the fifty-sixth consecutive 
month of increase over the correspond- 
ing month of the previous year. 


for sound expansion... 
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75th Anniversary of 
Confederation Life 


WILL TAKE PLACE IN APRIL 
Company Has $600,000,000 in Force; 
Field Convention at Lake of 
Bays, Ontario 
Just four years younger than the Do- 
minion of Canada as constituted by the 
Act of Confederation July 1, 1867, Con- 
federation Life Association, with head 
office in Toronto, will observe its 75th 
Anniversary in many parts of the world 
in 1946. A special act of the Parliament 
of Canada to incorporate the comnany 
was given royal assent April 14, 1871, 
and business commenced November 1 of 
that vear. Organized at a cost of less 
than $400, it now has considerably more 
than 200,000 policyowners and business 

in force is over $600,000,000. 

Climaxing anniversary activities will 
be a field staff convention at Bigwin 
Inn, Lake of Bays, Ontario. In the 
meantime, a brief history is appearing 
in the Confederation Life Bulletin, while 
newspaper advertising will trace the 
link that has existed between the com- 
pany and the development of Canada’s 
agriculture, natural resources and_ in- 
dustry. 

The founder, John Kay Macdonald, 
euided the association for fifty-seven 
vears, until his death in 1928 at 90. In 
1894 he was instrumental in forming 
the Canadian Life Managers’ Associa- 
tion, now the Canadian Life Insurance 
Officers Association, the first organiza- 
tion of life insurance companies on this 
continent. His son, Charles Strange 
Macdonald, with the company forty- 
chairman of the 


seven years, iS now 
board. His grandson, John Kenneth 
Macdonald, is joint general manager. 


Victor Roy Smith is the seventh presi- 
1 
cent. 


APPOINTED BY CAPITOL LIFE 
W. V. Woollen, agency vice presi- 
dent, Capitol Life. Denver. announces 
the anpointment of Snencer Treharne as 
agency manager at Fl Paso. Mr. Tre- 
harne has been in the life insurance 
since 1939 when he became 
National Life of 


business 
associated with the 
Vermont. 

Holding a reserve commission in the 
United States Army Air Corps, Mr. 
Treharne was called to active service 
as a pilot October 1, 1940. Attached to 
the 18th Reconnaissance Squadron, 
Lieutenant Treharne was at Hickam 
Field (adjoining Pearl Harbor) on the 
morning of December 7, 1941. Returning 
to the United States in June, 1942, he 
was instructor in B-17’s at Hendrick 
Field until March, 1944, when he re- 
turned to the South Pacific theater as 
a pilot on C-54 aircraft. Released from 
the service in September of this year 
with the rank of captain, Mr. Treharne 
resumed his career in life underwriting 
and agency management. 


LAUER AGENCY LEADS COMPANY 

The Matthew J. Lauer agency, Con- 
tinental American Life, 295 Madison 
Avenue, New York, led all the agencies 
of the company in the amount of busi- 
ness produced during the first nine 
months of 1945, both when measured by 
volume and first year premiums. In the 
amount of first year premiums actually 
paid in to the company during the cal- 
endar year to date, Joe Harris of the 
Lauer agency, leads all managers and 
brokers and also all field representtives 
of the company. 


METROPOLITAN FIELD CHANGES 

John D. Lentz, formerly manager for 
the Metropolitan Life at Belleville, Ill. 
has been placed in charge of the com- 
pany’s district office at Des Moines. He 
succeeds Everett C. Summers who is on 
total and permanent disability. Claude 
F. Keefe, formerly acting manager at 


Cairo, Ill, has been appointed a mana- - 


ger and succeeds Mr. Lentz at Belle- 
ville. 


DINNER MARKS ANNIVERSARIES 





Northwestern Nat’l Founded 60 Years 
Ago; Arnold President 20 Years; 
Long Service of Directors 

At a dinner in the Minneapolis Club 
on October 29, Northwestern National 
Life will observe three significant com- 
pany anniversaries. Civic and business 
leaders, officers and directors of the 
company, and representative agents of 
the company will join in the observance. 

Appropriately falling on President O. 
J. Arnold’s birthday, the dinner will 
commemorate the 20th anniversary of 
Mr. Arnold’s presidency; the 40th anni- 
versary of membership on the directo- 
rate of C. T. Jaffray and E, W. Decker; 
and the 60th anniversary of the com- 
pany’s founding. Messrs. Jaffray and 
Decker joined NwNL’s board in 1905, 
20 years after the company’s founding, 
and have served continuously since that 
time. Mr. Arnold became president of 
Northwestern National Life in 1925 and 
in the succeeding two decades under his 
direction the company achieved its 
ereatest measure of growth and attained 
nation-wide recognition. 





Wade H. Nelson, Penn Mutual, Cedar 
Rapids, recently addressed the Dubuque 
Association of Life Underwriters. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 











Wunderlick Made Baltimore 
Life Supt. of Agencies 


The Baltimore Life has announced the 
promotion of Fred I. Wunderlick to 
superintendent of agencies. He has 
served as director of field training for 
several years and recently finished con- 
ducting four one-week schools for man- 
agers and for staff superintendents of 
the company. 

Mr. Wunderlick joined the Baltimore 
Life as an agent in 1935. He was pro- 
moted to staff superintendent in 1938 
and in 1942 was called to the home 
office from Altoona, Pa. to become 
home office supervisor. Mr. Wunderlick 
is a graduate of the Life Insurance 
Sales Research Bureau school of agency 
management. 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951.2.3 


— 














—, 


Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


41 PARK ROW, NEW YORK 
Telephone BArclay 7-4443 











—— 


INSURANCE ARCHITECT DIES 

Lieut. Col. Leland A. McBroom, 54 
one of the architects of the home office 
Building of the Bankers Life Co., Des 
Moines, died at Ft. Des Moines Hospitai, 
October 17. He had been visiting in Des 
Moines, on convalescent leave, after 
overseas service, and suffered a cerebral 
hemorrhage. He had designed the air 
conditioning system for the War De- 
partment’s Pentagon Building in Wash- 


ington. Colonel McBroom had been sta- 
tioned at Fort Jay, New York. 
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SELLING THE 
EDUCATIONAL 


TO THE PUBLIC 


shows. 


THE PRUDEVTIAL 


A MUTUAL LIFE INSURANCE COMPANY 


e@ through full-page advertisements in national magazines. 


e@ through commercials on our Daily and Sunday radio 


TO THE INDIVIDUAL PROSPECT 


@ with a new and interest-arousing sales help. 


TO THE AGENT 


@ with carefully prepared, field-tested sales ideas in attrac- 
tive presentation form. 


A Better Market For Educational Insurance Never Existed! 
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Easy Selling Period 
Over; Now Need Ideas 


OPINION OF HARRY T. WRIGHT 





Turning to Insurance Payable Out of 
Corporate Funds; Would Have More 
Producers on National Board 





[he easy sales of the war years have 
ended and from now on life insurance 
producers are going to have to sell 
ideas, not simply insurance, because of 
competition with all the things people 
have beeg wanting to buy and couldn't 
get, according to Harry T. Wright, 
associate agency manager of Equitable 
Society in Chicago, who addressed the 
Cincinnati Life Underwriters Associa- 
tion last week. Mr. Wright also said 
the larger producers will have to change 
their methods to some extent as the 
lareer clients, even with greater gross 
income have considerably less net due 
to current high income taxes. Some, he 
s are really having difficulty main- 
taining their present life insurance pro- 
ams, 

“Many life insurance producers, par- 
ticularly those who specialize in large 
policies,” said Mr. Wright, “have found 
it necessary to secure business which 
will be paid for out of corporate funds 
such as business insurance, stock retire- 
ment insurance, pensions trusts, part- 
nership insurance and key man insur- 
ance.” 

For those who are thinking of break- 
ing into the pension trust field he 
recommended that they work jointly 
with someone with the organization to 
administer such business. Rem‘nding his 
hearers that a firm can continue at the 
death of a key man part of his salary 
for at least two years, Mr. Wright said: 

How Fund Is Provided 

“The logical way of providing such a 
fund is through the negotiation of busi- 
ness insurance on his life payable to 
the corporation. While the premium is 
not deductible as business expense, 
neither is the insurance taxable when 
it comes to the firm. However, it is a 
deductible expense when they begin to 
pay the proceeds out over a period of 
two years to that man’s beneficiary, and 
to make it even better, the widow under 
present tax ruling probably will not 
even pay an income tax on the pro- 
ceeds that she receives. This is covered 
in Section 29.23 (a)-9 Ree. 111 I.T. 3329 
(CB 1939-2) 153. You will find that many 
firms, particularly small firms, will be 
verv much interested in this subject. 

“Men of moderate means who previ- 
ously never eave the question of death 
taxes a thought are today very conscious 
of that problem, because it is now their 
problem. There are three ways to pay 
death taxes: 

“The estate can borrow, or at least 

try to borrow, money for that purpose 
and by s0 doing will go into debt. 
_ “The estate holder can maintain dur- 
ing his lifetime sufficient liquidity of 
funds at all times to provide the neces- 
Sary cash but in so doing he will have 
fo accept a very low interest rate dur- 
ing his lifetime. 

“He can provide for taxes through 








the medium of life insurance. The field 
tor sale of insurance to meet death 
tax has been enormously increased 
because that is the problem of nearly 
everyone whom you call upon. 

“in the past it may be that too manv 
Men spent too much time in figuring out 
Ways of avoiding taxes rather than wavs 
to vay them, You and IT have it within 


power to help men win their finan- 
biections for themselves and fami- 
and believe it or not, in 95 out of 
‘ases the only way their objectives 
be met is through the medium of 
i insurance, 

have never set myself up as an 
‘rt in any particular branch of the 
Insurance business, but in my 
er long experience I have nego- 
(a number of contracts that have 
ed many business problems for the 
ving partner or stockholders.” 


More Producer Participation 
\ closing Mr. Wright said: “As one 


tis 


personal producer to another, I should 
like to recommend that a greater num- 
ber of personal producers take a more 
active interest in their local, state and 
national association affairs. The fact 
that more personal producers do not 
offer themselves for leadership is in 
most cases not the fault of the general 
agent or manager. 

“Inasmuch as about 85% of the asso- 
ciation is composed of field men, it cer- 
tainly makes sense that they should 
have a larger representation on the 
national board. At the present time I 
helieve there are only two personal pro- 
ducers on the board of trustees. Some- 
one suggested that in view of the fact 





that our membership is composed of 
about 85% personal producers that it 
would be in the best interests of the 
producing agent if about one-third of 
the board were composed of personal 
producers, and about every third year 
the president be a producing agent. I 
do hope that more personal producers 
all over the country will unselfishly de- 
vote some time in protecting their own 
business.” 





Harold P. Winter, assistant superin- 
tendent of agencies, Union Central Life, 
addressed the recent meeting of the 
Cincinnati Life Insurance Cashiers and 
Secretaries Association. 





MUTUAL LIFE LEADERS 
Wesley S. Shafto of the New Orleans 
agency, Mutual Life of New York, led 
all producers of the company in volume 
of insurance sold during September, ac- 
cording to an announcement by Roger 
Hull, vice president and manager of 
agencies. The New Orleans agency is 
managed by Richard F. Lawton. Lloyd 
R. Yeates, of the Oakland agency, man- 
aged by A. C. Nelson, was second. In 
the number of paid applications, Carl W. 
Siewart of the Minneapolis agency, man- 
aged by W. La Von Robison, was the 
leader for the month. A. B. Waggoner, 
of the Nashville agency, managed by J. 
Hugh Knox, was second. 





“Wish I could read my future in the stars...” 


Said a young sailor in the Pacific: 

‘*Many a night on watch at sea, I look up 
at the stars and wonder what the future holds 
in store for me. I’ve never had a real job, for 
most of the time I’ve been attending high 
school, trade school and then college at night 
. . . Your booklet ‘Information for Veterans’ 
offers some hints on the future which I eagerly 
await.” 

This letter became the basis of a new 
national advertisement which was built 
around the above illustration and head- 
line. Whereupon a Navy lieutenant on a 
PGM in the Pacific wrote in sometime 
later: 

‘‘Was very much interested in your Saturday 
Evening Post ad. Thinking of the future under 
tropical skies is a favorite pastime of the U.S. 


New England 


Liyé Insurance Company 'f 


Navy. If you would please send me your 
pamphlet ‘Information for Veterans’ , I believe 
it will help me square away not only my own 
questions but those of my men as well.”’ 
Many other comments of this 
nature, like ‘Congratulations on 
a good ad. Picture was typical.”’ 
—among the hundreds 
hundreds of requests for the book- 


upon 


let of information, made us feel 
pretty good about this particular 
piece of copy. 

For we had been careful in its 
preparation. Besides checking 
with Navy authorities, our artist 
had sketched, in the planetarium 


vip, 
4 


i C 






of Philadelphia’s Franklin Insti- 
tute, the heavenly constellation 
of Leo the Lion as it would act- 
ually be seen- by the lookout at 
1:00 A.M. on April 16, 1945, if 
his ship were on the equator 
headed due west. 


Perhaps the fact thai such care 
is just the usual procedure, ac- 
counts for the unusual confidence 
which servicemen have voiced 
in this company. New England 
Mutual fieldmen can’t help but 
reap the fruits of this goodwill in 


the years to come. 


Mutual 


of Boston 





George Willard Smith, President 





Agencies in Principal Cities Coast te Coast 


The First Mutual Life Insurance Company Chartered in America—1835 
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Company Action 
Aetna Life 


Elimination of the war risk restric- 
trons in life policies and the resumption 
of the writing of accident and health 
policies for those traveling to any part 
of the world were announced by Aetna 
Life Insurance Co. Vice Vresident W. 
H. Dallas disclosed that war risk re- 
striction in Aetna Life policies was 
annulled in regard to deaths occurring 
on or after August 15, except per- 
ons insured who were reported miss- 
ing or missing in action prior to that 
date and restrictions in re- 
gard to 


ior 


except for 
aviation, 


Bankers Life of Iowa 


Following previous announcement that 
war clauses would not be attached to 


new policies after August 20, Bankers 
Life of lowa states that war service 
and civilian travel exclusion provisions 


outstanding war clauses will be in- 
perative after Sept. 1 except deaths 
ccurring within six months after that 
date and as a result of injuries or dis- 
ases contracted while in service out- 
ide home areas; or as to civilians as 
result of war while outside home areas. 

No charge for aviation hazard will be 
made for civilian passengers on sched- 
led flights nor up to 100 hours an- 
uually in non-scheduled business flights. 
Members of service air will be 
considered for standard insurance with 
an aviation exclusion rider. 


torcees 


Colonial Life 

I: ffective October 1, for all lives, ex- 
cept male lives from 17 to 25 inclusive, 
the Colonial Life has authorized the dis- 
ontinuance of the restrictions as to 
military and naval service, aviation and 
foreign travel. This change applies to 
both Industrial and Ordinary policies 
but under Ordinary policies where an 
ndividual appears to present an aviation 


hazard beyond that which the com- 
pany is willing to accept at standard 
rates, each individual case will be con- 
sidered for issue either with an extra 


premium or with the aviation exclusion 
rider. In the case of policies previously 
ssued which contain the war clause, the 
company will consider requests to en- 
dorse the policy to void the aforemen- 
tioned restrictions, provided the insured 
has returned to civilian status and is 
not a male age 17 to 25 inclusive. 


Union Mutual Life 


\. Thomas Lehman, vice president 
and actuary, Union Mutual Life, Port- 
land, Me., has announced that amounts 
payable in the event that death occurs 


fter September 2, 1945, will not be 
reduced on account of limitations in any 
War Risk Exclusion Provision unless 
uch death is covered by the aviation 


Settlement of 
disability 
are not 


portion of the provision. 
claims under riders covering 
or double indemnity benefits 
alfected by this ruling. 

Current policies are issued without 
war risk exclusion provisions, but are 
subject to usual peacetime rates and in 
dividual underwriting. 


Manhattan Life 

In line with a commany announcement 
sent to all general agents, the Manhat 
tan Life is now issuing all new policies 
without war restrictions which were in 
effect during the period of the country’s 
participation in World War IT. The elim 
ination of the war rider in new policies 
became effective on September 2, fol 
lowing President Truman’s announce- 
ment of V-J Day. 

Action taken by the company’s board 
of directors on September 10 clarified 
the status of wartime restrictions con- 
tained in old policies, those written prior 
to V-J Day. For purposes of interpret 


ing war clauses in old policies, it was 
leclared that the United States shall be 


On War Clauses 


considered at peace as of September 2. 
This action means that where members 
of the armed forces die as a result of 
military operations, or other causes, on 
or after September 2 this vear, restric- 
tions on military or naval service in 
time of war will not apply. 


Jefferson Standard 

The Jefferson Standard Life, Greens- 
boro, N. C., has discontinued the routine 
use of the aviation rider on all new 
business, both military and civilian, ef- 
fective September 10, according to an 
announcement by Ralph B. Coit, vice 
president. Where the application indi- 
cates that there is an aviation hazard, 
an aviation questionnaire is »rovided for 
the purpose of obtaining further partic- 
ulars. Each aviation hazard will be 
treated in accordance with the degree of 
hazard and may be issued with an avia- 
tion rider, a proper rating, or as stand- 
ard insurance as circumstances permit. 


Occidental Life 

Effective August 31, Occidental Life 
of California is not including any war 
restriction on any policy, regardless of 
age. Where a definite aviation hazard 
exists, the policy will be written cither 
with an extra premium to cover the 
hazard or with an aviation clause. 
Otherwise, new policies will be issued 
free of aviation restriction. 

On policies previously issued with a 
war and aviation clause, the war re- 
striction will be modified to exclude 
death occurring outside home areas 
which result from an act of war. Avia- 
tion riders in old policies which cover 
only as a fare paying passenger on 
commercial airlines will be extended to 
cover all aviation risks except those in 
aviation training, pilots or crew mem- 
bers and military or naval personnel. 
These latter groups will be covered 
while flying as fare paying passengers 
on commercial airlines. 


Kansas City Life 


W. E. Bixby, president, Kansas City 
Life, announced that effective immedi- 
ately all new policies will be issued 
without aviation clause, unless appli- 
cant’s circumstances involve some dis- 
tinct aviation hazard. War and aviation 
provisions in existing policies on the 
tives of policyholders in armed forces 
are still effective but will be canceled 
upon policyholder’s discharge from 
armed forces. War and aviation pro- 
visions in all other existing policies are 
canceled immediately, 


Lamar Life 

The Lamar Life Insurance Co. no 
longer includes war and aviation limita- 
tions in its newly-issued policies, except 
as those limitations relate to disability 
and accidental benefits, and except where 
a special aviation hazard exists. The an- 
nouncement was made by H. M. Faser, 
vice president and agency director. 

James FE. Rutherford, executive vice 
president, National Association of Life 
Underwriters, addressed the recent meet- 
ing of the Richmond Association of Life 
Underwriters. 





continued its successful operations; 


adopted; 


to suit the policyholders’ convenience. 


President: Daniel J. Walsh 
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Managers Conference 


(Continued from Page 3) 
management have got to do a job which 
no one can throw stones at. 

“The manager has a complex job, a 
difficult job. He must be at one and 
the same time sales manager, office man- 
ager, actuary, teacher, lawyer, psychol- 
ogist, business and tax expert, actor, or- 
ganizer, personal producer, leader, father 
confessor, community leader, etc. It is 
true that the job is complex; it is big. 
Sut the day has passed when, by dint 
of a winning personality, a good per- 
sonal production job, or the sweat of 
one’s brow, a man is thereby qualified to 
be a manager of men. Rather, the 
whole course of the industry in recent 
years has served to emphasize that the 
successful manager is a man who can 
build quality men. 


Trends in Agency Management 

“Let’s pause, then, to observe some 
trends in agency or field management 
| most certainly do not want to infringe 
on the subject assigned to my good 
friend, Vincent Coffin, but any consider- 
ation of the future of life insurance, and 
more specifically agency management, 
necessitates such an appraisal of where 
we stand insofar as the processes of 
building men are concerned. 

“Twenty-five years ago at an agency 
officers” meeting in Chicago one agency 
executive told of his recruiting activities 
during the past year, the success they 
had had with circularizing, the fact that 
they had contracted 4,277 new men dur- 
ing that year, that they had terminated 
4,266 men, and that they had a net gain 
of eleven agents. And he as well as 
his company were applauded for the ex- 
cellent job that they were doing. Yet 
another speaker on the same program 
decried the ‘insatiable appetite for hu- 
mans’ which characterized the life in- 
surance business, and spoke of the need 
for ‘doing something’ about it. But a 
third man, Professor Walter Dill Scott, 
spoke of the possibilities of scientific se- 
lection and was almost a lone wolf in 
the wilderness, almost scoffed at by 
many prominent agency men_ who 
thought his proposal pure fantasy. 

“Our business has come a long wav 
in those years between the two world 
wars. For example, scientific selection 
is now an accomplished fact. It’s been 
proved that we can scientifically select 


by measuring personal history and a 
man’s personality characteristics by 
means of the Aptitude Index. But we 


are not satisfied because we are refining 
the process even. further and at present 
twenty other tests are being tried out 
by the bureau in search for wavs to 
further improve selection. 

“Take the matter of 
have talked for years about. training. 
We have talked and taken some steps 
toward training the trainer. Training 
has today come of 
tance and necessity 


training. We 


of age, and its impor- 
is recognized. In 








A LOOK AT THE RECORD 


For forty-four years, through wars, epidemics and depressions, the Home Life has 
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THE HOME LIFE 
INSURANCE COMPANY OF AMERICA 


EXECUTIVE OFFICES: PHILADELPHIA, PA. - 
Treasurer: Charles T. Chase 
SECURITY AND SERVICE SINCE 1899 


Secretary: Bernard L. Conner 





WOLFSON 





AGENCY 
INSURANCE 
Maas. 


MUrray Hill 2-3030 7 




















the next twenty-five vears the manager 
has got to be a competent technician, 
In order to compete within and without 
the business, he has got to be a good 
trainer because he knows that if the 
avent has not learned, the manager has 
not taught. : 

“With respect to the handling of hu- 
man relations problems, leadership, the 
human factor: We are beginning to re- 
sist our stubborn human desire to write 
the rules our own way. Too often our 
approach has been, ‘Do unto others what 
we think ought to be done.’ Rather than 
following that one main principle of 
good management, namely, ‘Do unto oth- 
ers as you would have them do unto 
you.” The morale studies of the bureau 
and, currently, the bureau’s Job Satis- 
faction studies remind management ol 
the price it is paying for disregarding 
the human factor. Nations, like cor- 
porations, have made the same mistake. 
Daily events remind us of the price we 
are paying for such a viewpoint. In the 
years ahead, good leadership will be the 
most important single factory in the 
manager's success pattern.” 








HEARD On The WAY — 





A. A. Tousaw of the Sun Life, who took 
over many of the duties of C. S. V. 
Branch, a former vice president of the 
company who retired recently, is the 
only insurance man of Canada who has 
flown to England and back. He went 
over in a clipper, which took a day and 
a half, and the return trip was made vii 
TCA. He had his breakfast at the por! 
of embarkation at 10 o’clock a. m., ling- 
lish wartime, and had his dinner at § 
o'clock that night at the Ritz Carlton 
Hotel in Montreal. 


Edward Hugh Crumley, resident sec- 
retary of Manufacturers Life for South- 
eastern Asia, and Alastair Hamilton 
Murray, assistant resident manager, are 
believed to have lost their lives while 
prisoners of the Japs. They are believed 
io have died in Thailand. 

Unele Francis. 


. Cormack, general agent, 
Northwestern Mutual, Des Moines, at- 
nounced that Harry F. Brown has fe 
tired as district agent at Ames ani wi! 
be succeeded by his son, Farwell 
Brown. 


K. J. M. 





The Butler, Pa., branch of the Pitts 
burgh Life Underwriters Association 
met recently and heard an address by 
Kenneth. W. Conrey, Penn Mutual 
Pittsburgh. 
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SIGNIFICANT FACTS 


Founded in 1857, The Northwestern Mutual is one of America’s 


oldest life insurance companies. 


Its growth has been steady, its assets increasing each year for 87 


consecutive years. 


It has over $4,500,000,000 of life insurance in force, with assets 
of over $1,800,000,000. 


THE NORTHWESTERN 
MUTUAL LIFE INSURANCE COMPANY 


Milwaukee, Wisconsin 
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NOT FAIR TO AMERICAN SHIP 
OPERATORS 

In the address he delivered before the 
annual session of the American Mer- 
chant Marine Conference at the Wal- 
dorf Astoria Hotel, Almon E. Roth, pres- 
ident, National Federation of American 
Shipping, called attention to a situation 
which in his opinion does not constitute 
a square deal for the American ship op- 
erator. 

During the early days of the war a 
number of American ship operators 
bought war-built vessels at prices which 
were based upon the wartime cost of 
construction. In most instances, Mr. 
Roth said, the contracts with the Gov- 
ernment provided that if similar war- 
built vessels were sold later at lower 
prices, the purchaser would receive an 
adjustment of his original purchase 
price. The purpose of this arrangement 
was to encourage the purchase of ships 
by American operators during wartime 
by assuring them that they would be 
placed on a price equality with subse- 
quent purchasers, The House Commit- 
tee on Merchant Marine and Fisheries 
makes the following statement regarding 
the adjustment in the sales price of ves- 
sels sold prior to the enactment of 
ip Sales legislation: 

These purchasers will suffer an un- 
warranted discrimination unless the price 
at which they purchased or agreed to 
purchase these vessels is adjusted to 
conform to the statutory sales price pre- 
scribed in the bill. There would be 
nothing more demoralizing to a floor 
price on war-built vessels than to fail 
to make this adjustment, even though it 
involves. relatively large amounts of 
money. 

In the opinion of President Roth the 
committee here fails to practice what 
it preached. The Ship Sales bill, recent- 
ly adopted by the House upon the rec- 
ommendation of the majority of the com- 
mittee, falls far short in his opinion of 
giving such prior purchasers equal and 
fair treatment. Throughout the d-hate 
in the House the proponents of this 
measure laid great stress on the dollars 
which its adoption would save the Gov- 
They showed little regard, Mr. 
Roth says, for the operational problems 
of the prior purchaser who now finds 
himself at a competitive disadvantage 
with subsequent purchasers of similar 


ernment. 


tonnage, including non-citizens. 





TAX PLAN PRAISED 
“A Tax Plan for a Solvent America,” 
published by the Committee on Post- 
War Tax Policy, was described by 
Whipple 


Selden Manufacturing 


Jacobs, president of the 
Company of 
Chicago, as “the most constructive tax 
plan yet proposed,” in his address before 
the annual convention of the National 
Association of Insurance Agents at Chi- 
cago this week. 

Roswell Magill, former Under-Secre- 
tary of the Treasury and professor of 
law at Columbia University, is chairman 
of this committee of eminent econo- 
mists. Readers of The Eastern Under- 
writer will recall that in The Gold Book 
of Life Insurance Selling, published Oc- 
tober 5, the recommendations of this 
committee were reviewed, and a table 
published giving comparisons of the four 
major tax proposals which have been 
submitted to the Joint Congressional 
Committee on Internal Revenue Taxa- 
tion and to Treasury officials. 

The three other proposals are known 
as the Twin Cities Plan, the Ruml-Sonne 
Plan and the plan of the Committee for 
Economic Development. Of these pro- 
posals, Mr. Jacobs said all of them ac- 
cept, to a greater or lesser degree, the 
theory of spending their way out of de- 
pressions. In contrast, he said, of “A 
Tax Program for a Solvent America” 

Its basic appeal is that it recognizes 
the sound principle of a balanced budget 
as a first requisite and, secondly, that 
it recognizes a limit to what Govern- 
ment can spend. Just as the individual 
must, over the long term, live on his 
income and cut his budget when income 
declines, so must Government approach 
its budgetary problems. 

I would like to recommend to each one 
of you that you obtain a copy of this 
excellent treatise—available from _ the 
publisher, the Ronald Press of New 
York, or the tax foundation in the same 
city. Better than anything now pub- 
lished that I know of, it will give you 
an insight into the philosophy and lead 
to a better understanding of the prob- 
lems. 





George E. Madding, new vice presi- 
dent of John D. Boyle Co.’s San Fran- 
cisco office, was assistant manager of 
the Boston, Old Colony, Providence- 
Washington office at San Francisco. He 
began his career with Aetna Life Affili- 
ated Companies in Los Angeles in 1929 
and later for a time was with National 
Surety. 





PERCY CHUBB 


Percy Chubb has resigned as assistant 


deputy administrator for fiscal and 
shipping relations, War Shipping Ad- 
ministration. Mr. Chubb, who in civil 
life is a partner in Chubb & Son, New 
York, came to the U. S. Maritime Com- 
mission on December 8, 1941, to help 
establish war risk insurance. After be- 
ing director of war risk insurance he 
became assistant deputy administrator 
of FSR. He headed the WSA delegation 
to the Planning Committee of U. S. 
Maritime Authority in London in Sep- 
tember, 1944 
x ok x 

Jay W. Stevens, assistant manager of 
the National Board of Fire Underwrit- 
ers, was the principal speaker at the 
Sebastopol (Calif.) Rotary Club, during 
lire Prevention , Veek. | 

George F. Kiely, Phoenix Mutual Life, 
has rejoined the company in the New 
York downtown agency, after some dra- 
matic experiences in the war. He joined 
the Army Air Corps in September, 1942, 
and went to England with the rank of 
second lieutenant. After participating in 
important air battles he was promoted to 
first lieutenant. At the same time he 
received the air medal, and later an oak 
leaf cluster. In May, 1944, he was reported 
missing over enemy Europe and later 
was found a prisoner in Germany. On 
V-E Day he was liberated. 

cd * * 


Gertrude V. Goebel, a well known 
poct, has joined the Cincinnati branch 
of the Manufacturers Life. Her poems 
for children will shortly be published 
in a book 

oo ch 

Donald B. Cawthorne, after two years 
overseas as an intelligence officer in 
the U. S. Air Corps, ‘has returned to 
Louisville, and joined Wilton R. Long, 
general agent, the National Life Insur- 
ance Co., of Vermont, as special agent. 

. + * 

John W. Kessler, manager of the in- 
surance department of Rucker and 
Richardson, Richmond, Va., and a for- 
mer special agent for the Virginia Fire 
_ Marine, motored to Washington, D. 
_ this week to receive the 33rd degree 
in Masonry along with several other 
Virginians. 

* * 

Whitney North Seymour of Simpson, 
Thacher & Barlett has been elected 
president of the Legal Aid Society of 
New York, the seventh president of the 
Society since 1876. A graduate of Uni- 
versity of Wisconsin and Columbia Law 
School he has held many positions of 
distinction with the American Bar Asso- 
ciation and other legal bodies. He is a 
former law professor at Yale and New 
York University law schools. 








General E. E. Goodwyn, well-known 
local agent of Emporia, Va., has an- 
nounced his candidacy for the State sen- 
ate from the sixth district to fill a va- 
cancy. During the war, General Good- 
wyn commanded the State Reserve Mili- 
tia, a semimilitary unit organized as an 
emergency force. He served as a regi- 
mental commander with the American 
expeditionary forces in World War lI. 
The senatorial post will be filled in the 
November election. Friends of Dr, D. 
Lane Elder, of Hopewell, a former 
mayor of that city and a brother of 
Jules J. Elder, Virginia state agent for 
the Connecticut Fire, are urging him to 
announce his candidacy. He still had the 
matter under advisement this week. 
General Goodwyn is a past president of 
the Virginia Association of Insurance 
Agents. 

a ee: 


Commander Felix Hargrett who re- 
cently has been discharged from the 
United States Naval Reserve will return 
to his post as secretary of The Home 
Insurance Co., New York, November 10. 
Mr. Hargrett was granted a leave of ab- 
sence in April, 1942, to serve as a civilian 
advisor to the Commandant of the Fifth 
Naval District on matters of security. 
Subsequently, he was appointed to the 
rank of lieutenant commander, and later 
commander. Assigned to the headquar- 
ters of the Fifth Naval District at Nor- 
folk, Va., he directed fire prevention and 
protection work for that district. 


* * * 


David Porter, formerly of the staff in 
New York of The Insurance Field and 
The Spectator, has been advanced to 
lieutenant commander, USNR. With the 
Navy he has been both assistant to the 
coordinator, and public relations officer 
in the Navy’s War Bond program. 

* * x 


Denman Kountze, Omaha agent, re- 
cently visited his companies in the East 
and then went to visit his son, Mallory, 
at the Naval Air Station, Jacksonville, 
Florida. 





Handy & Boesser 
Col. D’Olier (left) and John R. Hardin. 


Franklin D’Olier, president of The 


Prudential, and John R. Hardin, presi- 
dent, Mutual Benefit, were photographed 
at the 70th anniversary reception of The 
Prudential in Newark last week. This 
event was attended by five hundred of 
of the most prominent citizens of New- 
ark. President D’Olier, Carrol M. 
Shanks, executive vice president, and 
George E. Potter, vice president, re- 
ceived the guests after which a buffet 
luncheon was served. Governor Edge 
and former Governors Edison and Moor« 
were among those attending the lunch- 
eon, 
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Gabriel C. de Leyritz Here Calling 
on Insurance Men 

Gabriel Cheyneaux de Leyritz of Paris, 
who is president of the Comite d’Or- 
canization des Assurances, and formerly 
was director of insurance in the French 
Ministry of Finance, is in New York 
on a mission entrusted to him by the 
French Government. He is_the author 
of the general regulations of insurance 
which are included in the French de- 
crees of 1938 and which are known as 
the charter of the insurance companies 
in France. 

During the German occupation he was 
apnointed president of the committee 
for organization of insurance, the re- 
quest that he be given that appoint- 
ment having been made by most of the 
lrench insurance companies. They had 
every confidence in him as a defender 
of their national interests against the 
enemy. They were terrible years for the 
patriotic French and de Leyritz did as 
much as possible in preventing the 
deportation to Germany of French in- 
urance employes. He succeeded so well 
that only a small number of these in- 
urance employes were deported. 

In spite of the difficulties of the 
times, conditions in the French insur- 
ance market showed improvement. After 
the liberation of France Monsieur de 
Leyritz was confirmed in his insurance 


functions by General De Gaulle’s Gov- 
ernment. 

Chief purpose of his visit to New 
York is to obtain information about 


the general working conditions of the 
\merican companies. French insurance 
men got out of touch from the time of 
the invasion until the Germans got out. 
He is also becoming acquainted with 
company leaders and insurance organi- 
ation leaders here. He already has a 
ide acquaintance with insurance com- 
pany head officials in a number of 
ountries. In a talk with the writer he 
‘tressed the necessity of close relation- 
ships between the United States and 
‘rance and he felt sure there would 
ec a strengthening of those relationships. 
* * x 
Philadelphia Critics Like Malcolm- 
Smith’s New Show 


The dramatic critics of Philadelphia 
praised the new musical comedy, “Are 
‘ou With It?” which opened there last 
eek and which has its New York pre- 

iere November 10. "This is the show 

‘sed on the book, “Slightly Perfect,” 
thor of which is George Malcolm- 

ivth, Travelers Insurance Companies, 
ublicity department. The plot hinges 

1 the fact that an actuary made a mis- 

ke; was so horrified that he disip- 

cared, and was next discovered with a 
raveling carnival. The mistake made by 
ite actuary was the misplacement of a 

ecimal point. 

_R. E. P. Sensenderfer, one of the 
Vhiladelphia critics, st arted his review bv 
aving the new musical has what it 


ikes; that the plot is singularly amus- 
ing and ingenious; 


that the songs, ballet 


























and other specialties, including a minia- 
ture minstrel show, make the audience 
happy. Score is by Harry Revel, lyrics 
by Arnold B. Horwitt, book by Sam 
Perrin and George Balzar. Joan Rob- 
erts, who was a star in “Oklahoma,” is 
leading woman of “Are You With It?” 
* * * 


An Actuary’s View of Malcolm-Smith 
Show 

As the critics liked “Are You With 

It?” it is interesting to learn what the 

actuaries themselves will think of the 

production. M. Louis Johnson, second 


vice president and actuary, Penn Mu- 
tual, attended the performance and here 
is what he thinks of it: 

“Public attention to the insurance bus- 
iness is called in the musical comedy, 
‘Are You With It?’ Representing, as it 
does, combined assets of $48 billions of 
dollars the insurance business does not 
lend itself to songs and dances, especial- 
ly the dance known as the bump. Not 
that insurance doesn’t have its moments, 
but they would be difficult to interpret 
outside of its own vaunted marble halls. 

“A quaint but amusing experience lies 
ahead of all insurance actuaries like my- 
self who may be lured to an evening 
at the playhouse by rumors that some 
whimsical gentlemen of the theater have 
viewed a fundamental and most lament- 
able error of a young man in my pro- 
fession with incredible levity. In my 


opinion, and I venture to speak for the 


national as well as the international ac- 
tuarial fraternity (yes, we have one), 
the misplacement of a decimal point is 
nothing to laugh about. Such a mistake 
in real life could well shake the entire 
economic world to its very foundations. 


“T am glad to report, having seen the 
world premiere of this show in Phila- 
delphia, that the young man who com- 
mitted the grievous error—a clean-cut, 
bespectacled youth named Wilbur Has- 
kins—is no longer in the insurance bus- 
iness. This is perhaps fortunate for all 
concerned (especially the Hartford home 
office of the Nutmeg Insurance Co., 
where, despite one regrettable lapse, he 
had an admirable record). The young 
man never would have got anywhere in 
the insurance business anyway. He was 
obviously vocationally miscast. 

“Wilbur was not the type nor, I think, 
the real temperament to rise to emi- 
nence as an actuary. He proved much 
too imaginative, too prone to be carried 
away by bright lights, glitter, tinsel and 
glamour and the gay life of the carnival 
which he later joined. I fear, too, that 
the extreme pulchritude of the young 
women with whom he so gladly associat- 
ed turned his head far from the true 
actuarial attitude. 

“At the end of the play Wilbur invest- 
ed, somewhat unwisely and much too im- 
pulsively, in a sort of circus-carnival, 
which, while entertaining and diverse, is 
certainly a financial hazard. To put his 
‘nest egg’ rashly in an enterprise subject 
to whims of weather and fickle public 
taste quite practically could be classi- 
fied as the height of youthful impetu- 
osity and imprudence. With his back- 
ground, Wilbur assuredly was familiar 
with the advantages of an annuity, or 
retirement income insurance (with the 
extra benefits of reversionary additions). 

“This is the first play in my experi- 
ence with a decimal point as the villain— 
a decimal point inexcusably misplaced bv 
Wilbur in a moment of mental aberra- 
tion of the sort which never could beset 
the young men in the actuarial depart- 
ment of the Penn Mutual Life (we 


hope). The young man’s crushing real- 
ization of the magnitude of his offense 
spoke well for his character. He cer- 
tainly could not honorably have kept 


the loving cup awarded to him for ac- 
curacy so it is just as well that the com- 
pany took it away from him. 

“The portrayal of the actuarial char 
acter in the play was caricatured, of 
course. It might be well if we explained 





Second Vice President and Actuary M. Louis Johnson, Penn Mutual (left), 
photographed behind scenes at musical show with Johnny Downs and Joan Rob- 
erts, principals in show. He is looking at the manuscript, expressing horror at 
decimal point mistake which stage actuary had made, thus starting the plot on 
its way. 








Here From France 








LEYRITZ 


GABRIEL C. DE 
an actuary. On occasion even his family 
and best friends do not understand him. 
They mistake a certain exactitude of 
mind—a certain fidelity to facts and fig- 
ures—as a form of dusty. stodgy timid- 
ity. Nothing could be further from the 

truth. On the contrary, it is merely cau- 
ple conservatism. Of course, some one 
has been unkind enough to say that if 
all the actuaries in the world were laid 
end to end it would be just as well. This 
is a harsh and unfair indictment of the 
actuarial profession and one which I 
hasten to deny. 

“If there were no actuaries in the 
world, there would be unbelievable chaos 


and confusion. Science has split the 
atom, but splitting fractions has _ its 
thrills, too, although the play failed to 
stress this. To an actuary in his ab- 


realm of higher calcu- 
lus, 100 years are but a day. In order 
to understand the actuarial mind, you 
must realize that an actuary lives daily 
in the rarified realm of the statistical 
stratosphere. No actuary can afford to 
take chances or indulge in conjecture 
or guesses. Every well-trained actuary 
knows that by the law of averages mis- 
takes will occur and, therefore, mistrusts 
figures until he has satisfied himself that 
they check up not only mathematically 
but also from the standnoint of common 
sense. An actuary must be sure and he 
must be right. Otherwise, fifty or a 
hundred years from now, his mistakes 
will rise to haunt him. If the weather 
man makes a poor guess, Aunt Agatha 
may get drenched at her picnic, or the 
lawn fete for the benefit of the Indigent 
Spinsters Guild may get rained out, but 
no serious damage is done. An ac tuarial 
error, on the other hand, may cost the 
company thousands of dollars and may 
cost the actuary (as in the case of Wil- 
bur—Johnny Downs in the show) his job. 
that for a man 
viewing arithmetical fig- 
ures all day, the rows of anatomical 
figures of the pretty girls in the zestful 
dancing numbers presented a very pleas- 
ing contrast. Indeed, they were much 
more restful to the eye and definitely 
more colorful and animated than a bunch 
of little ciphers standing in a row. It is 
the sort of show from which the aver- 
age tired business mind will receive a 
real fillip. 

“The play does point out that insur- 
ance is an instrument of human wel- 
fare. even if part of the portrayal is a 


stractions in the 


“IT will say, however, 


accustomed to 


bit blatant. I cannot imagine any in- 
surance company having its employes 
inswer the telephone with the query, 


‘Can you afford to die?’ Nor can I go 
along with the two slogans in the play— 
‘With Nutmeg insurance. you're better 
off dead,’ or the other line, ‘You can 


(Continued on Page 49) 
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Uniform Classification of Expense 


Accounts Advocated by New York Dept. 


Deputy Superintendent Davis Urges Fire Companies to Adopt 
Uniform Accounting Methods on Expenses to 
Meet Federal or State Challenges on Rating 


An urgent plea for fire insurance com- 
panies to adopt a uniform classification 
of expense accounts, accompanied by a 
ventle warning that state and Federal 
sovernments may demand such in in- 
vestigations of fire insurance costs, was 
voiced by Deputy Superintendent Shelby 
C. Davis of the New York Insurance 
Department when addressing the annual 
conference of the Insurance Accountants 
Association in New York City Octo- 
ber 18. 

Admitting that in over 80% of their 
operations fire insurance companies do 
maintain» uniform accounting practices, 
Mr. Davis holds that is not enough, as 
the less than 20% in which practices 
are not uniform include important itcms 
bearing on the cost of insurance to the 
public. Especially as the fire insurance 
expense ratio has risen from 38%% to 
514% in the last thirty-four years. 

Mr, Davis expressed himself as favor- 
ing management keeping control of its 
own bookkeeping processes but he sup- 
ports changes in insurance company ac- 
counting methods now because of Pub- 
lic Law 15. Stating also that he is for 
a continuation of sound state supervision 
of insurance the Deputy Superintendent 
said that “I am for the Insurance De- 
partment of New York taking the lead- 
ership in obtaining the best counsel of 
the insurance business toward effecting 
those changes. I am for the insurance 
industry.” 

Insurance Superintendent Robert E. 
Dineen of New York has long advocated 
more uniform accounting in fire insur- 
ance and early this year introduced a 
bill in the state legislature to require 
uniform practices. The bill, however, was 
not passed. 

Asks Cooperation With Insurance Dept. 


“If the fire insurance industry work- 
ing with the Insurance Department, 
makes a sincere and determined effort 
to break down these various lines of 
business in a uniform manner, who else 
possesses the requisite professional skill 
to challenge this effort?” asked Mr. 
Davis. “And yet if nothing is done, or 
if allocation by line is continued on the 
basis of premium income alone, surely 
it can be stated that the fire insurance 
industry has not troubled to put its 
house in order. 

“For this reason, if for no other, it 
seems to me the fire insurance industry 
should welcome this opportunity to pull 
abreast, if not exceed, the other 
branches of insurance which have al- 
ready made progress in this field. Work- 
ing together and with a sympathetic 
understanding of each other’s viewpoint, 
I feel that even though this task be 
particularly difficult, something worth- 
while can be achieved. 

“T would like to see such a prospecting 
study undertaken by the Insurance De- 
partment. The correct procedure, I be- 
lieve, would be for us to put on our 
hats and go out to discuss these prob- 
lems with you, surrounded by your own 
books and accounting material. You in 
the industry are the experts on these 





Conway Studio 
DAVIS 


SHELBY: 'C. 


questions. You of the Insurance Ac- 
countants Association have already made 
substantial contributions along these 
lines. The report of your uniform ac- 
counting committee last year represents 
a full running start toward a uniform 
classification of expense accounts. 
“We would seek your counsel in the 
quiet of your own offices, on a con- 
fidential basis, as far as cach company 
is concerned. In that manner I believe 
we could give maximum service to that 
fine old axiom, two heads are better 
than one, and we could eventually put 
together something which would com- 
bine the best features of all. Personally 
I do not doubt for a moment that some- 
thing constructive can be worked out.” 


Expense Accounts Vital 


With regard to the suggestion of the 
Insurance Executives Association that 
a central stamping office be set up to 
which all companies should send their 
bills in order that they may be clas- 
sified uniformly in the proper expense 
account, Mr. Davis said “such proce- 
dure would be impractical even if it 
were necessary, which it is not. But it 
seems to me that serious consideration 
should be given to the idea that all 
companies should classify their expenses 
in a uniform way.” In his opinion the 
essence of uniform accounting is uni- 
form classification of expense accounts. 

“An analysis,” continued Mr. Davis, 
“has recently been made of the meth- 
ods of allocating expenses among twen- 
ty-nine large groups in the fire insur- 
ance industry representing ninety com- 
panies,” said Mr, Davis. “Let us now 
painstakingly examine the manner in 
which these expenses are allocated and 
see just how much the dike is leaking. 
Let us start with line 15, on the Annual 
Statement, Loss Adjustment Expenses. 
All twenty-nine groups place items as- 
signable to individual claims on_ this 
line. Score one for uniformity. 

“However, only fifteen groups assign 


(Continued on Page 39) 





N. Y. Old Guard of 
America Fore Meets 


275 ATTEND ANNUAL DINNER 
Culver and Christensen Speak; Nelson 
Oldest Member; Nation-Wide 
Membership Is 687 


The New York contingent of the Old 
Guard of the America Fore Insurance 
and Indemnity Group met at the Hotel 
Pennsylvania October 25 for their an- 
nual dinner and entertainment with 275 
present. The Old Guard comprises em- 
ployes of the America Fore insurance 
companies who have twenty-five years 
or more of service with the organiza- 
tion, 

President Bernard M. Culver and Ex- 
ecutive Vice President Frank A. Chris- 
tensen spoke, welcoming those assem- 
bled and stressing the fact that the con- 
tinued progress of the companies could 
be attributed in no small part to the 
continuous loyal effort of the Old Guard. 

Dinner arrangements were in charge 
of Secretary Henry A. Keck and Vice 
President Charles L. Newmiller presided 
as toastmaster. 

Nelson’s Seventy-five Years’ Service 

Henry Nelson, oldest member of the 
Old Guard, was present. Mr. Nelson 
marked seventy years of service with 
the companies July 1 and is at his desk 
daily at the 80 Maiden Lane offices. 

Five observe fiftieth anniversaries in 
1945. William Fraser of the supply de- 
partment celebrated half a century of 
service October 5; Charles E. Swan, 
treasurer of all the America Fore in- 
surance companies, becomes a fiftv-year 
man December 9, and Miss G. E. Bodine 
will have her anniversary November 20. 

F. Conley of the Indianapolis branch 
office and Miss E. Dorsey of the home 
office, both retired, celebrated fiftieth 
anniversaries September 26 and May 27, 
respectively, 

Countrywide, America Fore Old Guard 
membership totals 687. Of these, 435 
men and 178 women are in active serv- 
ice and 74 are retired. 

Similar Old Guard celebrations are 
held yearly by the companies’ depart- 
mental offices in Chicago, Atlanta, San 
Francisco and Montreal for members in 
those sections. 


ROYAL EXCHANGE CHANGES 


Alexander Macdonald, Head Office 
General Manager, to Be Succeeded 
by A. E. Phelps; Other Changes 


Alexander Macdonald, general mana- 
ger of Royal Exchange Assurance, head 
office, London, will retire on December 
31, and will be succeeded by A. E. 
Phelps, now an assistant general man- 
ager. Assistant General Manager R. F. 
Oldfield will retire on November 30. 

New assistant general manager will 
be John Steer. Two new assistant man- 
agers will be Deresford Shaw and H. 
Walters. 


ST. PAUL GROUP PROMOTIONS 








Advance Three on Pacific Coast; Three 
at Home Office; Three Companies 
Figure in Promotions 


At the regular quarterly meeting of 


directors of the St. Paul Fire & Marine 
and allied companies, the following ex- 
ecutive promotions were announced: 

Paul F. McKown, Pacific coast mana- 
ger for fire, casualty and automobile 
lines, was elected a secretary of the St. 
aul F. & M., the Mercury and St. 
Paul-Mercury Indemnity Co. 

«. B. Barry, Pacific coast marine man- 
ager, was elected marine secretary of 
the St. Paul and the Mercury. 

R. S. Davis was elected assistant in- 
vestment officer of all three companies. 

Don C. Hawkins, who has been an 
executive assistant, was elected assistant 
secretary of all three companies. 

Paimer Benson, who has been an as- 
sistant secretary, was made secretary of 
the St. Paul-Mercury Indemnity in 
charge of claims. . 

The regular quarterly dividend of 50 
cents a share was declared on St. Paul 
stock, 


Fifty Years in South 
For Fireman’s Fund 


WILL OBSERVE ANNIVERSARY 


Sewell and Dillard Managers at Atlanta; 
Department, Handling Nine States, 
Formed in 1895 


The southern department of the com- 
panies in the Fireman’s Fund Group will 
celebrate its fiftieth anniversary Novem- 
ber 1, and the occasion will be ob- 
served by publication of a special south- 
ern department edition of the ‘Fire- 
man’s Fund Record.” 


Frank A. Sewell and John H. Dillard 
are associate managers of the depart- 
ment which supervises the handling of 
fire and automobile business for the 
states of Alabama, Florida, Georgia, 
Louisiana, Mississippi, North Carolina, 
South Carolina, Texas and Virginia. 

The Fireman’s Fund department was 
established in Macon, Ga., on November 

1895. The headquarters were moved 
to Atlanta in November, 1914, at which 
time the name was changed from south- 
eastern to southern department. 


Wilson First Manager 


Men of established position in south- 
ern insurance circles have directed the 
Fireman’s Fund operations in that ter- 
ritory throughout the half century. The 
first manager,. Edgar S. Wilson, had 
been a local agent in Sparta, Ga., and 
later in Macon where, in 1886, he or- 
ganized the Macon Fire Insurance Co. 
of which he was secretary and manager 
at the time he was appointed southeast- 
ern manager of the Fireman’s Fund. 

The second manager was Edgar T. 
Gentry, native of Eastman, Ga., who 
occupied the post from 1914 to the time 
of his retirement in 1927. His successor 
was Charles A. Bickerstaff, native of 
Alabama. He managed the department 
from 1927 up to the time of his death 
which was caused by a stroke of light- 
ning on July 4, 1937. 

Russeli W. Michael was Mr. Bicker- 
staff’s successor. He was a native of 
Monroe, Ga., and was the department’s 
strong leader until his untimely death 
in January, 1944. 


Sewell and Dillard 

Associate Manager Sewell’s entire 
business life has been spent with the 
Fireman’s Fund. He joined the com- 
pany as file clerk in 1902 while the de- 
partment’s headquarters was at Macon. 
He was named agency superintendent in 
1915, assistant manager in 1927 and as- 
sociate manager in 1944 

Mr. Dillard, who entered the insur- 
ance business in 1920, joined the de- 
partment in Atlanta in 1927 as automo- 
bile superintendent and later assumed 
charge of the development and handling 
of marine business. In July, 1941, he 
was advanced to the position of agency 
superintendent, a move which enlarged 
his responsibilities to include the han- 
dling of fire business. 

The November issue of “Fireman's 
Fund Record” tells the intimate story of 
the founding and development of the 
southern headquarters. Friends of the 
company who do not receive the house 
organ regularly have been invited to re- 
quest a copy of this special anniversary 
edition of “Fireman’s Fund Record.” 





HEADS WINNIPEG INSTITUTE 


G. F. Burne, branch manager of thi 
London & Lancasflfire, has been elected 
president for 1945-46 of the Insuranc: 
Institute of Winnipeg. Vice president is 
J. Venables of the Employers’ ay, 
while the secretary is G. E. Budden o 
the Western Canada Insurance Under: 
writers Associ: ition, and the treasurer i+ 
C. R. Francis of the Canadian Fire, On 
the council are R. Rankin of the Phoc- 
nix of Hartford; F. W. Bamford oi 
Grain Insurance & Guarantee; R. EF. 
Jackson of Smith, Fess & Denison; C. 
A. R. McLeod of the Union of Canton; 
F. Goodyer of the Continental; E. C. 
Ryan of the Ryan Agency; and J. L. 
Tremlett of the St. Paul Fire and 
Marine. 
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Elect Brown President, Warfield Vice President 


Ferguson and Thompson on Executive Committee; Resolutions 


Cover Legislation, Veterans, Tax Equality, Auto Plan, Branch 


Offices, 


HUNTER BROWN 


Chicago, Oct. 23.—Hunter Brown, Pen- 


sacola, Fla., was elected president of the 
National Association of Insurance Agents 
and Guy T. Warfield, Jr. Baltimore, 
vice president. Their nominations were 
received by the national board of state 


directors on Monday night, they were 
elected at the Tuesday afternoon session, 
and installed in office in a _ colorful 
ceremony at the banquet on Tuesday 
evening, with Sidney O. Smith, Gaines- 
ville, Ga., former president, as_ special 
installing officer, 

The directors, under the constitutional 
provision providing for the executive 
committee, reelected W. Loring Fer- 
guson, New Orleans, and elected Richard 
\. Thompson, Minneapolis, as a new 
inember. Also under a constitutional pro- 
vision, these four will appoint three ad- 
ditional members of the committee. 

Adopt Resolutions 


Resolutions adopted by the convention 
covered state laws to protect agency and 
brokerage organizations, veteran re- 
habilitation, tax equality, Bank and 
Agent Auto Plan, branch offices and 
dealer licensing. The dealer licensing 
resolution was aimed principally at 
automobile dealers. (These resolutions 
are printed in full in this issue.) 

3efore branch office resolution was 
adopted President John C. Stott, New 
York Association, thanked the resolu- 
tions committee and directors for their 
cooperation in presenting a forceful di- 
rective to the convention. Agency struc- 
ture in the future, he said, will either 
improve or degenerate as branch offices 
spread into smaller communities. He 
leclared that concerted action country- 
vide by agents against production 
branch offices is essential and called 
on producers to study their own com- 
panies to ascertain whether they are 
branch office minded. This problem is 
ot that of New York state alone, Mr. 
Stott said, and if such offices expand 
agents in other communities will tend 
‘o be eliminated. He called for a fight 








Dealers’ Licenses; 


GUY T. WARFIELD, JR. 


for preservation of the independent 


agent. 
Memorial to Perkins 

The resolutions committee also adopted 
a memorial to the late Sanford B. Per- 
kins, vice president of the Travelers, in 
which the association recognized “his 
faithful services in the development of 
our educational program. Our association 
as well as the entire insurance industry, 
has lost a sincere and devoted friend 
of insurance education.” The memorial 
paid tribute to his “fine personality and 
his sterling character.” 

The new officers and executive com- 
mitteemen all have been prominent in 
the National Association in recent years 
and in their own communities. 

Hunter Brown’s Career 


Mr. Brown, one of the most personable 
officers ever to grace the association, 
served as vice president last year. He 
and Mr. Warfield were the first execu- 
tive committee members to be elected 
by the board of directors, under the new 
constitution, in 1942 and both have 
served continuously since that time. 
Last year Mr. Brown was elected vice 
president, and Mr. Warfield was con- 
tinued on the executive committee, and 
both served as right-hand men to Presi- 
dent W. Ray Thomas during the past 
year, when the country was torn by war 
and the insurance business was faced 
with readjustment on account of the de- 
cision of the Supreme Court of the 
United States that insurance is com- 
merce and subsequent enactment by Con- 
gress of Public Law 15. That the asso- 
ciation has withstood the shocks and 
reached new heights in influence and 
prestige is a credit to them as well as to 
President Thomas. 

Mr. Brown is a native of Georgia and 
a graduate of the Georgia School of 
Technology at Atlanta. He went to Pen- 
sacola in 1908 to join his _brother’s 
agency, the L. S. Brown Co. Soon after 
he arrived there the agency was con- 
solidated with the Fisher Insurance 
Agency as Fisher-Brown, Inc., and he is 





now president of the agency. It is one 
of the largest agencies in the south, and 
is a model of efficiency and enterprise. 
As described by George E. Edmondson 
of Tampa, former president of the 
American Association of Insurance Gen- 
eral Agents, the Fisher-Brown Co. is 
conducted along the lines of a successful 
insurance company, and there is no lost 
motion in evidence in it. 


Warfield of Baltimore 


Mr. Warfield is a member of an old 
and aristocratic Baltimore family. He is 
vice president of Warfield-Dorsey, Inc. 
which is general agent for the Aetna 
Casualty & Surety Co., and local agent 
for a number of fire insurance companies. 
Mr. Warfield’s father, who died in 1937, 
was a Baltimore insurance agent for 
forty-three vears. 

Guy Warfield Jr. was graduated from 
Cornell University in 1925, and immedi- 
ately entered the home office training 
school of the Aetna Life Affiliated Cos. 
He joined his father’s agency in Balti- 
more in 1926. He is prominent in social 
and civic affairs in Baltimore. 


Ferguson Native of New Orleans 


Mr. Ferguson, like Mr. Brown, sings 
as his Alma Mater song: “I’m a Ram- 
bling Wreck from Georgia Tech.” He 
was born in New Orleans September 3, 
1895. After graduation, he entered the 
insurance business in New Orleans in 
1914. He joined the United States Army 
in 1917 and served in France as first 


Memorial to Sanford B. Perkins 


lieutenant of infantry in the first World 
War. 

He has spent his entire 
career with the same agency, 
he is now vice president. 
lished in 1868 as Marshall J. Smith & 
Co., Ltd., and a few years ago the agency 
name was changed to Hardin & Fergu- 
son. The agency conducts a large marine 
business and also writes fire and casualty 
lines. 

Mr. Ferguson was president of the 
New Orleans Insurance Exchange in 
1940 and 1941 and has been national state 
director from Louisiana for the past two 
years. During the past year he has been 
chairman of the National Association’s 
fire prevention committee. His only son 
joined the Navy Air Force in World 
War II. 

Mr. Thompson, new member of the 
committee, who has been chairman of 
the NAIA branch office committee dur- 
ing the last year, has served his local 
and state associations in executive ca- 
pacities for ten years. In 1939 he was 
elected president of the Minneapolis 
Underwriters Association and reelected 
in 1940. He served as state association 
president in 1942 and became state na- 
tional director for Minnesota in 1944. 

In 1920 Mr. Thompson entered insur- 
ance as a clerk with the Northwestern 
Fire and Marine. 

In 1923 he joined Wirt Wilton and 
Co. of Minneapolis and seven years 
later was elected vice president of that 
firm. 


insurance 
of which 
It was estab- 


Directors Probe State Rating Laws 


24—A busy three-day 
conferences, re- 
special 


Chicago, Oct. 
schedule of meetings, 
ceptions and dinners, plus a 
meeting early today of the officers and 
executive committee, delayed somewhat 
opening of this morning’s final gather- 
ing of board of directors, presided over 


by newly elected President Hunter 
3rown. But it was no routine session. 
Long and serious consideration was 


given to problems of Federal and state 
regulation and the future of agents’ 
commissions. Much of this discussion 
was “off the record.” 

While the final report of the all-in- 
dustry committee and the National As- 
sociation of Insurance Commissioners, 
containing recommendations for legis- 
lation to safeguard for the states regu- 
lation of insurance has not yet been 
prepared, NAIA representatives on that 
committee assured the directors that 
agents’ interests will be thoroughly pro- 
tected. A few state legislatures are 
meeting in 1946 and will not meet again 
until 1948, after the present Federal 
moratorium expires. Agents in those 
states are looking now for guidance 
from the all-industry committee in prep- 
aration of insurance regulation legisla- 
tion. They were informed that the in- 
dustry committee will present recom- 
mendations to Commissioners’ commit- 
tees in Chicago next week and were 
reasonably assured that a final report, 
with guiding points on state laws, will be 


issued at the time of Commissioners’ 
convention in December. 
Thomas and Bennett Speak 

Past President W. Ray Thomas and 
General Counsel Walter H. Bennett 
spoke at some length, stating the agents 
are vitally concerned in seeking some 
measure of accord among the various 
elements of insurance on fundamental 
principles of state regulation which will 
meet requirements of Public Law 15. 
They hope for and expect constructive 
agreements to be reached at the forth- 
coming Commissioners’ meetings which 
will provide a wise, equitable ‘and just 
pattern for future legal operations of 
companies and agents. A united front is 
needed, it was stressed, to support satis- 
factory legislation when it will have been 
prepared. Action on state regulation 
laws by individual states was not recom- 
mended until the Commissioners’ final 
report is distributed and those eager to 
get going now for consultations with 
legislative committees were asked to be 
patient for a few more weeks. 


Local board rules will have to be 
studied in the light of existing state 
anti-trust laws, where such exist. There 


is, however, no uniformity in these laws 
and the agents were told that no general 
statements with respect to the legality 
or illegality of local board rules can 


apply. 
Must Adopt Laws 
Insurance regulation and rating laws, 
now held by the Federal authorities to 


(Continued on Page 31) 
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Thomas Sees Catastrophe 


If Public 


homas, president of the Na- 
Agents, 
catastrophic 


\W. Ray 1 


1 


onal Association of Insurance 
declared that it would be 
to the prestige and advancement of the 
association if its public relations program 
should not be continued, in the report 
of the administration delivered before 
the association’s general session on 
Tuesday afternoon, October 23, at the 
Edgewater Beach Hotel in Chicago. 

Mr. Thomas treated a wide variety of 
topics, including Public Law 15 and _ re- 
lated subjects, the Bank and Agent Auto 
lan, large agents’ committee, expansion 
of the edueational program, future fi- 
nancing of the public relations program 
and celebration of the association's fif- 
tieth anniversary in 1946. 

Calling Public Law 15 an essential le- 
al expedient to obtain immediate relief 
of the impact of the decision of the 
Supreme Court of the United States that 
insurance is commerce, Mr. Thomas 
said: 

“The writing of that law has indelibly 
impressed its provisos and implications 
on the business of insurance. It has 
created a new order of things. It com- 
pels new methods of administration. Its 
irrefutable inference is good deportment 
in the industry, to be applied constantly 
in the public interest. Its impact is even 
now being evidenced in the operating 
changes recently announced or under 
consideration.” 

Form All-Industry Group 

Mr. Thomas said that the insurance 
industry realized the gravity of the le- 
val situation thus imposed and imme- 
diately inaugurated plans to cope with 
it, through the formation of the all- 
industry committee following a meeting 
called by the legislative committee of the 
National Association of Insurance Com- 
missioners. He said the NATA had been 
represented at all meetings of the all 
industry committee, and is represented 
on the sub-committees concerned with 
exploration of the effects on insurance 
of the Robinson-Patman and Sherman 
Anti-Trust Acts. 

Mr. Thomas explained that the work 
of the all-industry committee has not 
heen finished and the results cannot be 
prophesied as the interests affected are 
ramified and the operations of diversi- 
hed groups follow no set pattern. Pre- 
senting the position of the NATA ad- 
ministration, he said: 

“The representatives of your assocta- 
tion are, after much consideration and 
study, promoting the principle of sim- 
plicity in state regulation. We have ex- 
changed memoranda with other groups 
cooperating. We feel that legislation in 
the states prohibiting monopolistic on- 
eration, requiring rating laws which will 
provide rates that are fair, reasonable 
and not unduly discriminatory, and gen 
eral provision preventing acts of bov 
cott, coercion and_ intimidation with 
proper penalties for violation, will essen 
tially accommodate the business to the 
Federal laws. 

Should Examine Charters 

“We have recommended and repeat 
the warning that it will be necessary 
for each of our state and local associa- 
tions to examine their respective char- 
ters, by-laws and constitutions to make 
sure that nothing contained in these 
grants shall be in violation of the sev 
eral Federal laws. 

“The business, under 
has been 


Public Law 15, 
given a period of grace within 





THOMAS 


W. RAY 


which to adjust itself. That time will 
expire January 1, 1948. Not too exten- 
sive a moratorium, to be sure, when one 
considers the vast importance of the 
imposed action, but sufficient to demon- 
strate the good faith of the industry and 
the Insurance Commissioners to the 
Congress and Government in this prac- 
tical effort to accomplish fundamental 
efforts 


reforms. In these constructive 


your association leaders have been and 
will continue to be watchfully participa- 
tive. In the working out of these plans 
we recognize the cooperation and con- 
structive effort eh has been made by 
the legislative committee of the National 
Association of Insurance Commissioners. 
The greatest contribution of our associa- 
tion will lie beyond, as and when the 
industry generally comes into an accord. 

“There is a tendency in our ranks 
to become impatient and inactive. This 
association and its administrators can- 
not govern the thinking and actions of 
the several states nor the individuals 
in our associations throughout the coun- 
try. We have, however promised on 
behalf of this organization to help our 
people throughout the states as they 
seek our aid. 


Should Await Results 


“Because of that promise and the re- 
sponsibility which attaches, we believe it 
highly important to await the results 
of the work of this all-industry commit- 
tee and its recommendations. The all- 
industry, committee is bending every 
effort to arrive quicly at conclusions. 
These will be publicized. Your associa- 
tion will make such comment thereon as 
the conditions will then warrant. 

“There are other important subjects 
which are corollary to the main ques- 
tion of state regulation. Among others, 
those of commissions, limitation of agen- 
cies, qualification of agents, branch of- 
fices and, too, the all-important issue 
of joint company and agent research in 
the application of forms and rates. After 
serious consideration this administration 
has decided to defer aggressive action 
on these questions until the resu't of 


Association Defeats Texas Plan 
To Put Budget Under Directors 


Chicago, Oct. 22—By a vote of 1,284 
to 740, with thirty-one states voting in 
the negative and sixteen in the affirma- 
tive, the proposed amendment to the Na- 
tional Association’s constitution, which 
would have given the National Board of 
State Directors final authority on budget 
matters and allocation of state dues, 
was defeated today by the conve ntion. 
Voting proceeded on the basis of one 
vote for each ten members in a state 
association; and each state announced 
its entire vote through its president or 
state director. 

Texas, which proposed the constitu- 
tional revision, and Rhode Island were 
active proponents for the change. Sup- 
porting these states when the vote came 
were Alabama, Colorado. Indiana, Mass- 


achusetts, Michigan, Nebraska. North 
Carolina, Oklahoma, Pennsylvania. South 
Dakota, Tennessee, Vermont, Virginia 


and Wyoming. Remainder of the states 
voted against the change and the result 
wos not only less than a majority for 
the revision but far short of a two-thirds 
affirmative vote which is required for 
adoption of constitutional changes. 


McLarry Records Appreciation 


When the final vote was announced by 
President W. Rav Thomas, who pre- 
sided, Richard H. McLarry, Texas state 


director, who had presented the propos- 
als, rose to express his sincere apprecia- 
tion for consideration of the matter of 
the convention. This gracious gesture by 
the defeated side. following relatively 
brief but hot debate on the subject, 
brought a tremendous round of applause. 

As a crowded session began debate on 
the constitutional revision, Secretary 
Frank C. Colridge read the text of the 
proposed changes. As he was doing this 
General Counsel Walter H. Bennett went 
to the dais with his brief case and 
auietly took a seat at one end of the 
long table. He spoke later only on vot- 
ing procedure. 

There was tension in the air, as the 
question of transferring final authority 
on budget and dues matters to the direc- 
tors from the executive committee had 
been the subject of much corridor con- 
versation and sides were being drawn. 
Mr. McLarry, before he opened the de- 
bate, broke this tension somewhat bv 
Stating, as he took over the president’s 
podium : 

“President Thomas has so much print- 
ed matter un here that you shouldn't 
blame me if I get talking on some other 
subject before IT am through,” he said. 

Getting down to business, Mr. Me- 


(Continued on Page 29) 


Relations Program Stops 


the work of the all-industry committee 
has been announced, providing that is 
not too long deferred.” 

Company Conferences 

Mr. Thomas spoke of conferences held 
with fire company executives to discuss 
fire forms and rates and with represent- 
atives of the National Bureau of Casual- 
ty Underwriters on adoption of new 
rating plans for automobiles, and said: 

“We believe that there has been creat- 
ed and successfully maintained between 
the association and company executives 
a sound and practical relationship. as a 
basis for negotiation on important issues 
affecting the interests of the several 
parties. The policy of this administra- 
tion has been to encourage that relation- 
ship in the interests of the entire in- 
dustry.” 

Taking up the subject of the Bank and 
Agent Auto Plan, Mr. Thomas said that 
the plan is now being recognized as a 
definite factor in the automobile finance 
picture of the future and that it has in- 
creased the prestige of the NAIA as an 
aggressive and progressive trade associa- 
tion. He said it is a sound, economic 
and desirable plan, but said it should 
be noted “that the attainment of the ob- 
jectives of the plan now available to the 
agents and banks of this country is con- 
tingent entirely upon the initiative and 
enterprise of the individual agent and 
the cooperation of the banking institu- 
tions. The molding of these forces into 
a working cooperative entity will spell 
the success of the plan and insure profit 
to those who avail themselves of it. It 
is undeniably important that the support 
of the agent in the adoption of the pre- 
cepts of this plan cannot be over-em- 
phasized. 

Responsibility of Agent 

“The plan super-imposes a responsi- 
bility upon the agent and the individual 
banks to change the financing habits of 
a nation. Strong and powerful opposi- 
tion will be encountered. It will take 
courage, intensive work and _ creative 
adaptation on the part of our people 
before the great reward of the sound 
principles embodied in this plan can be 
reaped.” 

Mr. Thomas clarified the functions of 
the new large agents’ committee about 
which there had been some misunder 
standing. He said: 

“Its creation will undoubtedly be mos! 
helpful to the association in concentrat 
ing an interest on the part of the larger 
agents in the country in the work of thie 
association. Its particular duty will be 
to handle the problems of the larger 
agents, especially in urban territories. 

“The recognition of the need for such 
a committee emphasizes _ the princi- 
ple that this association is comprised 
of agents of varying types, large agents. 
small agents and medium-sized agents. 
It is not our policy to emphasize the 
importance of any class of agents. Tlie 
fundamental principles and the govern: 
ing code are in the interest of our whole 
membership. It is a confirmed respon- 
sibility, however, to all classes to rec- 
ognize each in their several spheres 0! 
activity and to help them in the solution 
of their problems. Fundamentally, this 
association is for the protection of the 
American agency system and that syvs- 
tem embraces the full gamut of agency 
representation.” 

Permanent Educational Program 

Mr. Thomas expressed satisfaction 


with the progress of the educational di- 
(Continued on Page 33) 
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Debate Future of Public Relations 


Problem Is Financing; Johnson Says Continuance Calls for 
Larger Budget; Fetzer Withdrawing From Duties; 
Broughton Asks Downward Fee Revision 





WADE FETZER, JR. 


23—The future of pub- 
lic relations activities of the National 
\ssociation and problems associated 
with continued financing of the present 
enlarged program were debated by the 
directors for several hours at their 
session Monday night. That meeting 
Was originally scheduled to have been 
an executive session for consideration 
of nominations and resolutions only but 
plans were changed to permit also ac- 
tion on committee reports, with agents 
in general and the press admitted for 
part of the time. 

If National Association activities, as 
broadened and expanded during the few 
years the public relations campaign has 
been functioning, are to be carried into 
the future on that level, the association 
faces the task of raising about $150,000 
additional dues annually beginning late 
in 1947, at which time it is expected 
that the present separate public rela- 
tions fund, originally amounting to $360,- 
000 will have been expended. 

General sentiment among the directors 
seems to be that the National Associa- 
tion is now doing a much better job for 
its members and for the public than it 
was a few years ago. Big question still 
remaining is how to finance that prob- 
lem indefinitely. A committee will be 
appointed to study the problem of rais- 
ing additional revenue, without increas- 
ing minimum dues, and to report at 
the May, 1946, mid-year meeting of the 
a yt in Cincinnati. One thought 

ffered was that the St. Louis plan be 
coil which provides for individual 
inembership in the association there, in- 
stead of by agencies alone. It was also 
hinted that many large agents in the 

National Association are not now paying 
dues they should on the basis of their 
premium income. 

O. Shaw Johnson, chairman of both 
the regular finance and the future 
finance committees, reported that the 
NAIA will operate in the coming 
‘welve months under a_ budget of 
$177,550, plus a public relations budget 
of $186,960, making a total of $354,510. 
To meet these expenditures member- 
- dues will provide $103,411, an 

dditional $74,000 will come from 
“other sources,” principally advertising 
in the American Agency Bulletin, and 
the balance will be drawn from the 
public relations fund, now standing at 
$237,000. But after September 1, 1947, 
it will be necessary to raise about $150,- 
"0 additional income annually which 


Chicago, Oct. . 


O. SHAW JOHNSON 


in itself is approximately 150% over 
the present income from dues alone. 

Wade Fetzer, Jr., of Chicago, chair- 
man of the public ‘relations committee, 
opened the general public relations dis- 
cussion after the directors had approved 
reports of the fire and allied lines, fire 
prevention, legislative, membership and 
rural agents committees. Mr. Fetzer, 
who said he is now withdrawing from 
National Association duties after serv- 
ing eight years in various positions, 
declared that in the last three years 
the public relations campaign has 
achieved understanding and harmony 
within the organization and that today 
all the committees and other groups in 
the association have coordinated their 
work and are going ahead as one team 
toward objectives fixed by the NAIA 
leaders. 

The headquarters staff has been re- 
organized, he said, to eliminate discord 
and now a new and better degree of 
cooperation between committees and 
national and state organizations can be 
counted on, Progress has been achieved, 
he declared, and the expenditures have 
been worth while. Mr. Fetzer advocated 
retention of public relations counsel on 
some basis as the association must con- 
tinue to perform in the future, as in 
the past, to maintain the high standards 
reached. He highly praised the work of 
Averell Broughton, public relations 
counsel, and expressed the hope that 
Mr. Broughton would be retained at a 
salary which would permit him to give 
adequate attention to NAIA work. He 
mentioned in passing that Mr. Brough- 
ton himself has suggested a downward 
revision of the fee paid him and action 
will be taken on that request. 


Fetzer Recommends Change 

It was recommended by Mr. Fetzer 
in his report, and accepted by the di- 
rectors, that as the public relations 
committee has completed its fundamen- 
tal duties, it should be changed to a 
public relations advisory committee with 
direct duties only in connection with 
publicity and publications’ 

Permanent financing was the major 
nroblem ahead, said Mr. Fetzer, and it 
is something for state associations to 
solve. He strongly urged state bodies 
to act so as to be able to finance a 
program as broad as that shaped in 
recent years for the purpose of retain- 
ing present standards. 

Richard H. McLarry, Dallas, Texas 
association director, posed several ques- 


tions relative to use of professional 
counsel in public relations matters 
While he has no criticism of the orig- 
inal methods used for launching the 
public relations program he said he 
wanted to be sure the “National Asso- 
ciation takes over public relations” and 
not have the opposite develop. He ad- 
vocated also merging public relations 
funds with general funds which is con- 
templated, and not having separate ac- 
counts, and opposed using any large 
amounts for national advertising, as the 
cost is too far out of line with present 
funds. Mr. Fetzer replicd that the mat- 
ter of national advertising is purely 
academic now as no magazine will ac- 
cept anv additional advertisements. 
Directors Commend Fetzer 

When the report of the public rela- 
tions committee was accented the direc- 
tors adopted a motion highly commend- 
ing Mr. Fetzer and his associates for 
their work. 

With the directors approving in Mr. 
Fetzer’s report the general principle of 
continued National Association activities 
on the present scale of expenditures, 
Mr. Johnson then offered his report on 
present and future financing. He de- 
clared general association affairs and 
public relations endeavors are essen- 
tially one and the same and conse- 
quently, in the future, they should be 
financed under one general formula. But 
to make certain carrying out of long 
range objectives financing ideas must 
be altered so that thinking is done in 
terms of larger amounts. Mr. Johnson 
said the NAIA, considering its member- 
ship and importance, operates upon a 
much smaller budget than the vast ma- 
jority of national organizations in other 
lines of business. 

Mr. Johnson stated in his report that 
about every state association, as well 
as the NAIA, is under-financed, and as 
time goes on more finances and greater 
strength will be needed by state bodies. 
But as the committee adheres to the 


Whelan Revives Gandy Drive 
For Individual Memberships 


The hobby which Charles L. Gandy, 
3irmingham, Ala., rode for years as a 
member of the executive committee and 
then as president of the National Asso- 
ciation of Insurance Agents in 1942-1943 
for adoption of an individual member- 
ship basis of operations, was revived 
by Leonard F. Whelan, Greenwich, 
Conn., as chairman of the membership 
committee in his report to the annual 
meeting of the NAIA in Chicago this 
week. 

Mr. Whelan reported that the mem- 
bership is approaching 20,500, a net gain 
of approximately 25% over that of Sep- 
tember 1, 1943. He continued: 

“Yet our job and objective is by no 
ineans completed. Although the National 
Association of Insurance Agents is one 
of the nine largest trade organizations, 
according to the U. S. Department of 
Commerce, our real strength is misre- 
presented through the recording of 
agency firms rather than individuals. 
Our 20,500 member agencies comprise, 
by conservative estimates, 50,000 to 
75,000 individual producers, plus many 
more thousand office staff. 

_ “Your membership committee, there- 
fore, recommends that state and local 
associations explore the possibilities of 


increasing their numerical representa- 
tion, as well as income, through the ac- 
ceptance of individual producers as 
members. This may be done in two 
ways—individually, or agency firms plus 
individuals. A plan along these lines has 
already been put into effect in St. 
Louis, increasing numerical membership 
from 50 to about 250.” 

In addition to Mr. Whelan, the per- 





BROUGHTON 


AVERELL 


proposition that minimum dues should 
not be increased, other means for rais- 
ing the needed $120,000 must be devised. 
Mr. Johnson pointed out that 10,000 
additional potential member agencies 
are said to exist in this country, but 
the committee offered no definite recom- 
mendations for fund raising. 

Many state directors were somewhat 
shocked at the amount of the additional 
money held essential but the vast ma- 
jority of them readily accepted the chal- 
lenge, declared National Association 
standards must not be lowered and ex- 
pressed confidence they could “sell” 
their state associations favorably on the 
idea of paying larger dues to the na- 
tional body after September 1, 1947. / 
few, however, expressed doubt whether 
the new. financing program would be 
accepted willingly by the rank and file 
of agents. 


sonnel of the membership committee is 
as follows: 

John Bowers, Enid, Okla.; 
Hardy, Vicksburg, Miss.; William Har- 
mer, Seattle, Wash.; Arthur A. Hirman 
Rochester, Minn.; Dana J. Lowd, North- 
ampton, Mass.; Regin: ald L. Price, Char- 
lotte, N. C.; Ww alter W. Robinson, San 
Bernardino, Cal.; Charles Schoonover, 
Jr., Garden City, Kans.; Edward F. Wal- 
ton, Trenton, N. J.; Robert W. Wolf, 
Detroit. 


Theo. 


A. L. Kirkpatrick Present 


A. L. Kirkpatrick, appointed 
manager of the insurance department of 
the United States Chamber of Com- 
merce, was an early arrival at the NAIA 


newly 


convention. His organization is prepar- 
ing a revised fire prevention manual, A 
former resident of Chicago while serv- 
ing for years as insurance editor of the 
Chicago Journal of Commerce, he ex- 
pects soon to move his family to Wash- 
ington where he now has headquarters. 





America Fore Directory 
Frank Ennis, manager of the America 


Fore Group advertising department, and 
his associate, Miss Hilda Lee, who for 
years have been getting out the highly 
popular America Fore directory of all 
persons registered at National Associa- 
tion convention, were all set and ready 
to go Sunday morning, even before the 
registration of those at this convention 
had started. 





Chicagoans Act as Hosts 


Association of Casualty & Surety 
Managers of Chicago and Chicago 
3oard of Underwriters were joint hosts 
at a large reception Monday afternoon 
to all at the convention. 
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Conick Suggests Minimum Premium 


Chicago, Oct. 23—United States Man- 
ager Harold C. Conick, Royal-Liverpool 
Group, drew tremendous applause from 
a large and attentive convention audi- 
ence today when he frankly and opti- 
mistically discussed problems facing in- 
surance, including such vital matters as 
commissions, rates and adjustment of 
insurance practices and laws to bring 
them into conformity with principles of 
Public Law 15, enacted this year by 
Congress. 

There is little cause for insurance to 
adopt a pessimistic view of the future, 
Mr. Conick declared. Other businesses 
are facing problems today and insur- 
ance is not alone in its troubles. From 
a philosophical point of view insurance 
should welcome this opportunity for a 
critical self-analysis, he said. As a result 
of the SEUA case and Public Law 15, 
insurance has an opportunity to make 
changes which will remove certain in- 
congruities and inequities which he said 
have crept into the business. To do the 
job, he continued, “it is necessary that 
all segments of the business adopt a 
tolerant and svmpathetic viewpoint to- 
ward each other’s problems and join to- 
gether in finding common solution. To 
accomplish this, all of us must be willing 
to accept certain compromises which 
may be necessary to achieve an orderly 
balance of interests.” 

Difficulties About Commissions 

Expressing confidence that any diffi- 
culties which may arise concerning com- 
missions will be disposed of, Mr. Conick 
said: 

“The agent must be properly compen- 
sated for his selling and service costs. 
The agent must be solvent. A strong 
agency structure is essential in the in- 
surance business, and to maintain this 
position, agents must be adequately re- 
imbursed for the services they render to 
the insurance buying public. 

“Approximately 70% of daily reports 
which reach insurance company home 
offices are written on habitation risks. 
The premium on many dwelling lines 
amounts to but a few dollars, and on 
such policies it is apparent that neither 
the company nor the agent receives a 
fair return. In many parts of the coun- 
try we lack the protection of an ade- 
quate minimum premium, and agents 
and companies alike share the loss on a 
great deal of this business in servicing 
the public. 

“Without advocating in any way an 
over-all increase in commission costs, 
this particular situation should be 
studied. And it is suggested that thé 
method of accomplishing this may be a 
proper minimum premium per _ policy, 
out of which amount as an expense con- 
stant both company and agent will be 
compensated adequately for the service 
rendered. 

No Cause for Complaint 

“Certainly no one can find cause for 
complaint if the agent receives a just 
and reasonable share of the minimum 
premium. This must be sufficient to in- 
sure the solvency of the agency system 
in carrying out its daily service to the 
public. 

“Possibly our state authorities have 
been inclined to overlook an agreement 
which the Insurance Commissioners in 
1921 reached with the members of the 
National Board of Fire Underwriters as 
to what constitutes a reasonable under- 
writing profit and the method of deter- 
mining it. Certainly under the various 


laws which have been passed to date, 
and those which ate contemplated, we 
find the wording that the supervising 


authorities shall see to it that rates are 
reasonable, adequate, and not unfairly 
discriminatory. 

“This formula, which was agreed to, 
in a great many instances has been over- 
looked by the present supervising 
authorities. Supervising authorities of 
the various states should look to the 
burning ratios and catastrophe hazards, 
not only in their own states, but in 
the United States as a whole, and to 
possible loss trends, if companies are 
to remain solvent and at the same time 
provide adequate service to the insuring 
public. 

“When evaluating the adequacy of a 
rate, the formula referred to and agreed 
upon in 1921 states that the basis shall 
be losses incurred and premiums earned. 
Premiums are prepaid and are earned 
only in respect to the expired portion 
of the policy. Losses are incurred when 
the loss occurs. The payment of a loss 
does not coincide with the incident. 
Therefore, it is quite misleading for 
states to consider losses ‘paid to pre- 
miums written in the evaluation of a 
rate, and statistics should be based on 
an earned and incurred basis.” 


Interpretation of Concern 
_ Of primary concern, said Mr. Conick, 
in connection with Federal affairs, 1s 
correct interpretation of “boycott, coer- 
cion and intimidation” and the specific 
acts which are described by those terms. 
There are certain rules and practices of 


agents’ local boards which, it might be 
claimed, he continued, would involve 
some elements of boycott, coercion or 
intimidation. These consist, among 
others of in-and-out rules and other 
rules limiting numbers of agencies and 
types of companies, forbidding members 
to deal with non-members and _ rules 
deemed to be aimed against outsiders. 

Mr. Conick expressed confidence that 
these matters are being reviewed in the 
light of the prevailing legal s'‘tuation 
for the purpose of avoiding conflict with 
the applicable Federal laws. 

Other matters receiving attention now, 
continued Mr. Conick, include existing 
practices relating to joint making or 
maintenance of rates on ordinary risks 
in a Single state on certain marine risks, 
on risks in one or more states, on trans- 
portation risks, stamping and auditing 
bureaus, syndicate operations, joint 
maintenance of commission schedules, 
reinsurance transactions, joint action on 
forms and adjustments, and on qualifi- 
cation and classification of producers. 


It is hoped said Mr. Conick, that 
through the present all-industry com- 
mittee appropriate legislation will be 


passed by the states which will permit 
the same type of cooperative effort in 
making of rates under proper regulaticn 
which has existed for years in insurance. 

Substantial progress has been made 
towards development of a more adequate 
and useful classification of risks, said 


NAIA Convention Resolutions 


The National Association has long been committed to the principle that properly 
organized and conducted associations of insurance agents are in the public interest. 
They look to the stability of insurance practices in the states or communities of 
the domicile. Furthermore such organizations seék to maintain, as a fundamental 
legal principle, the doctrine that insurance costs shall be reasonable, adequate and 
not unfairly discriminatory. Therefore be it resolved, that in the enactment of any 
state law to meet the requirements of the U. S. Supreme Court in the South- 
Eastern Underwriters Association case and Congressional Law 15, there be incor- 
porated the following section: Organizations of agents or brokers. Nothing con- 
tained in this act nor in any law of this state shall be construed to forbid the 
existence and operation of organizations of insurance agents or insurance brokers, 
instituted for the purpose of mutual help and not having capital stock or conducted 
for profit, or to forbid or restrain members of such organizations from lawfully 
carrying out the legitimate objects thereof; nor shall such organizations, or the 
members thereof, be held or construed to be illegal combinations or conspiracies 


in restraint of trade. 


Veteran rehabilitation: It is the recognized duty of this association that every- 
thing be done by its members to assist returning veterans. Be it resolved, there- 
fore, that all members cooperate in the employment of returning service men and 
women and aid in the education or conduct of refresher courses for such persons. 

Tax equality: The National Association records its opposition to certain in- 
equalities in Federal income taxes favoring one type of an insurance company 
against another. We urge the Congress of the United States to recognize the vital 
need of tax law revision to correct such existing inequalities, by passage of neces- 


sary and needed tax law revisions. 


Bank and Agent Auto Plan: We desire to record our sincere appreciation of 
the valuable and extensive cooperation we have received from many sources in 
formulating, establishing and promoting the bank-agent auto plan. We particularly 
acknowledge the valuable assistance received from banks and insurance companies, 
which assistance has made this enterprise possible. 

Branch offices: We call upon the branch office committee of this association 
immediately to contact the liaison committee operating between this association 
and company management for the purpose of removing the unfair competition 
existing between the production branch office system and the American agency 
system. This association believes this problem can be solved if there is given to it 
the consistent and sustained attention to which it is entitled. In the interest of 
harmony and understanding between agents and companies this annoying problem 


should no longer be allowed to continue. 


Dealer licensing: This association believes it to be inimical to the best interests 
of the public and of the insurance agency business for any organization to combine 
the insurance agency business with the sale of commodities in an operation so 
closely associated as to be one transaction. Therefore we are emphatically opposed 
to the licensing as insurance agents of those whose sole purpose in applying for 
such licenses is to supplement an income derived from the sale of commodities as 
a mere incident to the sale. Such applicants are not, in our opinion, proposing to 
engage in good faith in the insurance agency business; their continued appointment 


and licensure is not in the public interest. 





HAROLD C. CONICK 


Mr. Conick, with the objective of a 
nationwide classification designed to pro- 
vide sufficiently detailed information to 
satisfy requirements of Insurance Com- 
missioners and of the fire insurance 
business itself. It is proposed that as 
soon as practicable companies and their 
organizations adopt the plan and set up 
machinery for its operation. 

Mr. Conick presented existing views 
for and against multiple line writing. 
If the so-called Appleton rule in New 
York remains unchanged, he said, “any 
broad extension of multiple line under- 
writing in other states will be substan- 
tially retarded.” 





Woodworth Memorial Given 
To Hendren for Auto Plan 


Chicago, Oct. 23—Woodworth Memo- 
rial was awarded to H. Hendren, 
Sacramento, Calif. chairman National 
Association financed accounts commit- 
tee, for his leading part in conceiving, 
developing and executing the Bank and 
Agent Auto Plan. This plan he launched 
in his own community some years ago. 
Later it was adopted by the California 
association and during the last year 
developed on a nation-wide scale by the 
NAIA. Mr. Hendren, who was_ unable 
to come to Chicago, will receive the 


award at the California meeting in 
November. 


Sparlin cup went to Indiana assoc a- 
tion for its legislative and public re'a- 
tions efforts and membership gains. 

Connecticut membership trophy was 
won by. Wisconsin with Missouri in 
second place. 





Large Agency Group Meets 

Under the chairmanship of John 
O'Neil of Boston the newly-created 
large agents’ committee held an organ!- 
zation meeting at this convention. 
Among members of the committee pre 
ent were George W, Carter, Detroit: 
George W. Haerle, Portland, Ore.; Cru- 
ger P. Smith, Dallas, Tex.; Wade [et 
zer, Jr., Chicago; Gustav May, Cincin- 
nati; William D. O’Gorman, Newark, \ 
J.; Cliff C. Jones of Kansas City and 
George F. Kern of New York City were 
unable to be present. 





Past Presidents in Chicago 


Past-presidents of the National .\ss0- 
ciation met Sunday night for a dinner. 
Those present included Frank R. sell, 
Charleston, W. Va.; Col. W. Eucene 
Harrington, Atlanta, Ga.; William B. 
Calhoun, Milwaukee; Allan I. Wolff, 
Chicago; William H. Menn, Los A” 
geles; Sidney O. Smith, Gainesville, (a.: 
David A. North, New Haven, Conn., and 
Fred A. Moreton, Salt Lake City, Utah 
Charles L. Gandy, Birmingham; and © 
M. Allen, New York. 
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Eastern Agents Hold Lively Session 


Reelect Fisher Chairman; Want Wave Coverage and Simpli- 
fied Chart for Auto Insurance; Score Delays in Pro- 
mulgating New Benefits to Public 





CARLETON I. FISHER 


Oct. 21.—Lively 
on such subjects as wave damage insur- 


Chicago, discussions 
ance, simplified automobile rate manu- 
als for use by banks in connection with 
operation of the bank and agent auto 
plan, delay by insurance companies in 
promulgating new benefits for the pub- 
lic, and commissions featured the meet- 
ing this afternoon of the Eastern agents 
Close to fifty 
agents from states in the Eastern Un- 
derwriters Association territory were 
present and the chairman was Carleton 
I. Fisher of Providence, president of the 
Rhode Island Association of Insurance 
Agents. Acting as secretary was Earle 
S. Philips, Wilmington, president and 
national director of the Delaware Asso- 
ciation. 

At the conclusion of the Mr. 
Fisher was reelected chairman for the 
coming year with John C. Stott of Nor- 
wich, N. Y., president of the New York 
State Association, vice chairman, and 
Edmund G. Brown of Boston, secretary 
of the Massachusetts Association, secre- 
tary. 


territorial conference. 


session 


Wave Coverage Demand 

Several agents from New England told 
of a growing demand in that territory 
for insurance against wave, rain and 
rising water damage in connection with 
hurricanes. The extended coverage en- 
dorsement does not now include such 
protection and following the 1938 and 
1944 hurricanes there was considerable 
grumbling on the part of shorefront 
property owners who believed their ex- 
tended cover forms insured those par- 
ticular hazards, even though the forms 


contain clauses specifically excluding 
these losses. 

Only in Massachusetts is such wave 
insurance available, from the United 
Mutual. In New Jersey the Insurance 
Company of North America is experi- 
menting with this protection. New Jer- 
sey agents at this session do not feel 
there is much demand for the coverage 
as yet and the North America is pro- 
ceeding slowly with its development, not 
pushing sales. 

A simplified chart for automobile fire, 
theft and collision rates which banks 
could use for quoting combined full au- 
tomobile-delivered price, interest and in- 
surance charges to prospcctive car- 
buyers was held desirable. Harold D. 
Barnes, Pittsfield, Mass., strongly 
argued that banks need relatively spe- 
cific information about automobile in- 
surance rates so they may talk intelli- 
gently to customers. It is one of the 
needed tools in the bank and agent auto 
plan, he said, but it is not now avail- 
able. 

It was suggested that before such a 
chart may be approved by the compan- 
ies and become available agents could 
get by with use of the somewhat sim- 
plified chart which is in the front part 
of the present automobile manual. At 
the conclusion of the discussion Chair- 
man Fisher was authorized to present 
to the national board of state directors 
at this convention a proposal that the 
matter of simplification of automobile 
rating procedure and preparation of 
suitable charts for banks be referred to 
the financed accounts committee which 
in turn would confer with the National 
Automobile Underwriters Association. 


Call Delay Unjustified 

Several agents spoke with evident 
feeling concerning what they termed to 
be unjustified delays by fire insurance 
companies in coming to agreements on 
policy and rate improvements, thus giv- 
ing individual companies opportunities 
to act independently and gain consider- 
able advantage thereby. Recently, nu- 
merous agents said, they have been em- 
barrassed by the action of individual 
company groups in announcing impor- 
tant changes which could be given by 
agents only to their policyholders in 
those particular companies. Other as- 
sureds, asking why they could not bene- 
fit likewise, just had to be told their 
companies had not as yet taken similar 
action. All of which does not make for 
improved public relations it was em- 
phasized. 

The hope was expressed that in the 
future fire and casualty companies will 
be able to agree among themselves more 
rapidly than in the past on changes and 
improvements which they really know 
will ultimately be approved anyway. A 
motion to bring this problem before the 
National Association executive commit- 
tee was passed in which it was stated 
that in the interest of better relations 


The American Indian believed in symbols. Here is a famous symbol 
- + @ quaint bird, signifying the wisdom of being carefree. @The 
Northern Assurance seal, symbol of SOUND INSURANCE PRO- 


between assureds and the insurance 
business speedier decisions should be 
reached by the companies on pending 
changes. 

Eastern agents are desirous of know- 
ing if the new trend toward financing 
three- and five-year term policies in- 
volves only granting of low rates of in- 
terest or whether any element of rate- 
cutting is present. They are studying 
the recently announced plans and some 
are skeptical whether banks or insur- 
ance companies can profitably finance 
term policies at 3% simple interest. 

Discusses Company Organizations 

The matter of closer cooperation be- 
tween agents and regional company or- 
ganizations was brought up. Agents 
stated that in several rating districts 
they are invited to have representatives 
attend meetings of rating, rules and 
forms committees so as to be advised of 
new developments. They also are asked 
to express their views to the company 
men. While the agents attending such 
gatherings are present in an advisory 
capacity only their views are listened to 
carefully. This whole step is one in the 
right direction the agents feel. 

Talk about reduced commissions al- 


ways stirs the agents and today’s brief 
discussion of the subject was no excep 
tion. While the agents feel that any 
moves toward lower commissions will be 
confined to excepted cities, and not af- 
fect agents in ordinary territory getting 
only 20% commission, they would like 
the advocates of commission cutting to 
state clearly just what commissions will 
be cut, where and why. They contended 
today that a lot of the talk on reduced 
acquisition costs has been far too gen- 
eral and should be specific as to condi- 
tions which are criticised. 

Agents who participated in the variou 
discussions included, among others: Her 
bert A. Faunce, Atlantic City, N. J.; 
Anthony J. Mastriano, Meriden, Conn.; 
Leonard F. Whelan, Greenwich, Conn.; 
William H. Wiley, Hartford; Harold D. 
Barnes, Pittsfield, Mass.; Stanley Cow- 
man, Philadelphia; David A. North, 
New Haven, Conn.; Robert S. Perkins, 
Manchester, N. .: Morton V. V. 
White, Allentown, Pa.; Howard A. 
Allen, Burlington, Vt.; John Whitcomb, 
Bar Habor, Me.; Russell M. L. Carson, 
Glens Falls, N. Y., and John C. Stott, 
Norwich, N. Y. 


Carter Counsels Practical Attitude 


And Common Sense in Legislation 
By ALFronso JOHNSON 


GEORGE W. CARTER 


Chicago, Oct. 22. — Representatives 
from practically every one of the sixteen 
states in the midwestern territory and 
from a dozen states outside that terri- 
tory greeted George W. Carter who 
was in his usual form and who admitted 
that he had a real message for his ap- 
preciative audience at the midwest ter- 
ritorial conference held here yesterday. 

The insurance industry and each of 
the State Insurance Departments have 
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been challenged by the Supreme Court 
decision and we must not, insurance 
wise, have a system of Balkan states 
confusion, said Mr. Carter in an im- 
passioned plea that a practical, rather 
than a judicial, legislative attitude be 
maintained toward the insurance busi 
ness, He suggested that each state 
provide a proper medium of regulation 


and control that will effectively take 
care of the public’s interest and yet 
will recognize that insurance is inter 


state commerce and must have certain 
non-resident rating bureaus for nation 
wide business. 

He warned against the hazards of in- 
dividual -states trying to control the 
insurance business by what he termed 
miniature [Federal anti-trust laws, and 
suggested that common sense be used 
and that the public’s welfare always 
be paramount. He also expressed thie 
hope that each state which had_ not 
already done so, prepare a rating law 
broad enough to allow the flexibility 
necessary to promote and insure fre 
competition and yet not permit chaos 
or even disorder in the industry. 

Tribute to Industry 

Paying high tribute to the stability 
and public acceptance of the insurance 
industry, Mr. Carter urged that specific 
state areas and specific interstate areas 
be recognized in state legislation so 
that the necessary bridges might be 
built over the state borderlines. He 
referred often to the benefits the public 
has received from state control but in- 
sisted that insurance problems are not 
solved by legal procedure but must be 

(Continued on Page 35) 
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(2 know the advantages in 
offering policies of a well known 
insurance company. For more than 
235 years the SUN, oldest insurance 
company in the world, has been 
favorably known to millions. And 
behind this name is an unequalled 
record of distinguished service and 
proper protection to fit the ever 


changing needs of the times. 
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Dunlap Heads Management Forum 
Arranged by Beling and Scott 


Young, Maxwell, Moore, Van Vechten and Corson Serve as 
Experts on Panel; Present Modern Ideas on 
Agency Operation; Attendance Good 


Chicago, Oct. 21.—Attendance was ex- 
cellent this afternoon at the forum on 
modern ideas for agency management, 
several hundred agents listening right 
through to the end of a long, but highly 
interesting program. They came seeking 
information on how to improve the 
agency management end of their own 


offices and left with such data, as pre- 
sented by the discussion leaders, and 
also with a valuable printed outline list- 
ing and explaining briefly many of the 
suggestions given. 

This forum was developed by the Na- 
tional Association’s educational division, 
of which George Scott is director, in 
collaboration with Oscar Beling, super- 
intendent, agency systems department, 
Royal-Liverpool Group. James C. Dun- 
lap, Atlanta, president of the Georgia 
Association, acted as coordinator, or 
timekeeper as he called himself, and the 
panel experts included the following: 
Ernest F. Young, Charlotte, president 
of the North Carolina Association; Rob- 
ert W. Maxwell, Texarkana, president 
of the Arkansas Association; Edward 
R. Moore, Port Huron, president of the 
Michigan Association; J. F. Van Vech- 
ten, Akron, state director of the Ohio 
Association, and H. H. Corson, Nash- 
ville, state director of the Tennessee As- 
sociation. 


Young on Sales Records 


Mr. Young, leading the discussion on 
sales records, emphasized the need for 
making out prospect cards immediately 
information is secured on a new pros- 
pect. While a new name may be en- 
trusted to memory, or written on a shirt 
cuff or used envelope at the moment it 
is received it should be transferred to 
an office card as quickly as_ possible. 
Otherwise it is soon forgotten or mis- 
laid. He urged solicitation of prospects 
six weeks to two months before the ex- 
piration of policies with other agents, if 
those dates are known, for once a re- 
newal is delivered it is hard to make that 
prospect change to a new agent. 

Line folder plans for records were ad- 
vocated by Mr. Young. He said they 
show coverages in force and also those 
not sold, providing a complete picture of 
every client’s standing for the guidance 
of the agent and his office staff. These 
folders contain likewise every daily re- 
port for each assured and all the cor- 
respondence between him and the agent. 
Thus all information is gathered to- 
gether where it may be obtained quickly, 
and the agent builds a reputation for 
efficiency. On commercial accounts, Mr. 
Young said, it may be necessary to have 
two or more folders for a single account, 
due to the large number of policies and 
letters involved. 

Analyses of individual agency accounts 
were suggested by Mr. Young for pre- 
ferred accounts which merit intensive 
cultivation. These forms go into more 
detail than do the average line record. 

Favors Survey Selling 

Mr. Young is partial to survey selling, 
stating he has made money out of sur- 
veys. He cautioned his listeners, however, 
that they should be used only when it 
seems the results will be profitable as it is 
costly and requires a great deal of time 
to prepare an adequate survey. No sur- 
vey is worth anything, he said, unless 
the agent first gets the complete con- 
fidence of his prospect so that all in- 
formation needed to round out the sur- 
vey is obtained. 

Deliver a survey personally to the 


man for whom it is intended, said Mr. 
Young, and do not entrust it to any em- 
ploye for ultimate delivery. He sug- 
gested also that an agent not attempt to 
sell on the first interview all the lines 
of insurance described in the survey. 
Concentrate at the outset, he said, on the 
required lines of coverage; then go 
after those which are advisable and 
available. 

Mr. Maxwell centered his remarks on 
the employment and training of new 
agency employes. He said that in his 
office he proceeds with the formula of 
telling a new employe how to do a par- 
ticular job, then showing him how to 
do it and finally watching as he does it 
himself. After an employe’s own efforts 
have been corrected then he, or she, is 
more likely to proceed without mistake 
than if the employer gave merely some 
oral instructions. 


Maxwell on Insurance Terms 


Every new employe should have in- 
surance terms explained carefully, Mr. 
Maxwell said, as the insurance business 
has a language of its own. He cited 
such phrases as daily report, use and 
occupancy, coinsurance and inland mar- 
ine as almost meaningless to persons 
not acquainted with the business and it 
cannot be assumed new employes will 
learn definitions on their own. 

Soliciting school teachers as_ inside 
employes was suggested by Mr. Maxwell 
as one answer to the question of where 
to find new help. He contended teachers 
are bright, are generally underpaid and 
will listen to propositions for better 
jobs. 

With respect to compensatine new 
employes on the production staff, Mr. 
Maxwell said he paid solicitors 10% on 
new business, plus something for collec- 
tions and for work they do inside an 
office. He does not allow them any com- 
mission on renewals except in cases 
where policy amounts are increased and 
then on the increases only. Otherwise 
ey are the property of the agency 
itself, 

Staff meetings are held one evening 
each week for the purpose of training 
employes and such meetings are in addi- 
tion to the purely daytime sales confer- 
ences. He emphasized the NAIA educa- 
tional program which he said is being 
used extensively and profitably in Ar- 
kansas, 

Moore Discusses Procedure 

Office procedure was the topic handled 
by Mr. Moore. He stressed the need for 
agents to be on the watch for new im- 
provemerts in office procedure which in- 
volves the orderly and methodic ar- 
rangement of information necessary to 
the conduct of business transactions. 
Efficient procedure backs up the sales- 
men’s efforts, reduces the volume of 
paper work and in the end produces 
mare profit out of each commission dol- 
ar. 

Mr. Moore discussed duties of policy- 
writers, stenographers, file clerks and 
how their work may be coordinated to 
prevent overlapping and waste. He said 
that files alone may constitute bottle- 
necks and retard all other agency func- 
tions if not carefully planned and main- 
tained. Filing is a science, he said, and 
clerks should be trained carefully so 
that “finding quickly” becomes easy. 

Van Vechten on Accounting 

Office accounting systems were out- 
lined by Mr. Van Vechten who said they 
had for their primary purpose guiding 
an agency’s financial progress. He de- 
scribed the primary books of account, 


Governor Green at Banquet 


Opposes Federal Control 


Chicago, Oct. 23—Governor Dwight 
H. Green of Illinois tonight called upon 
the individual states to determine all 
phases of insurance over which they 
wish to retain control and preserve the 
right of regulation and, by enacting 
state laws for such regulation, give 
notice to the Federal Government that 
states may be depended upon to cover 
these fields adequately. Voicing his 
strong opposition to extension of Fed- 
eral control in a talk at the National 
Association annual banquet he said that 
when such state legislation is devised 
it will be to the interest of organized 
agents to support that legislation for 
the sake of continuing regulation and 
taxation by the states. 

Such state laws, however, must pre- 
serve the right of free competition, 
among all companies, the Governor said, 
and must not aim to freeze policy forms 
or fix rates at any set level. Rates, he 
said, must be open for competition with- 
in limits which will preserve company 
solvency. Commending the American 
agency system he said the “agent oc- 
cupies a position that is unique and 
one on which success of our unparalleled 
growth of insurance companies may be 
largely responsible.” 

Following Governor Green’s address 
Hunter Brown was installed as _ presi- 
dent of the National Association, and 
Guy Warfield, Jr., as vice president by 
Past President Sidney O. Smith. The 
oath of office was administered by In- 
surance Director N. P. Parkinson, of 
Illinois, 





Norwich Union Sends Flowers 


Chicago, Oct. 23—The beautiful bou- 
quet of huge yellow chrysanthemums on 
the platform was the gift of the Nor- 
wich Union Group. Similar bouquets 
from this company have been a tradi- 
tional convention hall decoration for 
many years. 





which include the cash book, the journal. 
the general ledger, and reserve accounts. 
Auxiliary ledgers include those for ac- 
counts receivable and accounts payable. 
Bookkeeping machines were advocated 
by Mr. Van Vechten for large agencies 
only, those with premium income in ex- 
cess of $300,000. He told something of 
the types of such machines now in use. 

Collections, final subject for discussion 
at the forum, was handled by Mr. Cor- 
son. He said that unpaid premiums 
represent a vital asset which is non- 
income producing and a potential source 
of financial loss at the same time. The 
best sales program, he continued, is fu- 
tile if business written is not promptly 
paid for. He said every agent should 
have a definite collection policy “with 
teeth in it.” If a premium is promised 
for a certain day it should be collected 
then, and not later. “Special” arrange- 
ments for giving credit should be held 
to a minimum or else the volume of 
owed, but unpaid premiums will get out 
of hand. 


Corson Decries Overselling 


Mr. Corson urged against selling a 
client more insurance than the agent 
knows he can pay for, and previous rec- 
ords of payments should be checked be- 
fore soliciting business. Financing was 
advocated as securing premium pay- 
ments and also as a help to developing 
complete plans of protection. Sometimes 
it is best to separate collections from 
production activities, Mr. Corson said, 
as many good producers are not also 
good collectors. The speaker described 
various collection forms and letters, for 
use thirty and sixty days after a policy 
is written; "also notices to assureds 
warning of cancellation if a premium 15 
not paid. 
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Duffus Tells of Auto Rate Setup 


NAIA Casualty Committee Chairman Offers Score of Sugges- 
tions to Improve Post-War Underwriting, Rate 


Making; Single Limit Policy Urged 


Major interest in the casualty commit- 
tee report submitted October 23 by Roy 
\. Duffus, chairman, of Rochester, cen- 
tered around the conferences held with 
the National Bureau of Casualty & 
Surety Underwriters regarding new auto 
liability rates which became imperatively 
necessary when gasoline rationing ended 
in August. Mr. Duffus and his commit- 
teemen were impressed by the sincerity 
of the bureau’s invitation to producers 
to discuss the program in advance of its 
submission to the Insurance Department 
and hoped that it is “but a forerunner 
of similar opportunities on auto and 
other forms of casualty insurance.” Said 
Mr. Duffus: “Such meetings cannot but 
result in benefits for the insuring pub- 
lic as well as our business, both com- 
panies and agents.... 

The events which led up to the adop- 
tion of the bureau’s program were then 
described by Mr. Duffus. At the joint 
meeting with the companies, William 
Leslie, general manager of the bureau, 
explained that its rating committee had 
come to a conclusion on two plans: 


(1) Reintroduction of the prewar plan 
in New York and other regulated states 
and (2) a six-point plan in the nonregu- 
lated states, based on operators who 
drive not over 7,500 miles annually, 7,- 


” 


500-15,000 miles, and over 15,000 miles, 
cach with a higher rate for drivers un- 
der 21 years of age. Both plans were to 
be considered temporary until an over- 
all solution of the problem could be 
brought about, Mr. Leslie said. 

Agents Urged Simplicity 

The report further brought out the 
fact that the agents’ groups, supported 
in principle by the brokers, insisted that 
any plan adopted should be made as 
simple as possible for the benefit of the 
public, and that it should not comprise 
a mileage formula. The producers were 
unanimous that reversion be made na- 
tion-wide to the prewar plan “until it 
could be modified or changed in its en- 
tirety to encompass more modern cover- 
age and rating methods.” Said Mr. Duf- 
fus: “An immediate change suggested 
in this plan was a lowering of the age 
break from 25 to 21 years.” 

In support of discontinuance of the 
mileage basis, the National Association’s 
casualty committee presented the fol- 
lowing arguments: 

(a) It will encourage “chiseling.” 

(b) It is not a true measure of haz- 
ards. 

(c) Territorial differentials are a 
fairer measure of use. 

(d) It is costly, annoying, compli- 
cated, cumbersome and not easily sala- 
ble. 

(e) It is a backward step when there 
is an opportunity to make a fresh start 
based on prewar conditions. 

({) It discriminates between the 
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ROY A. DUFFUS 


high-mileage driver and the low-mileage 
driver who has physical handicaps _ be- 
cause of age. 

(g) If division is to be made, it might 
be between business and pleasure or per- 
sonal driving, which is easier to deter- 
mine, 

The committee emphatically expressed 
the hope that the now-discarded safe 
driver reward plan would not be con- 
sidered. 

Single Limit Policy Urged 

Looking into the future, Mr. Duffus 
said the following cight-point auto lia- 
bility progfam was recommended by his 
committee as a result of conferences and 
correspondence with agency leaders 





throughout the country : 

(a) A single limit policy of $10,000 
(some state laws may require an $11,000 
limit to comply with financial respon- 
sibility laws.) 

(b) Policy to include medical pay- 
ments coverage with a limit of $250. 
Provision could be made to eliminate 
medical payments coverage in those 
cases where competition or other rea- 
sons made it expedient. 

(c) Premium charge should be in even 
dollars. 

(d) The table for increased limits 
should be revised to recognize the fact 
that loadings for higher limits should 
not be as high as in the present table, 
because property damage loading does 
not increase in the same proportion. 

_ (e) Provision might be made to have 
increased limits to apply only to per- 
sonal liability coverage. 

_(f) Where possible, fewer territorial 
divisions should be made . 

(g) The policy should be written for 
terms up to twenty-four months in au- 
tomobile financing. 

(h) Study to be given to a revision 
of the standard short rate table to re- 
move present inequities. 

A recommendation by the committee 
for the longer range contemplates a plan 
that will insure the driver instead of the 


car, 

Both the NAIA and the brokers’ or- 
ganizations had hoped that the age limit 
for the A-1 rates would be set at age 
21; however, the plan as finally adopted 
set the age at 25. In this connection Mr. 
Duffus said that “It is hoped that data 
will be available shortly which will 
either justify or disprove the age 21 as 
against age 25. 

Incentive Price Contracts 
Mr. Duffus’ report also embraced the 


(Continued on Page 49) 
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Larry led off in a very conciliatory man- 
ner by stating that the Texas agents 
proposed this change purely to obtain a 
more democratic procedure with respect 
to final approval of the budget and au- 
thority to pass on allocations to state 
associations. He said he wanted the ex- 
ecutive committee and the finance com- 
mittee, which had always worked in good 
faith for the organization, to continue 
their work unhampered. However, after 
their work was completed, the board of 
directors should have the right of final 
approval or rejection of such items thev 
might oppose. 

Buck B. Greever, Wichita Falls, Tex., 
supprted Mr. McLarry and repeated 
that no criticism of the executive com- 
mittee was implied in the pronosed 
changes, but annroval of the amendment 
would bring about a closer working ar- 
rangement between the National Asso- 
ciation and state bodies. He declared it 
important that financial matters should 
be a joint responsibility of the execy- 
tive committee and the directors. 

Carleton I, Fisher, Rhode Island 
state director, a strong advocate of the 
constitutional change, expressed the 
view that as the directors are the policy 
making body of the association they 
should also possess final right to deter- 
mine budget items and state dues allo- 
cations. He did not believe the power 
to fix the budget should rest entirely 
with the executive committee, which 
might at some time act without the 
knowledge or consent of the directors 
on some vital financial matter. 


C. I. Fisher Talks 


The democratic way, said Mr. Fisher, 
is to have the most representative body 
of the NAIA, namely, the directors, pos- 
sess a veto power on financial matters 
which it could exercise if it thought it 
desirable to do so. He denied that such 
a right would be used to debate for 
hours on minor items in the budget, 
but would sensibly be reserved for im- 
portant questions. 

Past President David A. North, New 
Haven, Conn., was principal spokesman 
for the opposition. He stated that he 
was not against the democratic way, but 
based his opposition on expediency. As 
one who aided in drafting the present 
constitution, adopted in 1942 in Chicago, 
he said that the ‘problem of financial 
supervision was given serious considera- 
tion then. Final power was not dele- 
gated to the directors because it was 
felt they already had enough duties to 
perforin at their meetings without hav- 
ing to analyze and discuss the many 
items going into the budget. 

As the directors nominate the officers 
and elect two members of the executive 
committee, they have, said Mr. North, 
in the executive committee a small group 
of their own choice in whom they should 
have confidence to pass on financial mat- 
ters. Thus the directors are not with- 
out representatives in budget problems, 
he continued, and a small group can 
handle such affairs much more efficiently 
than a large body. 


North Opposes Measure 


Mr. North said he might favor the 
Texas proposal if the directors could 
meet every month and give careful con- 
sideration to the financial report, but 
as they meet only twice a year he did 
not believe they could operate as effi- 
ciently in the interests of the whole as- 
sociation as the finance and executive 
committees now do. 

In rebuttal, Mr. McLarry denied the 
directors are unwilling to work long 
hours at conventions and stated he felt 
the board is able to pass intelligently on 
financial matters and still get through 
their entire agenda. 

Leonard F. Whelan, Greenwich, Conn. ; 
Henry E. Davis, Providence, R. I.; Nor- 
man A. Chrisman, Pikeville, Ky.; L. C. 
Hilgemann, Milwaukee; Chet V. Davis, 


Conduct No Sham Battles, Says Keys 


“The conduct of sham battles should 
never be carried on,” said Alvin S. Keys, 
chairman of the legislative committee of 


the NAIA, in his report to the conven-. 


tion at Chicago, October 21-24, in ex- 
pressing the opinion that all-out efforts 
by the agents to pass or defeat legisla- 
tion in Washington should be confined 
to legislation important to the agents. 
Concurring in the report were the two 
other members of the committee: Sidney 
O. Smith, Gainesville, Ga., former presi- 
dent of the association, and Guy T. War- 





Sheridan, Wyo., and Frank R. Bell, 
Charleston, W. Va., also spoke briefly 
during the debate. Mr. Bell’s clincher 
was that the directors should not wran- 
gle over constitutional changes when so 
Inany more important matters are fac- 
ing insurance today. A _ fifteen-minute 
recess was then called which was fol- 
lowed immediately by the voting, 


field, Jr., member of the executive com- 
mittee, as is Mr. Keys. 

In explanation of this position, Mr. 
Keys said that when the National Asso- 
ciation, through its membership aggres- 
sively supports or opposes pending legis- 
lation, success is essential. “Defeat,” 
he said, “can only result in loss of 
prestige.” He said the agents’ friends 
and supporters in Congress wish to win 
with them and the agents must always 
be sound in their position and acting 
in the public interest as well as their 
own. 


Produced Confused Situation 


Mr. Keys told of the events leading 
up to enactment of Public Law 15, which 
produced a confused situation as the 
Insurance Commissioners approached 
Congress favoring a certain type of 
legislation and the companies and pro- 
ducers another, with ultimate compro- 
mise on the final measure. He said that 
the moratorium with respect to anti- 
trust laws amounts to an invitation to 
the states and to the insurance industry 
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to work out a system of state regulation 
in the public interest by January 1, 1948 

According to Mr. Keys, the committc« 
feels that its best service is in an ad 
visory capacity, and that it is not its 
function to commit the National Asso- 
ciation by fixing policies on important 
pending legislation as such authority 
properly rests with the executive com 
mittee and the state directors. 

“This committee is mindful of the fact 
that considerable work remains to be 
accomplished in advising with the states 
in cooperation with the Washington 
office to produce a more effective back 
home contact in the relationship of the 
agents with their Representatives and 
Senators in Congress,” Mr. Keys said 
“It is believed that many states have a 
very effective organization setup while 
some have lagged behind. 

“No single formula is considered ap- 
plicable to every locality and your com- 
mittee is of the opinion that the best 
results can be accomplished by counsel- 
ing and advising with the officers of 
those states which appear to most need 
assistance. 

“Those state associations which have 
conducted their legislative activities 
within their states and nationally with 
successful results do not respond favor- 
ably to suggested changes nor are 
changes advisable.” 
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Jacobs Urges Agents To Be Alive to 


Political, Economic, Social Trends 


Whipple Jacobs, president, Belden 
Manufacturing Co., Chicago, addressing 
the National Association of Insurance 
Agents at the general convention ses- 
October 23, on “Some Economic 
Aspects of Reconversion,” said that the 
agents have as deep an inter- 
est in and industrial manage- 
ment as if they were operated factories 
establishments. 


sion 


insurance 


business 


of mercantile 


“Whatever affects general business 
and industry directly affects you mem- 
bers of the National Association of In- 
surance Agents,” he said. “Your for- 


tunes are tied up with the fortunes of 
the men who operate the factories and 
other commercial enterprises. When they 
you also prosper; when they 
also suffer. 
reasons, 


prosper, 
suffer you 

“For these 
alive to the political, economic and 
social trends; you should study their 
implications; you should take your place 
shoulder to shoulder with other busi- 
nessmen against the forces that are 
seeking to destroy the basic freedoms 
under which our nation has ac hieved the 
highest standard of living in the world.” 


you should be 


Compares War Conditions 


Comparing the conditions at the end 
of World War II and those of the first 
World War, Mr. Jacobs said that the 
problems of the pent-up demand for 
items that could not be obtained during 
the war period, high wages necessitated 
by capacity employment during the war 
and the returning veterans of the earlier 
are accentuated by the larger scale 


war 
and greater length of this last global 
conflict. 


The differences between the two eras, 
he said, are of utmost importance ; in 
the first place, the Government, in 1919, 
“had a deep and abiding faith in the 
free enterprise system, under which 
America had grown, had won the war 
and which had made it a leading world 
power.” He said that all wartime con- 
trols were repugnant to President Wil- 
son and his advisers because they were 
un-American and there was a sincere 
desire to “give up the trappings of 
statism and totalitarian powers that go 


with a war economy.” 

There is also a difference in the atti- 
tude on the part of the people Mr. 
Jacobs said, and he continued: “For 
more than a decade they have been 


spoon-fed with the ideas of the right 
to a job, security from the cradle to 
the grave and a responsibility on the 
part of Government to take care of 


them, regardless of their contribution 
to their own welfare or to society as 
a whole. The phrase, ‘a return to nor- 


malcy,’ coined in the Harding campaign 
—so sneeringly referred to today, really 
was an honest expression of the peo- 
le? s desire to get back to work and to 
living a normal life—where they had 
freedom of the market place, freedom 


of the type of job they would under- 
take and freedom of their place in 
society.” 
Business Went Forward 
Mr. Jacobs said that at the end of 


the first World War, there was a short 
slump, and then business went forward 
with a great surge and because of severe 
shortages in raw materials and produc- 
tion facilities, prices were seriously in- 
flated. By late 1920, he said, the cost 


of living had risen to dangerous heights 
and in early 1921, there was a short but 
severe inflation which is now being built 
up in the minds of the people as at 
least equal to the great depression that 
began in 


1929. Saying that a certain 





amount of labor restlessness may be 
expected from the let-down when a 
war ends, Mr. Jacobs spoke as follows: 
“However, I cannot but feel that the 
current situation carries more sinister 
implications. The labor troubles’ con- 
fronting us today stem back to the 
seeds planted a decade ago and nou- 
rished in the intervening years with 
the aid and encouragement of a labor 
administration. The power now vested 
in our labor leaders has increased tre- 
mendously. They have the backing of 
law, plus special privileges not given 
to other groups, but they do not have 
the attendant responsibility that must 
always accompany power if it is to be 
kept in bounds and in _ balance. om 
ganized labor, particularly the CIO, i 
intent on usurping the powers of man- 
agement with a view to accomplishing 
their avowed aim to socialize industry. 
They are going far beyond their proper 
scope of negotiating on wages, hours, 
and working conditions, and are at- 
tempting to say to management what 
they shall make, how they shall make 
it, how much shall be made per person, 
and who shall be the suppliers. 
_ “Management is management because 
it has accepted its responsibility, not 
only for employes, but for stockholders 
and customers as well. Failure to ac- 
cept _ its responsibility brings quick 
punitive action. 
Need for Economic Approach 

“There is a great and crying need for 


approach to the problems of collective 
bargaining by many labor leaders that 
conscientious management accepts as a 
matter of course. Wages are the result 
of production and production only. The 
workers in one industry can price them- 
selves out of the market if those in 
other industries cannot purchase their 
labor. The answer is not to artificially 
raise the wages in the other industry. 
Commerce depends on the widest pos- 
sible exchange of goods and services. 
The self-employed, including farmers, 
those who live on fixed incomes from 
investments or life insurance annuities, 
and Government employes, must be able 
to buy freely if the exchange is to be 
on a broad and equitable base. 

“Management must sit down at the 
table with the assurance that it is hon- 
estly and fairly representing its custom- 
ers, the general public, and the stock- 
holders who furnish the tools of produc- 
tion. Labor must sit down at the table 
with the assurance that it has the hon- 
est support of its members—not ob- 
tained under government duress or by 
coercion of any kind, and of the gen- 
eral public also. We cannot have com- 
pulsory arbitration in a free economy. 
Government may be able to mediate 
and conciliate. Government may be able 
to make a fair presentation of the case 
for each side in order to enable the pub- 
lic to determine their respective merits. 
But in the final analysis, if that is neces- 
sary, the two groups must test their 
powers, and let public opinion be the 
final arbiter.” 


Taxes and Veterans 


Two of the most pressing problems, 
said Mr. Jacobs, are the country’s tax 
policy over the coming years and the 
returning veteran. (Some of his views 
on the tax Situation are treated editor- 
ially in this issue.) As to the veteran 
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that industry is willing and eager to 
offer job opportunities to veterans but 
Congress must promptly enact legisla- 
tion to protect and clarify the rights of 
the returning veteran to employment, 
and he cautioned: “We would do a dis- 
service, both to our American system 
and to the veteran himself, if we put him 
into a special class with rights and 
privileges not available to the rest of 
society on equal terms.” 

Mr. Jacobs treated without gloves his 
views on such subjects as the Office of 
Price Administration and the so-called 
full employment bill. He called OPA the 
“most serious hindrance to. reconver- 
sion,” and said that the idea of Director 
Bowles is “a rigid and bureaucratic con- 
trol,” and that statements of the OPA 
official to the contrary, “and in direct 
contradiction of the intent of Congress, 
he is regulating profits as a means to 
regulating prices.” 

He said the real key to “prices which 
will enable millions to buy,” is competi- 
tion and more production per worker; 
that the “fundamental difference be- 
tween Mr. Bowles’ thinking and that of 
— business men and economists is 
that he believes he can accomplish the 
result by a rule of men and not of law, 
and they believe that the natural laws 
of economics must be allowed to func- 
tion.” 


Eliminate Price Controls 

Mr. Jacobs recommended elimination 
of all price controls not later than Feb- 
ruary 15, six months after the end of 
Japanese hostilities. It might be desira- 
ble, he said, to retain rent controls for 
an additional six months “but until the 
building industry knows when it can get 
a fair return for its investment, we can- 
not expect that industry to invest.” 

As to the full employment bill now 
before the Senate, Mr. Jacobs called it 
“a fraud on the people.” He said that 
while repeatedly parroting the words 
“free enterprise,” it proposes to set un 
a policy for the United States “which if 
carried out could only mean complete 
regimentation.” 

Mr. Jacobs said that in the technique 
which has become known as public re- 
lations, there is a means of telling the 
people in which business has a vital 
tool, too little understood and all too 
little used. 

“It can best be defined as action in- 
tended to win good will for and con- 
fidence in a cause, an enterprise, of a 
personality,” he said. “Politicians and 
labor leaders have outsmarted business 
in the skillful use of this technique in 
the battle for public favor. Until re- 
cently, we in business have practiced 
this quite ineffectively, as the results 
conclusively indicate. 


Programs of Enlightenment 


“Our programs of enlightenment must 
be based on actual accomplishments and 
on right policies and practices. If poli- 
cies and practices are at variance with 
the public good they must be corrected 
accordingly. I have no patience with 
those who think of public relations in 
terms of glossing over bad practices. No 


‘ amount of pretty paint, no matter how 


artistically applied, will long conceal the 
ugly body underneath. 

“When we speak of public relations, 
we really mean human relations—for in 
all relationships we deal with human 
beings. Everyone who is employed, 
every holder or beneficiary of a fire, 
casualty or life insurance policy, every 
owner of a share of stock or other se- 
curity, every owner of property, is our 
concern. All of these millions have a 
vital stake in the free, competitive en- 
terprise system. They represent over- 
whelming power and influence. That 
huge body of voters is the greatest sin- 
gle safeguard of the American way. 
have complete confidence that the col- 
lective thinking of the American people, 
over the long term, will arrive at sen- 
sible conclusions. Given the true facts, 
they will not permit any clique of radi- 
cals to smash the structure so soundly 
built by generations of their forebears.” 
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Welton to Write Sketches 


Spencer Welton, vice president of the 
Massachusetts Bonding & Insurance Co., 
at Chicago, will write a group of sketches 
of personalities at the Chicago meeting, 
for publication in next week’s issue of 


The Eastern Underwriter. Mr. Wel- 
a colorful stories, which he writes 
“the peripatetic vice president,” high- 


light many of the major conventions and 
are eagerly read by readers of The East- 
ern Underwriter. 





New Jersey Delegation 


The New Jersey Association, which 
always has had a good representation at 
National conventions, is making no ex- 
ception this year. The state delegation 
includes President Charles H. Franken- 
bach, Westfield; National Director Her- 
bert L. Brooks, Bloomfield; Secretary 


Charles J. Unger, Jersey City; Herbert 
A. Faunce, Atlantic City; Leonard 
Fuchs, Irvington; Walter A. Schaefer, 


Newark; Myron Knight, Montclair; Rus- 
sell E. Stevens, Newark. 


Six from New York State 


Six members of the New York State 
Association came to the convention. 
They were President John C. Stott, 


Norwich; National Director A. C. Wal- 
lace, Goshen; Executive Vice President 


Al. Diesseroth, Syracuse; Past Presi- 
dent Russell M. L. Carson, Glens Falls; 
President G. E. Spitzmiller of the Buf- 
falo local board, and Roy A. Duffus of 
Rochester, chairman of the National As- 
sociation’s casualty committee. 





Edmondson Pays a Visit 

George E. Edmondson, general agent 
at Tampa, Fla., and former president of 
the American Association of Insurance 
General Agents, dropped in at the con- 
vention for a while to meet old friends. 
He said he had come to Chicago over 
the week-end to see some of the foot- 
ball games. Mr. Edmondson is generallv 
recognized as America’s No. 1 football 
fan, in addition to being one of the 
leading general agents. 





Directors Probe 
(Continued from Page 19) 


comply with all anti- trust requirements, 
exist in only six states, it was. said. 
These are Minnesota, South Dakota, 
Mississippi, Texas, Virginia and New 
Jersey. Other states, therefore, must 
either adopt regulatory laws or revi-e 
present ones to conform with the SEUA 
decision or Public Law 15. 

Future legislative control of commis- 
sions by states is a hot subject among 
agents. The directors were told defi- 
nitely that the insurance companies are 
in support of the American agency sys- 
tem and in favor of reasonable commis- 
sions assuring proper earning capacity 
for qualified agents, as was expressed 
yesterday to the convention by U. S. 
Manager Conick of Royal-Liverpool 
Group. Cooperation between agents and 
companies in all vital matters is pro- 
ceeding, it was stated. 

Future state rating laws, it was 
pointed out, may allow rating bureaus to 
fix all elements in acquisition costs; 
commissions, home office expenses and 
other factors, therefore the agents were 
told to be watchful to see arbitrary 
powers are not given to such bureaus to 
fix commissions without fully consulting 
producers. It was also said that it is 
important to have commissioners in the 
various states approve insurance rates 
before they actually go into effect, 
rather than after they have been tried 
for a while. There is now some division 
in the insurance business on this ques- 
tion. 

Vice President Guy T. Warfield ex- 
plained to the directors reasons for cre- 
ating the new large agents’ committee. Its 
chief function will be to attract more ac- 
tive interest in the NAIA by large agents 
who are now members but who have not 
generally participated in association af- 
fairs. The association wants them to 
“really belong” with 


feel at home and 


the rank and file membership, mostly 
small producers. 
Brokers’ President Introduced 

President Harry Moore of the Na- 
tional Association of Insurance Brokers 
was present this morning and was intro- 
duced to the directors. 

The agency qualification committee 
report, which seeks to strengthen sug- 
gested draft of a state bill by a provi- 
sion denying licenses to auto dealers 
and other commodity sellers operating 
in insurance as a side-line, was passed. 
At a prior directors’ meeting there were 


claims that the NAIA is not entirely 
consistent in its support of this commit- 
tee and the debate got personal until 
shut off by the presiding officer. 


A proposal to create an advisory 
committee of past presidents was voted 
down this morning. 

Announcement of committees for the 
coming year shows the former public 
relations committee now the public rela- 
tions advisory committee. The Factory 
Insurance Association committee has 
been absorbed by the fire and allied 
lines committee. 





Thomas Presents Colridge 

Secretary Frank C. Colridge was in- 
troduced officially by President W. Ray 
Thomas to the members at the opening 
the directors. Judge Miller 
secretary the last 
was succeeded by Col- 


session of 
directors 
Mr 
former secretary of the California 
association, during the The 
latter outlined briefly some of the NALA 
objectives. 


was when 
met and he 
ridge, 
summer. 
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as natural by-products to the continued 
development of a live and vigorous or- 
vanization. 

Twelve years ago, in 1933, when this 
country was just emerging from the 
depths of the great depression and when 
the late if not lamented NRA was being 
held forth as a rallying point for all 
business in distress, the National Asso- 
ciation met in Chicago at the Hotel 
Drake, where many agents and company 
men attending this meeting are quar- 
tered because of inability to segure ac- 
commodations at the Edgewater Beach 
or other nearby hotels. That 1933 gath- 
ering was a fighting session, ending 
with the NAIA determined to do all it 
could to bring about recovery. 

Constitution Revised 

hen three years ago, in 1942, internal 
disagreements within the National Asso- 
ciation came to a head and it was at the 
Palmer House here that a convention 
was scheduled to bring about such 
changes as would largely eliminate dis- 
sension. At that important convention 
the association’s present constitution, re- 
vised to create a more representative 
form of administration, was adopted. 
The feature of the 1945 changes was 
creation of the national board of state 
directors, consisting of one representa 
tive from each state association, which 
should formulate NAIA. principles and 
policies, with the executive committee 
and officers having the task of carrying 
these directives into effect. 

During these last three years, meet- 
ines of directors have dominated nation- 
al gatherings, annual and midyear. Those 
NAIA members who fought so hard to 
have the national board of state direc 
tors formed see their views vindicated 
in results achieved today. Some mem- 
bers, a minority in number, are. still 
somewhat skeptical and believe more 
power should be concentrated in the 
hands of the officers and executive com- 
mittee, as it was before 1942, on the 
vround that a large board of directors 
cannot meet often enough to act prompt- 
ly and effectively on changing conditions 
these days. 

Ends Hectic Year 

This NAIA convention at the Edge- 
water Beach Hotel ends one of the most 
hectic years in association history, as 
far as arranging a meeting is concerned. 
\ year ago or more it was expected 
the 1945 meeting would be at Denver: 
then it was switched to St. Louis and 
officially announced. After the ODT 
clamped down on travel and conventions, 
the St. Louis plans were abandoned and 
a meeting decided upon for this fall 
which would include only the directors, 
as was the midyear session in New York 
City early this year. 

When the ODT raised the convention 
limit to 150 persons, NATA leaders ar 
ranged for a directors’ meeting at the 
Edgewater, with an attendance of about 
three delegates from each state. Then 
came removal of all restrictions on at- 
tendance and a demand for a larger con 
vention which could give consideration 
to many problems associated with re- 
conversion ffom war to peace and with 
Federal and state regulation of insur- 
ance. Agents’ commissions, production 
branch offices, qualification laws, licens- 
ing of automobile dealers as insurance 
agents are just a few of the big subjects 
being actively considered here this week 
in addition to the broad general subject 
of bringing agents up to date on post- 
\var production and agency management. 

Full Dress Convention 

President W. Rav Thomas, Secretary 
Frank C. Colridge and the other offi- 
cers and members of the New York 
headquarters staff have done a fine job 
in converting this meeting from solely 
a directors’ session into a full-dress con- 
vention on a somewhat smaller scale 
than usual. Despite the fact that only 


a few more than the original 150 in 
surance men can be accommodated at 


the convention hotel about 500 agents 
have come here, many from distant parts, 
eager, enthusiastic and ambitious to get 
going again on a peacetime basis. They 
are putting up willingly with the disad- 
vantages of staying at other hotels, most 
of them in the downtown section of 
ee. several miles away from the 

Edgewater. On Saturday of last week 
every member of the executive com- 
mittee was present. These included 
President Thomas; Vice President Hunt- 
er Brown, Pensacola, Fla.; W. Loring 
Ferguson, New Orleans; Victor G. Hen- 
rv, Wichita, Kan.; Alvin S. Keys, Spring- 
field, Ill.; Guy T. Warfield, Jr., Balti- 
more, and William DP. Welsh, Pasadena, 
Cal. Numerous groups of agents ap- 
peared before the committee to discuss 
various matters and to present propos- 
als for action. The committee terminat- 
ed its deliberations Sunday morning and 
will not meet again until Wednesday 
afternoon, following the final meeting 
of the directors as the closing event on 
the convention program. 

With President Thomas presiding, the 
national board of state directors held its 
first meeting Monday morning. Roll call 
revealed representatives of forty-seven 


states present. Because of shortage of 
time, as a general convention session on 
constitutional revision was due within 
the hour, the directors could act on only 
a few committee reports. 


Branch Office Debate 


The branch office report, presented by 
R. A. Thompson, Minneapolis, was the 
center of interest due to the minority 
report filed by President John C. Stott 
of the New York Association, which was 
accompanied by general announcement 
from New York that the New York City 
Agents Association was rejoining the 
state and national bodies. A majority 
of the branch office committee reported 
that no meeting of the committee had 
been held during the year and that with 
affairs generally in insurance so unset- 
tled and with so many conferences be- 
tween agents and companies being held 
on other matters the branch office prob- 
lem might wait. 

Mr. Stott dissented with this view- 
point and filed his minority report, which 
is printed elsewhere in this issue. 

At the directors’ meeting Mr. Thomn- 
son declared there was no dissension in 
the committee but as it had never met 
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it had not had a chance to consider Mr. 
Stott’s views. 


Brown Reports on FIA 


Vice President Hunter Brown, report- 
ing as chairman of the Factory Insur- 
ance Association committee, said no final 
report could be made as members are 
now conferring with officers of the FIA 
on some controversial matters. He did 
not state what those matters are. 

President Thomas announced appoint- 
ment of a sub-committee of the direc- 
tors to consider resolutions which would 
be brought before the executive meeting 
of the directors Monday evening when 
resolutions and nominations of officers 
and executive committee members will 
be chief orders of business. Those on 
this sub-committee are Richard A. 
Thompson, Minnesota, chairman; Ralph 
E. Bach, California; Charles W. Schoel- 
zel, Jr., Colorado; Herbert L. Brooks. 
New Jersey, and H. Herbert Corson, 
Tennessee. 





Thompson’s B. O. Report; 
Stott’s Minority Report 


k. A. Thompson, Minneapolis, chair- 
man of the branch office committee, sul- 
mitted his report to the National Asso- 
ciation of Insurance Agents meeting in 
Chicago, October 21-24, with concurrence 
of three members of his committee, as 
follows: Jacob Haslein III, Philadelphia: 
Will Johnston, Memphis, Tenn., and R. J. 
Martin, Spokane, Wash. John C. Stott. 
Norwich, N. Y., the other member of 
the committee, issued a minority report, 
asking the National Association to re- 
state its position with respect to branch 
offices. Stott is president of the 
New York State Association of Local 
Agents. 

Mr. Thompson’s report said that it was 
the concensus of all committee members 
that any further advancement in solving 
this problem would have to be taken up 
with the companies in conference. How- 
ever, he said no meetings had been held 
during the year, as there have been so 
many company-agent conferences on 
problems which seemed to be more im- 
portant. 

The only development which appears 
to be worthy of note, he said, is that 
it is reported from the far West that 
agents there are experiencing competi- 
tion from company offices which write 
policies for their agents. ‘This is an 
evil practice,” he said, “and affords the 
opportunity for anyone going into a com- 
pany office with a good line and getting 
a commission on it.” 

Mr. Stott’s minority 
follows: 

Stott’s Minority Report 

“The problem of branch offices in gen- 
eral and production branch offices in 
particular is of utmost concern to 
the National Association of Insurance 
Agents. A continuance or extension of 
the present branch office system is a 
threat to the agents of the United States 
that makes it one of the important prob- 
lems of our industry. 

“Kor years on end the National Asso 
ciation has in effect taken the position 
that if something is to be done it should 
be a matter of conference between the 
producers and the companies. In the 
first place, such conferences have been 
few and in the second place, they ap- 
parently have accomplished little. The 
problem still confronts the agents. 

“The National Association has stated 
its position many times on production 
branch offices, and it is the thought of 
the committee after due consideration, 
that the annual meeting in Chicago 
should once again state its position as 
follows: 

“The National Association of Insur- 
ance Agents is opposed to the branch 
office system and any extension thereof. 
They are opposed to the system because 
it is contrary -in principle and practice 
to the ideals and aims of the member- 
ship of the National Association of In 
surance Agents.” 


report is as 
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vision and said that the officers of the 
association agree with L. P. McCord, 
Jacksonville, Fla., chairman of the com- 
mittee, and Educational Director George 
W. Scott that this program now 
passed the experimental stage and 
should be placed on a definite and per- 
manent basis. He said that plans for 
insuring the establishment of its status 


has 


accordingly are now under way. 

Mr. Thomas expressed appreciation to 
the association of Casualty & Surety 
Executives for printing and distributing 
the pamphlet, “Bringing You Up _ to 
Date,” to acquaint returning 
with the changes made in the business 
during the war years. Mr. Thomas said 
that the association recognizes its re- 
sponsibility in the reconversion period 
in maintaining an attitude of helpful- 
ness in establishing returning 
men in useful occupations, 

“We recommend,” he said, “that the 
meimnbers of this association do every- 
thing possible to help these returning 
service men secure employment and par- 
ticularly encourage and aid those who 
select the insurance business as a vo- 
cation.” 

Future of Public Relations 

Looking to the future of the public 
relations program, Mr. Thomas made an 
earnest plea that plans be undertaken 
for its continuation, saying: 

“The association is confronted with 
a logical but serious question that will 


veterans 


require important attention promptly. 
This question, simply stated, is, ‘Shall 
all or part of our present expanding 


endeavors be continued after the pub- 
lic relations fund is expended, and, if 
so, how shall such a program be fi- 
nanced ?’ 

“We call to your attention the fact 
that the public relations fund of $360,000 
raised in 1943 was planned to be ex- 
pended over a three-year period. Certain 
conditions during the war have preclud- 
ed investment in all public relations pro- 
jects as originally contemplated, and the 
fund to date has been used wisely and 
well. It now has a balance of $247,878. 
Regardless of how this money is applied 
from now on in promoting public re- 
lations objectives of the association, it 
will some day be depleted. If no consid- 
eration were given now to extension of 
this valuable program in the future, your 
National Association would be forced to 
return to the limited status and scope 
of its operations previous to 1943. We 
do not believe any member wants this 
to happen. 

May Increase Dues 

“The only logical answer is the plan- 
ning for additional income from the 
membership through state association 
units. Toward this objective a special 
conmittee was appointed to study this 
problem. They started on two principles 
which we believe to be fundamentally 
sound—that any increase in dues should 
not be borne by those now paying prop- 
er minimum dues, and that state asso- 
ciations themselves may find a way to 
increase their own income through in- 
creased levies. 

“Tt is the administration’s earnest hope 
that the entire association accept con- 
clusively the need for continuing our en- 
larged program, and that a method be 
found to finance these objectives. A re- 
turn to our limited scope of activities 
hefore 1943 would, we believe, be catas- 
trophic to the prestige and advancement 
of the association and the American 
agency system.” 

Association’s Fiftieth Anniversary 


In conclusion, Mr. Thomas called at- 
tention to the fact that the year 1946 
will mark the fiftieth anniversary of the 
founding of the association and he said 
that plans are under way to mark defi- 
nitely this historical event. The immi- 
nence of this anniversary, he continued, 
emphasizes the responsibility which at- 


service 


taches to this administration in calling 
attention to the guiding principles and 
code of ethics of the association. Con- 
tinuing, he said: 

“Analysis of those principles brings 
forth a deduction in the light of his- 
torical trends which have suddenly de- 
veloped into crises for decision. Name- 
ly, these precepts comprising the foun 
dation stones of this organization are 
more important to the conduct of the 
business of insurance today than ever 
before; their observance and recognition 
in unified effort will insure the perpet- 


THERE IS 


ALWAYS A LEADER 
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uation of the system whose destinies 
this association was designed to foster. 
| call attention, however, to the very 
definite conclusion that the furtherance 
of these principles must be along lines 
which will be in the public interest. The 
legal decisions of the past two years 
and the laws which have been imposed 
have brought about a situation where 
unity and coordination in this associa- 
tion on a national basis are essential to 
survival, 

“Kor 
agents 


long the interests of the 
been safeguarded by too 


too 
have 






... and it’s only natural for leaders to prefer leaders. That's why 
well known industrial companies look to leaders in the insurance 
field for the solution of their insurance problems. 

In providing this security so essential to the outstanding achieve- 
ments of American industry, we are indebted to the National 
Association of Insurance Agents. Their constructive work in estab- 






few. The growing responsibility and the 
widely developing front of agency in- 
terest make it incumbent that from this 
time the responsibility for the preserva 
tion of the agency system must be dis 
tributed widely so that in every hamlet, 
village, city and district of these United 
States our membership will be working 
side by side through both local, state 
and National Association to insure that 
the insurance business and the opportun 
ities for agency service shall continu 
undisturbed and in a free area of op 
eration.” 
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Hilgemann on Fire and Allied Lines 


New Committee Makes Specific Recommendations on Broad 
Dwelling House Form, Extended Coverage, Use and Oc- 
cupancy; Held Conferences With Company Officials 


L. C. Hilgemann, Milwaukee, chair- 
man of the fire and allied committee of 
the National Association of Insurance 
Agents, presenting his report at the an- 
nual convention of the association held 
in Chicago, October 21-24, disclosed that 
his committee has made the following 
definite recommendations to the fire in- 
surance company representatives of the 
Insurance Executives Association with 
which the committee has been in con- 
ference: 

“That certain changes be made in the 
broad dwelling house form when _ re- 
printed to eliminate questions of inter- 
pretation. 

“That when any sweeping change is 
made in new forms, the various rating 
bureaus having jurisdiction issue a bul- 
letin outlining the intent of the forms. 
Our reasoning is that all forms are 
promulgated by some company commit- 
tee, and the language is a result of 
their thinking. We believe that each 
individual company has the prerogative 
of interpreting a contract in any given 
loss, but that nevertheless the intent of 
the framers of the form should be 
known. 

Extended Coverage Recommendation 

“We have also recommended that con- 
sideration be given to drawing up a dif- 
ferent type of extended coverage en- 
dorsement when applying to dwelling 
risks, than that used on all other risks. 

“We have also recommended that fur- 
ther study be given to the subject of use 
and occupancy insurance, particularly to 
bring the forms up to date, to reconsider 
the method of rating such types of in- 
surance, and that more thought be given 
to the public demand for various types 
of coverage. We also believe that sim- 
plification would tend to stir up agents 
throughout the country to a _ greater 
effort in selling this type of insurance, 
which everyone knows is as necessary 
to a mercantile or manufacturing estab- 
lishment as property damage insurance.” 

Mr. Hilgemann’s committee is a new 
one, having been appointed at the an- 
nual meeting in Milwaukee a year ago. 
Mr. Hilgemann stated that discussions 
with company representatives has been 
along broad lines due to various rating 
authorities retaining jurisdiction as to 
geographical territories. However, he 
said, the recent trend in underwriting 
rules and forms has been toward a guid- 
ing plan to be used nation-wide, al- 
though agents in some states may not 
have all the benefits they desire. 

Explosion Conference Meeting 

The committee was represented at a 
meeting held in New York by the Ex- 
plosion Conference to discuss proposed 
changes in Extended Coverage Endorse- 
ment No. 3 used in eastern territory by 
the Factory Insurance Association, and 
on other broad form risks, Mr. Hilge- 
mann said. “While all of the points un- 
der discussion were not resolved in ac- 
cordance with the producers’ viewpoint,” 
the report said, “we think that the new 
endorsement published under date of 
June 15, 1945, is better than the old one 
both as to language and _ coverage. 
Eventually the changes made in this in- 
stance will be incorporated in the forms 
of other territories where used on simi- 
lar risks.” 

Mr. Hilgemann said that in April a 
bulletin was addressed to state associa- 
tion officers requesting suggestions and 
ideas as to any changes needed in con- 
nection with the new dwelling house 
form, extended coverage endorsement 
and use and occupancy forms. Only 
fourteen states responded with helpful 


ideas, he said, indicating that the other 
states are satisfied or will handle their 
difficulties, if any, in their own way. 

Other activities of the chairman during 
the year included attendance at a meet- 
ing in Chicago, called by George W. 
Carter, Detroit, of the Midwest state 
national directors and the Subscribers’ 
Actuarial Bureau in June, and another 
meeting that same month with the uni- 
form forms committee of the Insurance 
Executives Association. Aitending the 
latter meeting, in addition to Mr. Hilge- 
mann, were Allan I. Wolff, Chicago, for- 
mer president of the NATA, and Clayton 
G. Hale, Cleveland, member of the Liai- 
son committee, which is comnosed of 
representatives of national producers’ 
groups. 

Priority Surcharge Eliminated 

“Inasmuch as our discussion was in an 

advisory capacity only,” said Mr. Hilge- 


mann, we are unable at this time to re- 
port any definite changes. However, 
since that meeting you no doubt have 
been advised that the so-called priority 
surcharge on use and occupancy insur- 
ance has been eliminated. 

“We are pleased to report that splen- 
did cooperation was afforded our com- 
mittee by company representatives at 
this meeting,” the report continued, “and 
it is hoped that more meetings of this 
kind will be held in the future so that 
we may discuss our common problems. 
It has also been arranged that further 
collaboration between the interested 
groups will continue so that as matters 
come up from time to time we will have 
set up means and methods of discussing 
future changes. 

“In connection with the use of a new 
so-called broad form dwelling form, it 
was discovered, particularly with the off- 
the-premises coverage on household fur- 
niture, that in some losses there was a 
conflict between policies issued in cas- 
ualty companies and Inland Marine Un- 
derwriters Association companies. We 
believe that we were instrumental in 
suggesting that an agreement be made 
between the companies as to proper 
contribution of various types of con- 
tracts involved in any one loss. This 
zgreement has been formulated and is 


Duftus’ Son Is Graduated 


With Roy A. Duffus, Rochester, N. Y., 
at the convention were Mrs, Duffus and 
their son, Roy A. Duffus, Jr., who is 
graduating today (Friday) from the 
radio technician school at the naval 
training station in Chicago. He will 
probably be assigned to sea duty. As 
editor of the year book of his class he 
follows in his father’s footsteps as a 
writer. 





tentatively in force, although full pub- 
licity has not been given to its details. 
We hope that this will be available 
shortly.” 


Sees New Day Dawning 


In conclusion, they expressed the be- 
lief that “a new day is dawning and 
that we have started along the road to 
conference and discussions with the com- 
panies as to our joint problems.” 

Following are the members of the 
committee of which Mr. Hilgemann is 
chairman: L. FE. Freudenthal, Las 
Cruces, N. M.; Walter R. Johnson, 
Providence, R. I.; Paul E. Keedy, Balti- 
more; George T. Rowland; Philadelphia; 
Ralph L. Young, Portland, Maine. 
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Executive Secretaries Elect Moses 


Chicago, Oct. 22—Frank D. Moses, 
secretary-manager, Pennsylvania Asso- 
ciation of Insurance Agents, was elected 
chairman of the Association Executives 
Conference at the annual meeting of the 
state association and local board secre- 
taries Sunday night. Mr. Moses _ suc- 
ceeds Sherman G. Otstot, executive 
secretary of the North Carolina Asso- 
ciation, who has served two terms as 
head of the secretaries’ group. 

M. R. McGruder, secretary-manager, 
Alabama Association, chairman of the 
by-laws committee, submitted a pro- 
posed by-laws and constitution which 
will be sent to all members of the AEC 
and which will be voted on at the mid- 
year meeting of the NAIA. Consider- 
able discussion resulted from a_pro- 
posal that only full-time paid secretaries 


be eligible as many state secretaries’ 


and local board secretaries are part- 
time and some receive no compensation 
while more than twenty states now 
have full-time professional secretary- 
managers, 


Johnson Gives Up Bulletin 


Alfonso Johnson, manager, Dallas In- 
surance Agents Association, public rela- 
tions director of AEC and editor of the 
bulletin, who has been active in the or- 
ganization since its formation asked to 
be relieved of all official responsibilities 
because of his duties as chairman of the 
special committee of the NAIA to re- 
vise and enlarge the local board manual. 
The new executive committee was au- 
thorized to appoint a successor to Mr. 
Johnson, if the bulletin is to be con- 
tinued. 

Waldo O. Hildebrand, secretary-mana- 





Casualty and Surety Experts 


Discuss Changes at Forum 


Chicago, Oct. 23.—Five experts on 
various lines of fire and casualty insur- 
ance shared the limelight in the sales 
opportunities forum this morning. They 
explained to the agents important 
changes in forms and rates made during 
recent years which are summarized in 
the recently. published special edition of 
The Casualty and Surety Journal en- 
titled “Bringing You Up-to-Date” and 
sponsored jointly by the Association of 
Casualty Executives, the NAIA, Na- 
tional Board of Fire Underwriters and 
Inland Marine Underwriters Association. 

With the book as a guide the experts 
enlarged on many developments and an- 
swered a flood of questions shot at them 
by members of the audience. 

Roy A. Duffus, Rochester, N. Y., acted 
as coordinator and also led the discus- 
sion on casualty lines. Other leaders 
were V. J. Robinson, Medford, Ore., on 
boiler and machinery; Robert M. Rab- 
bitt, Chicago, on burglary, theft and 
robbery; L. G. Hilgemann, Milwaukee, 
yn fire and allied lines, and Fred A. 
Moreton, Salt Lake City, and W. Her- 
bert Stewart, Chicago, on fidelity and 
surety. One of the announced discussion 
leaders, H. F. Warner, Kansas City, was 
unable to come to the convention. 

Mr. Duffus led off in his customary 
rapid-fire, witty style, throwing out a 
lot of good suggestions and reminders 
‘o his listeners. The other speakers were 
equally enlightening in explaining 

hanges and replying to queries on tech- 
nical provisions of policies, as reviewed 
‘Bringing You Up-to-Date” a copy of 
which was distributed to everyone in the 
onvention hall. 


North and Calhoun Perform 


With Past President David A. North 
at the piano, Past President William 
B. Calhoun led in singing of “America” 
at the opening session, as he has done 
so effectively for over fifteen years. 





ger, Michigan association, and past 
chairman of the AEC led the round table 
discussion on “Our duties and obliga- 
tions to returning service men who were 
in the business prior to the war or who 
wish to enter the business after their 
discharge.” Considerable uncertainty ex- 
ists as to some of the provisions of the 
GI Bill of Rights as far as it concerns 
educational work in insurance lines. The 
Michigan association has taken an ag- 
gressive part in trying to help the dis- 
charged service man who left the insur- 
ance business to go into uniform and 
also to assist those who want to enter 
the insurance business as beginners. 

Drex G. Foreman, executive secretary, 
Texas association and the first chairman 
of AEC, discussed the Bank and Agent 
Auto Plan, pointing out that the plan 
had to be adapted to each local commun- 
ity. Bennett G. Gregory, executive sec- 
retary, Missouri Association, told of the 
St. Louis plan in which the banks of that 
city are cooperating with the St. Louis 
board in a large newspaper advertising 
campaign. 


Carter Conference 
(Continued from Page 24) 
corrected by practical business methods. 
Promising to try to answer any questions 
that might be asked after he completed 
his discussion, Mr. Carter barred legal 
questions saying that the insurance in- 
dustry is a business and not a court 
and that it has become one of the 
world’s most important businesses be- 
cause of the unity between public, pro- 

ducer and company. 
Saying that the personal property 
floater contract is not insurance and 


that producers are not selling what they 
claim or think they are selling, Mr. 
Carter said furs and jewelry must be 
scheduled in order to have the fire and 
extended coverage protection and that 
this should be changed so that the public 
could receive better protection on furs 
and jewelry. He said some companies 
are convinced of the need of liberalizing 
the personal floater but that the IMUA 
has locked its door against the local 
agents, general agents and brokers. It 





is the only company organization which 
has not welcomed producers, he said. 

Deploring state laws which make thie 
age of drivers a factor in automobile 
rates, Mr. Carter said it was absurd 
that our 18 to 20 year old boys who 
have learned to handle the most danger- 
ous weapons ever produced by man 
should be legally declared incompetent 
to handle an automobile if they were 
under 25 years of age. 

Citing a number of large capital stock 
fire and casualty insurance companies 
that had established a reputation for 
security throughout decades of satis- 
factory claim-settling, Mr. Carter ex- 
pressed some doubts and apprehension 
as to the changed system of setting up 
reserves and questioned whether or not 
new capital would be placed in the busi- 
ness he admitted that few producers 
could explain the reserve system to as- 
sureds. He paid a glowing tribute to 
the trusteeship of reserves as evidenced 
by the outstanding success of the in- 
surance companies. 

The routine discussion of the midwest 
conference included some items that 
have been on the agenda for more than 
twenty years and which have never been 
satisfactorily settled. 
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Huge flying freight cars streaking 
through the skies to the farthest 
corners of the earth have changed 
all former concepts of time, dis- 
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Barnes Calls Past Year 
A Period of Confusion 


REPORTS ON MANY SUBJECTS 


Mass. Agents’ Head Scores Auto Mile- 
age Rating; Lauds Harrington on 
Mail Onder | Concern Stand 


Harold D. Barnes, - Pittsfield, in his ad- 
as president of the Massachusetts 
Agents at the 
annual meeting October 
17-18, characterized the past year as 

period of confusion.” He said that 


1 


ress 
\ssociation of Insurance 
in Springfield, 


introduction into the legislatures of sev- 
eral states, including the Massachusetts 
(;eneral Court, of so-called state regula- 
tory legislation may prove to be the 
ost controversial legislation ever spon- 
ored by an Insurance Commissioner. 
The twelve months also witnessed in 
he New England states inauguration of 
another trend which Mr. Barnes called 
a profitable one, in inauguration of the 
long-sought coordination of agents, bu- 
reaus _and companies on fire insurance 
rating problems through the new “ABC” 
( ot a group representing all of 
the New England state agents’ associa- 
ons except New Hampshire, the New 
I-neland Fire Insurance Rating Associa- 
ion and insurance company representa- 
tives. 
Mr. Barnes’ report touched on a wide 
ariety of subjects, two of the most im- 
portant of which were efforts of the All- 
tate Insurance Companies, owned by 
Sears, Roebuck & Co., mail-order mer- 
antile concern, and similar outfits to 
ebtain licenses in the state and automo- 
hile mileage rating. With respect to the 
\llstate controversy, Mr. Barnes said: 
Controversy on Allstate 

“We have continued our firm opposi- 
tion at the Insurance Department to the 
licensing of the Sears, Roebuck owned 
and controlled Allstate Insurance Com- 
panies as well as to file supplementary 
complaints protesting the catalogue and 
mail-package circular advertising in 
which these outfits continue to engage 
here in Massachusetts. Protests have 
also been registered against the licensing 
of several other applicant companies 
whose methods of operation do not ap- 
pear to be in conformity with Massa- 
chusetts legal requirements or standards 
of conduct. 
“All these concerns, including the 
Roebuck Companies fall in the 
same category namely, mercantile-insur- 
ance outfits, owned or controlled pri- 
marily by mercantile concerns and op- 
rated more on the mercantile principles 

selling and servicing than on those 
of the orthodox insurance fraternity. 
\vain we record commendation to Com- 
missioner Harrington and associates for 
their tenacity of purpose in prohibiting 
these types of insurance concerns from 
perating in Massachusetts.” 

\utomobile liability insurance, always 
a live subject in Massachusetts because 
t is the only ste ite which has adopted a 
compulsory liability insurance — law, 
brings new problems at the present time 
on account of the mileage rating plan, 
and the attacks in connection with it 
leveled in the legislature against Insur- 
ance Commissioner Charles F. J. Har- 
rington. On this subject, Mr. Barnes 
eported as follows: 

Automobile Mileage Rating 

“Much could be said in this report 
from the agents’ viewpoint on this con- 
troversial and troublesome — subject. 
Much has been said that could not be 
put in writing! 

“Suffice perhaps to note that our asso- 
ciation is on record at the Insurance De- 
irtment substantially as follows: (1) 
Protested Question 7 (a) on 1945 regis- 
tration application giving reasons there- 
for; (2) Protested original Question on 
1946 registration insurance certificate 
civing reasons therefor; (3) Offered 
constructive suggestions for improved 
methods of obtaining and recording the 
data requested; (4) Although believing 


sears, 


the principle of mileage rating imprac- 
tical and unsound, keeping o 


open-minded 


Massachusetts Association 
Elects Mongeau President 


Leo R. Mongeau, Lowell, was 
elected president of the Massachusetts 
Association of Insurance Agents at the 
annual convention held at Springfield, 
October 17-18, succeeding Harold D. 
Jarnes, Pittsfield, who becomes state 
national director. Dana J. Lowd, North- 
ampton, was elected vice president. 

The regional vice presidents are: 
Walter S. Attridge, Boston; Clayton 
Elliott, Fall River; Graham Smith, 
Brockton; Charles W. Turner, Lynn. 
The following regional vice presidents 
were reelected: Robert A. Baldwin, Jr., 
Springfield; John FE. Bond, Greenfield; 
Phillip I. Brooks, Haverhill; Franklin 
J. Connors, Boston; Arthur M. Fitts, Jr., 
Framingham; Robert M. Kelley, Hyan- 
pis; Francis R. A. McGlynn, Worcester 
i dwin Merrill, Winchendon; George 
I’, Moulton, Newburyport; Carroll K. 
“teele, Gloucester; Paul J. Woodcome, 
Fitchburg. 


until full statistical data is available; 
and (5) Indicated our desire to cooper- 
ate to the best of our ability with In- 
surance Department and Registry in ob- 
taining data requested for study pur- 
poses. 

“At the September executive commit- 
tee meeting the president was authorized 
to appoint a committee to examine avail- 
able statistics and report on the ques- 
tion of mileage rating as to whether in 
their opinion the mileage factor should 
be reflected in automobile rates in this 
Commonwealth. Although the trend i 
many other states is toward the mileage 
principle of auto rating, it is our con- 
sidered opinion that, although having 
certain theoretical soundness, it is ac- 
tually unsound in principle, impractical 
in application, and unfairly discrimina- 
tory to owners and drivers with good 
accident records. Furthermore, it would 
place an additional, and it seems ,un- 
necessary, burden on the Massachusetts 


Harrington Addresses 
Massachusetts Agents 


SPEAKS ON RESPONSIBILITY 


Champions Multiple Line Writing and 
Auto Rating Based on Mileage; 
Will Hold Public Hearing 


Predicting that the insurance industry 
is to become more highly competitive 
in the future than it has been in the 
past, Insurance Commissioner Charles 

J. Harrington of Massachusetts de- 
livered an address on “The Agents’ Re- 
sponsibility to the Public” before the 
annual meeting of the Massachusetts 
Association of Insurance Agents at 
Springfield, October 17. 

Commissioner Harrington said that 
the result of polls among insurance 
buyers indicates clearly a growing de- 
mand for new and more liberal insur- 
ance coverage and that meeting this 


agents who already handle considerably 
more details and receive far less com- 
mission on Auto Liability insurance than 
those of any other state. 
Oppose Mileage Factor 

“It should also be recorded that the 
casualty committee of the National As- 
sociation of Insurance Agents handling 
this subject with Roy Duffus as chair- 
man took essentially the same position 
before the National Bureau of Casualty 
& Surety Underwriters and the New 
York State Insurance Department; that 
is, they opposed the application of mile- 
age as a factor in private passenger car 
rating. Although time and experience 
is the proving ground of all matters of 
this sort, the fact cannot be overlooked 
that the various rating authorities have 
given little; if any, consideration to the 
agents’ opinions and suggestions, a most 
unhealthy condition and one which it 
seems should be altered in the best 
interests of everyone concerned. 
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demand is the responsibility of the in- 
surance company and agent. 

“The agent,” he said, “should be ever 
alert to provide protection through in- 
surance companies whose managements 
are willing to devise policy forms which 
will meet the public demands for new 
and improved coverage. When our Mas- 
sachusetts legislature enacted the modi- 
fied multiple line law, authorizing fire 
and casualty insurance companies to 
issue all types of protection on auto- 
mobiles and to issue the personal prop- 
erty floater so-called and to provide for 
the reinsurance of fire and casualty 
lines by both types of company, there 
was afforded insurance companies, trans- 
acting business in this Commonwealth, 
an opportunity to provide better and 
more effective service to the public. 

Responsibility of Agent 

“It is your responsibility to become 
familiar with the provisions of Chapter 
384 of the Acts of 1945, and to seek out 
those companies which, will assist you 
in providing the public with the pro- 
tection authorized by that law. It is 
your responsibility to aid in every way 
possible in the enactment of legislation 
which will provide complete freedom of 
opportunity for insurance companies to 
afford broad protection to the insuring 
public at lowest cost. 

Declaring that the agent most likely 
to be successful is the one who lends 
his support to any program which will 
distribute the cost of insurance equi- 
tably among various classes of policy- 
holders, Commissioner Harrington said 
the agents of Massachusetts have an 
opportunity to assist in this work in 
connection with the sale of automobile 
insurance. 

He said that several years prior to 
the war when the companies used a 
rating plan which gave consideration to 
the improved experience developed as 
a result of limited use of automobiles, 
the opportunity for lower premiums on 
account of limited use of automobiles 
was not available to Massachusetts resi- 
dents principally because of lack of 
statistical data. However, he said, when 
gasoline rationing was inaugurated, the 
companies were able to accumulate such 
data in Massachusetts. Abolition of 
gasoline rationing and the classification 
based on ration cards deprives the oper- 
ator who limits the use of his car, of 
the low premium to which he is en- 
titled, Mr. Harrington said, unless some 
new classification method is devised. He 
continued: 

To Hold Public Hearing 

“The insurance companies intend to 
offer a plan at the public hearing on 
automobile rates, which will enable us 
to consider establishing lower than 
average premiums for those people en- 
titled to them. To inaugurate the plan, 
it is necessary to ask the automobile 
owner at the time of registration three 
questions which appear to be reasonable 
and devised in the interest of proper 
automobile insurance rates. You have 
been asked to procure the answers to 
these questions before you complete the 
certificate of insurance attached to the 
registration blank. These questions, th« 
public is asked to answer and the work 
you are asked to do, are being re- 
quested in the interest of the promulga 
tion of just, adequate, reasonable and 
non-discriminatory rates. We are ask- 
ing you to assist us in establishin: 
proper premiums which we are required 
by statute to determine. You, as insur 
ance men, can readily understand that 
unless questions are asked, we cannot 
obtain the information we are required 
by law to procure. 

“Bear in mind that the automobil: 
rating program presently proposed fo 
my consideration as Commissioner 0! 
Insurance is proposed by the insurance 
companies you represent. The answers 
to the questions asked of the assure: 
are a part of a program in effect a 
present in thirty-six states and bein 
considered in the other states. We ma 
not adopt the program exactly as it is 
presented by the insurance companie: 
but we will certainly try to make jus. 
adequate, reasonable and non- george? 
natory rates. The information you wi! 


(Continued on Page 40) 
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Minor Views Post-War 
Markets for Insurance 


ADDRESSES TENNESSEE WOMEN 





Discusses Building, Auto and Aircraft 
Programs; Says Insurance Is Ready 
for Great Boom 


The part insurance will play in con- 
nection with post-war construction, au- 
tomobiles and aircraft, was portrayed by 
Claude D. Minor, president, Virginia 
lire & Marine Insurance Co., in his 
address before the Federation of Ten- 
nessee Insurance Women at Knoxville, 
October 19. On the basis of the history 
of insurance, he said, insurance will 
do the following things: 

“Insurance will continue to provide 
protection to the property owner against 
loss he may sustain as a consequence of 
destruction of his property by perils 
against which insurance may be written 
without contravention of public policy; 

“Insurance will continue to afford in- 
demnity to worthy individuals with re- 
spect to liabilities and expenses arising 
out of the ownership, operation, main- 
tenance and control of property; 

ill Reimburse Individuals 

“Insurance will continue to afford re- 
imbursement to worthy individuals with 
respect to losses incurred as a conse- 
quence of infidelity, default, theft, bur- 
glary, robbery, forgery and the like; 

“Insurance will continue to afford re- 
imbursement to worthy individuals with 
respect to loss of time and expenses 
incurred as a consequence of sickness 
and injury by accident; and, 

“Insurance will continue to afford 
death benefits, either in lump-sum pay- 
ments or through trust arrangements, 
to surviving beneficiaries of one who 
had the foresight to avail himself of 
the advantages of life insurance. 

“The statements just made as to the 
part insurance will play in the post- 
war program are almost axiomatic. They 
cannot be challenged successfully be- 
cause of the record with respect to in- 
surance. This record covers approxi- 
mately three centuries, and reveals a 
progressive contribution by insurance to 
the welfare of man; a _ contribution 
which shows that as new developments 
have come along, accompanied as they 
were by new risks or hazards, the in- 
stitution of insurance has kept pace 
with a form of protection through which 
those risks or hazards could be reduced 
to the rather negligible quantity of the 
cost of insurance applicable. 

Will Meet Requirements 

“Thus, I think it is no wild or idle 
prediction to say that insurance not 
only will continue to play the important 
part it has performed with respect to 
man’s welfare and advancement, but 
that its functions will be expanded as 
man’s activities expand so as to meet 
all requirements which may be legit- 
imately expected of it.” 

Speaking of the nation’s anticipated 
construction program, Mr. Minor said 
that it is estimated on good authority 
that annually during the next ten years 
new construction will include approxi- 
mately 800,000 residential units, exclu- 
sive of those units in connection with 
farming activities. On the basis of this 
estimate, he said, there will be 8,000,000 
urban or suburban residential units con- 
Structed within the next ten years and 
at an average of $5,000 cost per unit, 
the total cost will be $40,000,000,000 

This sum seems almost incompre- 
hensible,” he continued. “But the ‘con- 
struction involved represents a source 
lor the development of insurance pre- 
Mums of staggering proportions.” For 
example, he said that if each such unit 
Ee duces an insurance premium of but 

' for the ten-year period on insurance 
ag linst fire, extended coverage perils, 
liability and the like, the premium in- 
come from this source alone will amount 

$400,000,000, or an average of $40,- 
000,000 a year during the ten post-war 
years, 
Depends on Producer 


_ Whether or not this premium volume 
's derived from this particular source 





CLAUDE D. MINOR 


depends not so much upon those com- 
panies ready and willing to provide the 
protection required,” he said, “as upon 
the alertness and industry of agents and 
brokers whose chosen profession is that 
of providing property owners with ade- 
quate insurance protection.” 

In addition to residential construc- 
tion, he added there will be new build- 
ings for business occupancy, schools 
and manufacturing, and these values 
will augment the source from which new 
premiums may be derived. 

On the question of new automobiles, 
he said it is estimated that the auto 
manufacturers can and will produce, 
after full production gets under way, 
around 6,000,000 cars a year and that 
even at this rate, it will take five or 
six years within which to provide those 
now ready and willing to purchase new 


cars. Thus, he said, within the next six 
years there probably will be no fewer 


than 30,000,000 new automobiles in the 
hands of individual owners who will 
a comprehensive, public _ liability, 


property damage and collision insurance 
for them. “It does not take a mathema- 
tician to visualize the possibilities in this 
connection,” he said. 
Impetus Given Aviation 

Mr. Minor said that the impetus given 
aviation as a consequence of the de- 
velopment of aircraft for use in the war 
will affect man’s life pattern more than 
out of 


any other single thing coming ) 
the war, except perhaps the atomic 
bomb, and while it is unthinkable that 


there ever will be in use in the United 
States as many aircraft as there are 
automobiles, more and more individuals 
will own and operate airplanes as time 
goes on and perhaps ten years frem 
now one will be amazed at the actual 
number of planes so owned ard operated. 

“Just as the ownership and operation 
of an automobile demands that in all 
prudence the owner must have certain 
forms of insurance,” he said, “so does 
the ownership and operation of an air- 
plane demand that the owner shall have 
appropriate protection. Thus, from a 
production standpoint aviation will offer 
a very fertile and ever- growing field 
for insurance in the years in front of 
us. From an underwriting viewpoint, this 
field may present many and varied com- 
plex problems. However, ex ‘perience will 
be gained, and while this experience is 
tains gained, and afterwards, unques- 
tionably the institution of insurance will 
do a bang-up job in providing those 
types of insurance essential to the prog- 
ress aviation is going to make.” 

Added to the construction, automobile 
and aviation markets, he said, when one 
considers the billions of dollars worth 
of consumer goods which will be manu- 


factured and sold, said Mr. Minor, it 
seems likely that the next five years 
will be the greatest period in the his- 


tory of insurance from the standpoint 
of volume. He added: 
“Insurance as a business is ready for 
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y ROYAL EXCHANGE has kept abreast of changing 
conditions for two-and-a-quarter centuries. 


perience, innumerable insurance problems have been solved 


has been carefully written with safety and satisfaction. Added 
to this record has been an “outstanding Service to Agents and 
Insureds’”” which has contributed much to the reputation and 
success of this great institution. 


The Royal Exchange is one of the oldest, larg- 
est, and strongest institutions in the world. 





225th Anniversary Year 


Raval Exchange Group 


Royat ExcHance AsSURANCE 
ProvipENT Fire InsurANcE Co. 
THE STATE ASSURANCB COMPANY, LTD. 
Car & GENERAL INSURANCE Corp., LTD. 


JOHN STREET, 


REPRESENTATION IN PRINCIPAL CITIES OF THE UNITED STATES 
AND IN MOST COUNTRIES THROUGHOUT THE WORLD 


During all this 
property has come into its ex- 


form of acceptable complex risk 


NEW YORK 


FIDELITY & SURETY BONDS 








this great boom. The important question 
is: Are those individuals—both company 
executives and agents and brokers—who 
make it their business to provide insur- 
ance protection to the public, ready? 
It is not my function to answer this 
question. If I did attempt to answer it 
the chances are I would be accused of 
giving an answer narrowed to my own 
thinking and reactions. Because I am a 
human being, there would be sound basis 
for such an accusation. Hence, the ques- 
tion has been asked in the hope that 
it will stimulate sincere self-analysis 
by those of us representing or asso- 
ciated with stock insurance companies. 
One thing of which I am certain is that 
there should be real teamwork between 
those of us who gain our livelihood from 
serving the public through capital stock 
insurance.” 

In conclusion, Mr. Minor said: 

“The shock which our business re- 
ceived from and the readiustments re- 
quired as a consequence of the decision 
of the United States Supreme Court last 
vear in the South-Eastern Underwriters 
Association case should make each of us 
realize that this is no time either to 
get out of sten or to fail to get in step 
simplv for selfish or individual attain- 
ment.” 


FRANK WAGNER IS PROMOTED 





Commissioner Allyn Combines Conn. 
License and Claims Bureau Under 


Him; Maurice Has Retired 
Insurance Commissioner W. Ellery 
Allyn of Connecticut announces the 


promotion of Frank Wagner of Clinton 
to the position of supervisor of licenses 
and claims. Mr. Wagner has been with 
Department 1935 as 
visor of claims and complaints. 


the since super- 


In addi- 
tion to his former work he will, under 
a new arrangement in the Department, 
take the duties of Joseph H. 
Maurice who retired on October 12 after 
twenty-two years of service in the De- 
partment as supervisor of licenses. 

The purpose of merging these two 
positions, said Commissioner Allyn, is 
for improved efficiency and closer co- 
ordination within the Department, as 
well as with the 7,200 agents throughout 
the state. It will, the Commissioner said, 
bring under one head the supervision of 
all of the parties usually interested in 
cases brought to the attention of the 
Department. 

“T believe,” said Commissioner Allyn, 
“that this new arrangement will estab- 
lish a closer relationship between this 
Department and the agents and will at 
the same time benefit the insuring pub- 
lic.” 

3efore coming with the Department 
Mr. Wagner conducted an insurance 
agency in Clinton. In addition to a 
course on insurance law at the Hartford 
College of Law, he completed a number 
of courses on various lines of insurance 

Mr. Maurice served as supervisor of 


over 


licenses under Commissioners Howard 
P. Dunham, John C. Blackall and W. 
Ellery Allyn. When he came with the 
Department in 1923 he was the only 
employe in the agency division. Today 
it has a staff of six regular employes 


and issues approximately 33,000 licenses 
to 7,200 insurance agents. Mr. Maurice 
is very well known among insurance 
agents. Dinners in his honor were re- 
cently given by a number of agents’ 
groups including Hartford, New Haven, 
Bridgeport and Torrington. 


COMMISSIONERS GROUP 2 MEET 

Group 2 of the National 
of Insurance Commissioners will meet 
in semi-annual session at the Statler 
Hotel in Washington, November 16, 17, 
it was announced by George A. Bowles, 
Virginia Commissioner, chairman of the 
group. Discussion at the meeting is ex- 
pected to center around the question of 
revising rates, rules and regulations in 
states in the group to bring them in ac- 
cord with the requirements of Public 
Law 15 passed by Congress as a result 
of the Supreme Court decision in SEUA 
case. 


Association 
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General Brokers’ Dinner 
Draws Crowd of 700 


CHRISTENSEN “AWARDED MEDAL 
President Nicoll Gibson Urges Higher 
Commission on Small Policies; 


Stoddard and Pink Speak 





With Frank A. Christensen, executive 
vice president, America Fore companies 
in the spotlight as the gold medal win- 
ner, the twentieth annual dinner of the 
(general Brokers’ Association at Hotel 
\stor, New York, Wednesday evening 





- - 

S. NICOLL SCHWARTZ 
attracted an attendance of more than 
700 including Insurance Department offi- 
cials, former Superintendents of Insur- 
ance, company executives oe associa- 
tion officials. Always one of the year’s 
biggest gatherings this week’s affair at- 
tracted more than usual attention by 
reason of its post-war aspects. 

Nathan Greenbaum, chairman of the 
dinner committee, and who is also execu- 
tive committee chairman of the asso- 
ciation, was in his best form in starting 
off the speech-making. It was his honor 
to introduce Col. Francis R. Stoddard, 
former Superintendent of Insurance and 
New York surety arbitrator, as toast- 
master of the evening. On hand were 
many of Col. Stoddard’s old friends in 
the Department including James A. 
Beha, Joseph F. Collins, rating bureau 
chief; Samuel R. Feller, former first 
deputy superintendents; George S. Van 
Schaick, former Superintendent; Charles 
\. Wheeler, chief of the casualty bu- 
reau; John E. Watson, now chief of 
mutual and fraternal division, and Louis 
H. Pink, former Superintendent, who 
was the speaker of the evening. 

Schwartz Presents Medal 

Highspot of the evening was the pre- 
sentation to Frank A. Christensen of the 
General Brokers’ gold medal, annually 
awarded for outstanding service ren- 
dered to the business of insurance, and 
S. Nicoll Schwartz as president of the 
association made this presentation. He 
recited Mr. Christensen’s fine work as 
executive vice president of the War 
Damage Corp.; his service to the cas- 


N. Y. CITY AGENTS REJOIN 





Reaffiliate in Interests of Unity, Says 
Smith; Stott Starts Vigorous 
Branch Office Attack 

The Association of Local Agents of 
the City of New York, which resigned 
from the New York State and National 
Associations August 31, 1943, on account 
of dissatisfaction over what its members 
considered their lack of force in attack- 
ing the branch office question, is renew- 
ing its affiliation with state and national 
bodies, retroactive to September 1. Ac- 
cording to Archibald J. Smith, president, 
this action is taken “in the interests of 
unity.’ 

In announcing the reaffiliation of the 
New York City agents, John C. Stott, 
president of the state association, ex- 
pressed the belief that their action is 
predicated on the constructive work done 
for the industry by the organization and 
the independent thinking of those hand- 
ling its problems. This addition places 
the membership of the state association 
at almost 1,200 

At the same time, Mr. Stott announced 
his intention (which he carried out at 
the meeting of the NATA in Chicago this 
week, in his minority report as a mem- 
ber of the branch office committee) of 
asking the National Association to re- 
affirm its opposition to the branch of- 
fice system and any extension thereof. 
His statement continues: 

“After such reaffirmation of the Na- 
tional Association’s position is made a 
matter of record, then the New York 
State association will ask that the branch 
office committee start to actively and 
fearlessly function in the matter to the 
end that these vicious practices in our 
industry may be curtailed. It would be 
well if at least a majority of the Na- 
tional Association branch office commit- 
tee could be made up of those independ- 
ent agents in our industry who are 
confronted in their own communities 
with competition from production branch 
offices.” 





ualty-surety business as president of the 
Association of Casualty & Surety Ex- 
ecutives, and his present leadership of 
the National Board of Fire Underwrit- 
ers. Appreciatively Mr. Christensen ac- 
cepted the medal. 

Revision of Commissions Schedule 

Urged 

Chief feature of Dar ditent Schwartz’s 
address was his plea that the existing 
commission schedule on small policies, 
both fire and casualty, be increased as it 
is today inadequate “in the light of the 
service which the broker is required to 
render and the increasing cost of main- 
taining an efficient office organization.” 
He pointed to the broker as an integral 
link in the insurance chain, and cited 
his ability to apply his knowledge intelli- 
gently to the needs of industry and of 
society in general. 

However, he added, this is not so 
easily accomplished “when we contem- 
plate the conflicting interpretations that 
occasionally arise and the need for 
translating the coverage to clients 
whose thinking processes are geared to 
manufacturing, merchandising and labor 
problems, rather than to abstract proba- 
bilities.” 

The speaker developed still further 
the broker’s varied activities, saying that 
he must confer with underwriters who, 


(Continued on Page 50) 


Anna Waugh Is Elected 
N. Y. Women’s Head 


MEETING HELD AT SYRACUSE 





New President of Federation of N. Y. 
Insurance Women’s Clubs Operates 
Agency at Albany 





The annual meeting of the Federation 
of New York Insurance Women’s Clubs 
was held in Syracuse October 20, in the 
Onondaga Hotel. A_ pre-convention 
meeting was held the evening of Octo- 





_ANNA E, WAUGH 


ber 19. Anna E, Waugh of Albany, 
acting president, was the presiding offi- 
cer at both meetings. 

The Syracuse Insurance Women were 
hostesses at dinner and, following the 
dinner, Luella Goodridge, first president 
of the State Federation, installed the 
following new officers and board mem- 
bers: 

President, Anna E. Waugh, Albany; 
vice president, Marguerite Fitzpatrick, 
Syracuse; corresponding secretary, Han- 
nah Jaffe, Albany; recording secretary, 
Lillian Lobdell, Rochester; treasurer, 
Edith Argus, Buffalo. Members at large, 
Julia Rolling, Fulton County, and Fran- 
ces Creagh, Binghamton. Other mem- 
bers of the board whose terms have not 
yet expired are Florence McCaskie of 
New York City and Catherine Dwyer 
of Schenectady. 

The next mid-year meeting will be 
held in Albany and the next annual 
meeting will be held in Rochester. 

Miss Waugh’s Career 

Miss Waugh, the new president, op- 
erates her own insurance agency at Al- 
bany. A native of Albany, she was 
graduated from St. Joseph’s High School 
and Albany Business College. Miss 
Waugh started out as a secretary, con- 
tinuing this work while she prepared 
herself to become a licensed agent and 
broker. Shortly after receiving her li- 
censes she was elected secretary and 
treasurer and a member of the board 
of directors of Ryan & Graves, Inc., 
general insurance agency of Albany. 

She resigned from the agency in 1937 
and in 1938 started in business for her- 
self. At first she conducted her business 
from an office outfitted in her home, but 
her business was increased, she secured 
a general agency contract, and now op- 
erates her agency from her office at 
75 State Street. 

Miss Waugh was the first vice presi- 
dent of the Insurance Women of Albany 
and second president of the group. 
When she was president she was elected 
as official delegate to the meeting of 
the National Association of Insurance 
Women at Milwaukee. 
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YOUR INQUIRIES SOLICITED 





Mrs. Archie Smith Dies 


Mrs. Edna V. Smith, wife of Archi- 
bald J. Smith, president of Zweig-Smith 
& Co., New York, died October 20 fol- 
lowing an appendectomy. In addition 
to Mr. Smith, she leaves her mother, 
Mrs. Mary L. Burkhart. 


Rhode Island Agents 
To Meet November 13 


The annual meeting of the Rhode 
Island Association of Insurance Agents 
will be held in Providence on Tuesday, 
November 13. The afternoon meeting 
will be held in the auditorium of the 
Providence Plantations Club, Abbott 
Park Place, and the banquet in the eve- 
ning will be at the Crown Hotel. The 
program has not been completed but 
will be announced later. 











LAING REJOINS BONITO & CO. 
John M. Laing has again assumed thie 


office of assistant secretary in an under- 


writing capacity with Alan H. Bonito & 
Co., Inc., New York City, general agent 
for a number of prominent companies 
writing all lines. Mr. Laing has been in 
the U. S. Army Air Forces for the past 
33 months and a few days ago received 
his honorable discharge. He started his 
insurance career in the New York mar- 
ket in 1921. 





HOME’S NEXT REVIEW CLASS 

The next review class to be conducted 
by The Home Insurance Co. for pros- 
pective brokers and agents will be held 
on Friday evening, November 16, from 6 
to 9:30 p.m., on the 14th floor of 9% 
William Street, New York City. Prob- 
lems presented in previous state exam- 
inations will be discussed. This is in 
preparation for the New York State 
brokers’ and agents’ examination. Those 
desiring to attend should notify K. Van 
Wagner, metropolitan department, 59 
Maiden Lane, New York City, for ad- 
mission card, 





Keating Brooklyn Manager 
For the Franklin Fire 


The Franklin Fire announces appoiit- 
ment of Walter F. Keating as manager 
of its Brooklyn office. He has just re- 
turned to the company after two and a 
half years in the U. S. Navy, serving on 
an LST which during the Norman dy 
invasion made 102 trips across the Chan- 
nel. Mr. Keating has been in the home 
office of the company for sixteen years. 
the last seven of which were spent in 
the Metropolitan department. 





EXTENDS PLAN TO CANADA 

The Insurance Co. of North America 
has extended its optional plan for “it- 
ing term fire premiums on an_ insta ill- 
ment basis to the provinces of Ontario 
and Quebec, Canada. 
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AMERICAN EXPANDS OFFICE 


Smith and Sabin Head Enlarged Office 
at Rockford, Ill.; Manager Jochen 
Makes Announcement 

Bert A. Jochen, manager of the west- 
ern department of the American Insur- 
ince Group at Rockford, Ill, announces 
hat the local office, hereafter to be 
alled the Rockford service office, will 
be materially enlarged with Shaler G. 
Smith continuing to supervise the fire 
and allied line business and Fred H. 
Sabin as marine and automobile super- 
visor. DeWitt Barningham and Mary 
Ken St. John will continue in their 
present capacities. 

Mr. Sabin has been state agent for 
the companies in Omaha since 1936, for 
Nebraska and western Iowa. After at- 
tending the Shattuck School and Brown 
University, he had six years of field 
service in Illinois and Minnesota before 
joining the group. 

Mr. Jochen said that the post-war out- 
look and the increasing demands of the 
marine and automobile business justify 
the expansion of the Rockford office. 





Royal Liverpool Group 
Issues Pocket Manuals 


The Royval-Liverpool Group announces 
its revised copy of the pocket manual 
for marine, inland marine, all risks and 
fire and allied coverages. Copies are 
now being mailed to agents and brokers, 
and additional copies may be obtained 
upon request. 

The handy pocket manual has been 
prepared for the personal property 
floater policy, which contains complete 
and up-to-date information on this cov- 
erage. This booklet has received favor- 
able comment from agents and brokers, 
and copies may also be obtained upon 
request. 





Ohio Premium Tax Case 

Hugh S. Jenkins, Ohio attorney gen- 
eral, announced Monday, that a Federal 
court, made up of three judges, two dis- 
trict judges and one circuit judge, will 
hear the suit instituted by the Aetna TIn- 
surance Co. and affiliated companies to 
enjoin the Ohio division of insurance 
from revoking their licenses because of 
failure to pay the 24%4% premium tax due 
this year. A temporary restraining or- 
der has been allowed. The constitution- 
ality of Ohio’s premium tax law is 
attacked. 

The state has filed its answers to the 
suits instituted by twelve life and fire 
companies to compel the state to segre- 
gate the taxes paid under protest and 
for recovery of the money paid. The 
state contends that “the insurance ac- 
tivities as alleged in the petitions are 
not interstate commerce under the con- 
stitution of the United States.” 





VALUED POLICY LAW RULING 
Insurance Commissioner D. D. Mur- 
phy of South Carolina has issued a 
ruling that no fire insurance company 
inlay issue a policy in the state except 
in accordance with the valued policy 
law. The Commissioner obtained an 
opinion from Attorney General John 
M. Daniel that factory mutual insurance 
companies are not exempt from the law 
nd that the law does not give them 
\uthority to write blanket insurance 
policies. 


Davis o on n Expense 


(Continued from Page 18) 


portion of salaries and expenses of 
eld men adjusting claims to loss ad- 
istment expenses. Where should office 
ent for loss department, including sta- 
istical department expenses, be placed? 
ne group allocates this to loss adjust- 
lent expenses. On the other hand 
‘wenty-five groups allocate to loss ad- 
justment expenses those assessments 
ind expenses of bureaus engaged in 
djusting claims. Salaries and expenses 
{ home office claim departments are 
assigned by only thirteen groups to loss 


adjustment expenses. There doesn’t yet 
seem to be a great deal of uniformity 
on line 15. 

‘Let us turn to line 18a, salaries of 
field men, under field supervisory ex- 
penses. Ten groups of the twenty-nine 
studied allocated gross salaries of field 
men to this item. Eighteen companies 
thought a little more refinement was 
necessary. Thev charged to this line 
salaries of field men but excluded the 
portion ascribable to loss expense or 
inspection expense. One company al- 
located to salaries of field men over- 
riding commissions of field men operat- 
ing on commission basis. Certainly there 
is an honest difference of opinion on 
line 18a, also. 

Expenses of Field Men 

“Drop down to line 18b, expenses of 
field men,” said Mr. Davis. “Again there 
is a difference of opinion, only more 
so. Nine groups allocated to this item 
gross expenses of field men, while 
twenty excluded the portion of expenses 
of field men chargeable to loss expense 
or inspection expense. Office expenses 
of field men such as rent, clerical, 
stenographic, typing and supplies pur- 
chased locally were allocated by twenty- 
six groups to this line. And now here 
comes an item on whose allocation 
evervone agreed: automobiles purchased 
for field men’s use and mainténance of 
same—all twenty-nine groups agreed on 
this, and T, for one, am very happy 
that they did. That is just another extra 
blessing of this automobile age! 

“T could run through many of the 
other lines on the annual statement and 
there would be just about the same 
degree of uniformity. On line 19, sal- 
aries and fees, complete uniformity is 
reached in only two cases out of a 


possible -twenty-two. All twenty-nine 
groups placed their head office em- 
ploves wnder this item, except those 


charged to loss adjustment expenses. 
Furthermore, they agreed that all over- 
time should be entered on this line 
On the other hand only eleven placed 
fees paid independent auditors under 
salaries and fees, while two allocated 
this item to general office and sixteen 
to audit fees. Twenty-two groups con- 
sidered allowance for meals as a part 
of salaries and fees and another al- 
located cafeteria to this item. 
“Moving down to line 20, rents, we 
find the same uniform lack of uniform- 
itv. Eight groups charged alterations 
and repairs to this line. for example, 
whereas five charged them to general 
office expenses, twelve to real estate 
expenses and two to furniture and fix- 


tures. 

“As for line 21, general office main- 
tenance expenses, twenty companies 
thought electric current should’ be 


charged to this line, while two charged 
it to rents and five to real estate ex- 
penses. And here is a rather curious 
item. Twenty-four groups charged their 
moving expenses to line 21, general of- 
fice maintenance expenses, whereas two 
charged them to rents and two to 
postage, telegraph and telephone. 
Summary of Expense Items 

“To summarize this analysis of the 
allocation of expenses by these twenty- 
nine groups, representing ninety com- 
panies: Had all of the twenty-nine 
eroups allocated each of the expense 
items surveyed in a uniform manner, 
there would have been a possible score 
of 2,117. Instead of that, there was so 
ereat a divergence in the allocation of 
expenses for these items, that a score 
of only 1,004 was achieved. Therefore, 
we might say that in uniform account- 
ing practices for these lines of the 
annual statement representative groups 
of fire insurance companies made a 
score of only 47%. 

“Certainly the point need be labored 
no longer that little uniformity in clas- 
sification of certain expense accounts in 
fire insurance exists at the present time. 
The only justifiable difference of opin- 
ion, it seems to me, would center around 
the significance of this lack of uniform- 
ity in expense classification.” 

Almost Uniform Not Enough 

Turning to what the effects of lack 
of uniformity may mean in Federal 





and state government circles, Mr. Davis 
said: 

“Nor do I believe that it will be 
softened very much after January 1, 
1948, if Congress is told that insurance 
accounting is almost uniform. I believe 
that Congress or the Department of 
Justice or, let us just say, interested 
persons in Washington, will consider 
they have discovered an Achilles heel 
for the fire insurance industry if its 
accounting practices are not as uniform 
as possible; where there are, indeed, 
acknowledged large gaps in uniformity. 

“A uniform classification of expense 
accounts is eminently desirable for more 
adequate state regulation, whether a 
Public Law 15 had been passed or not 
and regardless of whether the insurance 
industry is living, in effect, on borrowed 
time during this moratorium period. It 
is also my opinion that page 3 of the 
annual statement could be substantially 
rearranged to group expenses by func- 
tions. 

“The answer, I believe, is that the 
insurance companiés have been _per- 
mitted by New York State statute to 
combine and charge identical rates be- 
cause it was felt to be in the public 
interest. In return, the insurance com- 
panies agreed that these rates would be 
neither unfair, unreasonable or discrim- 
inatory; and that they be adequate. The 
Insurance Department has been charged 
with the responsibility of secing that the 
insurance companies live up to their 
side of the bargain.” 


Upward Trend of Expense Ratio 


Tracing the growth of the expense 
ratio in fire insurance Mr. Davis said 
that as far back as 1911 the Merritt 
report to the New York legislature 
criticized an expense ratio of 38%% as 
“a very large amount for a business 
which consists, essentially, simply in the 
collection and subsequent, distribution of 
money.” By 1921 the ratio had reached 
42% and by 1939 the Insurance Depart- 
ment allowed a permissible loss ratio 
of 45%. When fire insurance rates were 
up for revision in New York recently 
‘he formula was advanced to 49%, and 
in 1944 the incurred expenses of all 
stock fire companies absorbed 51 cents 
of each premium dollar. 

Asking what position the New York 
Insurance Department may be expected 
to take with respect to rising expense 
ratios Mr. Davis said the trend is so 
unmistakably upward that “supervisory 
authority is not worth its salt unless it 
takes cognizance of this trend and lays 
plans fairly to cope with it in the in- 
terests of the insuring public. 

“In the past these increases in the 
expense portion of the premium dollar 
have been almost always resolved by 
an acceptance of the fact, as a_ kind 
of fait accompli. Now that expenses 
have crossed that 50 cent line, and 
are still apparently going strong, it 
seems only sound that any further in- 
creases in expenses be accepted only 
after considerable scrutiny. 

“Indeed, is it to the vital interests 
of the great majority of fire insurance 
carriers to have their expenses go up 
at all? Competition, despite what the 
Department of Justice has charged, does 
exist in the insurance business. It must 
be recognized that an insurance com- 
pany can be operated according to sev- 
eral methods. Does it not well behoove 
those who subscribe to one form of 
operation and ownership not to allow 
their costs to get too far out of line 
with the others? 


How Uniformity Will Be Helpful 


“How will uniform allocation of ex- 
pense accounts be helpful as a guide 
in the determination of expenses?” 
asked Mr. Davis. “In the first place 
uniformity would permit the Insurance 
De partment and the insuring public to 
know just. what functional expenses are 
causing the upward trend of expenses. 
Surely that is justified, just as any 
company whose expenses are rising 
seeks to be able to put its finger on 
the expenses responsible. Not only will 
the aggregate figures for the industry, 
or its particular branches, serve as a 
useful guide but separate company fig- 


New Institute President 


(Continued from Page 10) 
tious and splendid work for the Insur- 
ance Institute and the business of in- 
surance. 

The following are the governors of the 
Institute: E. H. Boles, president, Gen- 
eral Reinsurance; Donald C. Bowersock, 
president, Boston and Old Colony; 
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Henry Collins, U. S. manager, Ocean Ac- 
cident & Guarantee; Rexford Crewe, 
Hartford Accident & Indemnity; John 
J. King; Gilbert Kingan; H. H. Neale, 
president, Neale-Phypers Co., Cleveland ; 
and G., Crist, Jr., vice president, Fi- 
delity . genie 


ures may help in any expense determi- 
nation, too. 

“Accurate figures which indicate what 
each company is spending for its vari- 
ous functions can be helpful in deter- 
mining whether the aggregate expense 
experience of the industry should be 
the sole criterion. Conceivably some 
heavy spenders could so influence the 
aceregate that the expense portion of 
the premium dollar might seem to war- 
rant an increase, although the majority 
of companies might not actually find 
an increase necessary or desirable for 
competitive reasons. 

Factor of Rate Levels 

“It has been argued that one reason 
why the expense ratio has been rising 
is because the level of rates has been 
falling. However, upon close examina- 
tion, this reason is more apparent than 
real. The largest disbursement items, 
commissions and losses, are tied in di- 
rectly with the rate level. Admittedly 
such items as home office expenses do 
assume a greater portion of the pre- 
mium dollar when rates are reduced, for 
these expenses do not go down com 
mensurately. 

“However, the general increase in 
writings that has occurred has tended 
to exert a reverse influence and de- 
crease the cost of home office overhead 
per dollar of writings. Balancing one 
factor off against the other, I do not 
believe the decline in the rate level has 
been the primary cause of the upward 
trend in fire insurance expenses. 

“The rate levels of other kinds of 
insurance have declined without such 
a commensurate rise in the expense 
ratio. For automobile insurance the rate 
level has declined 31.7% during the 
vears 1924 to 1945 whereas the expense 
ratio of the premium dollar for stock 
companies during that period only in- 
creased from 46.9 cents to 48.3 cents or 
a rise of 3%. But in fire insurance rates 
have declined 32% during the same 
period while stock company expenses 
increased from 46 cents to 51 cents or 
an increase in the premium dollar of as 
much as 11%. In each case, of course, 
the expense ratio includes all loss ad 
justment expenses.” 
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Coordination in Ads 
Favored by Ashmead 


WOULD AID PUBLIC RELATIONS 





Phoenix Officer Believes Tie-in with 
National Board Themes by 
Companies Desirable 


Concerted effort by insurance compan- 
ies for the purpose of developing a co- 


ordinated advertising program which 
would make the desired impact on the 
public was suggested by John Ashmead, 
assistant secretary of the Phoenix of 
Hartford, when speaking before the an- 
nual meeting of the Adver- 
tising Conference in New York City last 
relations 


Insurance 
weck. Discussing how public 
can be assisted by advertising he said 
the impact on the public mind would be 
greater if individual insurance compan- 
ies, over their own signatures, devoted 
definite amounts of space and time to 
tie-in with current National Board of 
Fire Underwriter themes. He believes 
more good would be accomplished and 
the costs distributed. 

Carrying the thought a step further 
he stated that if agents and brokers 
were to include National Board copy 
ideas in their local advertising the gen- 
eral reader value would be many times 
greater. Something similar to what he 
suggests Mr. Ashmead believes must 
eventually develop. Tracing the evolu- 
tion of such a program he said: 

National Board Campaign Expands 

“Ten years ago the National Board 
spent nothing for advertising,” said Mr. 
Ashmead. “In 1945 it will spend $350,- 
000. This, of course, is not comparable 
to what is being done to develop public 
opinion in favor of certain soups, ciga- 
rettes, and gasoline; but then, contrary 
to populz ir Opinion, fire insurance is not 
as big a business. 

“Tt is not to be expected that any 
single fire insurance company will ever 
be able to afford an advertising cam- 
paign the size of those now carried on 
by other larger businesses. At least not 
so long as so many insurance companies 
are competing for business; ner so long 
as the cost of insurance is only a very 
small, decimal part of the other fellow’s 
revenue dollar, as it necessarily must al- 
ways be. 

“Eventually an insurance program will 
evolve that will compare in effectiveness 
with anything being done. Today the 
insurance story is being told to more and 
more people. The use of the printed 
word wasn’t enough and we have seen 
an increasing use of radio. Now once 
a week insurance is talking to some 
three million listeners. 

Reaching Rural Areas 

“Three million listeners is about one 
forty-fifth of the present population of 
the United States, most of whom live 
in urban communities. A little less than 
one-half the total popul: ition lives on the 
farm or in communities of 2,500 and 
less. Another way of reaching these 
people is through their daily and weekly 
newspapers. Undoubtedly here lies an 
opportunity for the local agent to co- 
ordinate his advertising efforts with the 
central theme. 

“There are some great obstacles in the 
way of using the rural press, of course,” 
said Mr. Ashmead. “One is mechanical. 
The job of serving them with advertise- 
ments is vast and detailed. The orders 
are for a few dollars each. We insur- 
ance people understand that kind of job 
because we have so many small policies 
that bring in a premium of $5 or less for 
each policy. It would take several hun- 
dred of those little weeklies to make up 
the total circulation of a large metro- 
politan daily, and it would take a lot of 
work to reach them, especially when we 
compare that work with the simple job 
of placing an ad in a large newspaper. 

Jut if everyone is to understand us 
we must reach him in some way with 
our message. People have time to read 


in those rural areas—and I believe that 
one of the great balance wheels of what 
we have come to call the American way 











JOHN ASHMEAD 


of life may be found in our smaller com- 
munities. 

“| think I might summarize by say- 
ing that we should at frequent intervals 
re-examine our whole way of advertis- 
ing and the media we use. Maybe we 
are doing the best possible job with the 
money we have to spend. That may well 
be true. But I wonder whether we al- 
ways use our space in telling our story 
in the most effective way. I think we 
could devise better, more effective 
themes—and together throw all the 
weight of our individual advertising be- 
hind common, fundamental, understand- 
able copy, expressed in simple, everyday 
words. The railroads and utilities do it, 
and do it well. We can, too.” 


NEW ILLINOIS FIRE FORM 








Standard Policy, Replacing Old Form 
in Use Over 30 Years, Based on 
the New York Standard 
A new standard policy for fire and 
lightning insurance has been designated 
for use in Illinois to replace the old 
form which for more than thirty years 
has been specifically required by state 

law. 

Under the terms of the rules and 
regulations made public by Director of 
Insurance N. P. Parkinson this new 
policy was adopted to be made effective 
January 1, 1946. After that date all 
companies writing fire insurance in this 
state will be required to use this mod- 
ernized and more liberal form, Provi- 
sion also is made whereby holders of 
policies in force prior to January 1, 
1946, may elect to have the new bene- 
fits made retroactive to cover their 
risks, 

These new rules and regulations are 
in accordance with the legislative pro- 
gram of Governor Dwight H. Green, 
whereby the General Assembly repealed 
the statutory requirement which had 
the effect of freezing the basic form 
of policy used in Illinois. Changes could 
be made only by legislative action. Un- 
der the law as amended, as improve- 
ments may be found necessary, the 
Director of Insurance now has author- 
ity to change the basic form by promul- 
gating the rules and regulations without 
depending on the slow legislative pro- 
cedure formerly required. 

The new standard form follows closely 
the new New York form which has 
been adopted by legislative action in 
many other states. 


H. A. YOUNG JOINS HOME 

Harold A. Young, well known along 
William Street as a fire insurance pro- 
duction man, has joined the Home of 
New York in its metropolitan New 
York production department. Formerly 
Mr. Young was connected with the 
agency of Hoey, Ellison & Frost, Inc. 
for two years and before that with 
Crum & Forster. A graduate of East 
Orange High School, he is active in 
suburban New Jersey club circles and 
belongs to the Maplewood Country Club. 








Ohio Association Names 
Leeds Bronson President 


HOLDS ELECTION BY MAIL VOTE 


May Vice President; Van Vechten Re- 
elected State Director; Hale Awarded 
Paul Revere Trophy 








Election of Leeds Bronson, Hamilton, 
president, and Gustav May, Cincinnati, 
vice president, by mail vote was an- 
nounced at the annual meeting of the 
board of trustees of the Ohio Associa- 
tion of Insurance Agents, Inc., held at 
Granville, October 17. J. F. Van Vech- 
ten, McIntosh-Bowers-West Co., Akron, 
was re-appointed state national director. 

Newly elected trustees and officers 
were installed by Karl D. Dakin, Le- 
banon, former president. The new trus- 
tees are C. E. Nodler, Portsmouth; Mil- 
ton R. Bennett, Sidney, and Leland T. 
Powell, Locke-Powell Agency, Mans- 
field. Retiring trustees are E. M. Far- 
ley, Caldwell; John R. Hare, Bellefon- 
taine, and Eckley R. Chase, Medina. 
_While the Ohio Association is omit- 
ting a fall meeting, delegates from 24 
local boards were invited to attend the 
sessions. Conferences of local board 
delegates heard reports on the Bank 
and Agent Auto Plan, year round fire 
prevention education proposal, and 
plans for association activity. 


Hale Awarded Trophy 


Award of the Paul Revere Trophy 
(Insurance Board of Cleveland) given to 
the member making the most outstand- 
ing contribution to Association activities 
and previously held by Karl D. Dakin, 
Lebanon, was made to Clayton G. Hale, 
Cleveland. 

Leeds Bronson, newly elected presi- 
dent, just completed a term as_ vice 
president. President Bronson is past 
president of the Hamilton Association 
of Insurance Agents and has served on 
many industry committees. He is chair- 
man of the legal defense fund commit- 
tee. 

Gustav May, elected vice president, is 
a former president of the Cincinnati 
Fire Underwriters Association, and 
member of the NAIA education com- 
mittee. Mr. May is serving on industry 
and association committees and_ is 
widely recognized as a student of the 
insurance business. 

Clayton G. Hale, Cleveland, member 
of the liaison committee and member of 
the industry forms committee, gave a 
report on the activities of these two 
groups. 

Election of district presidents and the 
inauguration of a more extensive pro- 
gram within the nine districts was an- 
nounced by Executive Secretary Theo- 
dore M. Gray. The new district presi- 
dents are Ray R. Schryer, Lima; John 
Marlow, New Philadelphia; Thomas M. 
Lynn, Zanesville; Dwight H. Ruther- 
ford, Athens; Donald T. Dillon, Ports- 
mouth, and John C. Tubbs, Toledo. 





Harrington Speech 


(Continued from Page 36) 


procure from your clients will be used 
to some extent at least in considering 
automobile rates to be used in 1946. We 
have heard no complaint from the auto- 
mobile owners about furnishing the in- 
formation requested. When the purpose 
behind the questions is properly ex- 
plained, the person seeking the infor- 
mation appears to be satisfied. 

_ “It is alleged that the accuracy of the 
information is questionable. This is a 
reflection upon the honesty of the in- 
suring public of this Commonwealth. I 
do not believe that the majority of the 
people in this Commonwealth are less 
honest than the people of other states 
where information has been accumu- 
lated over the signature of the assured. 
It has been stated that the plan re- 
quires more work on the part of the 
producer. I doubt that the producer who 
is interested in the welfare of his clients 
objects to the little additional work he 
is required to do, particularly if the 










RHODE ISLAND 
A Small State with an 
Impressive Background 


eIda Lewis of Newport received 
world-wide fame by helping her 
mother keep Lime Rock Light in 
Newport Harbor, after the Keeper, 
her father, became ill. At 15 years, 
she learned to handle a boat under 
all weather conditions, by taking 
her younger brothers and sisters to 
school on the mainland. After her 
parents’ deaths she held the position 
of Keeper for the rest of her life, and, 
although small and underweight, she 
made many daring rescues which 
brought her honors and medals and 
the title of “The Grace Darling of 
America.” Following her death in 
1911 Lime Rock Light was given her 


name, 


e The Rhode Island Insurance 
Company learned early in its career 
that all sailing cannot be done in 
fair weather; that the most useful 
experience is built up during the 
stormy periods, 
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PROVIDENCE e RHODE ISLAND 
Progressive in Outlook 
Conservative in Management 
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work results favorably to his client. The 
insurance producer of this state has 
demonstrated over a long period 0! 
years his interest in the lowest cost 
insurance for the insuring public. ; 

“When we consider the amount 0! 
paper work which you are willingly un- 
dertaking in connection with the bank- 
agent program, involving insurance pre- 
mium units of smaller size than those 
charged for automobile liability and 
property damage insurance, I doubt you 
will regard’ it a burden to procure the 
information requested to satisfact rily 
underwrite automobile insurance in the 
public interest.” 
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Marine Underwriters Hit Diversion 
Of Insurance to Foreign Markets 


Say Coverage on Exports Financed by United States Govern- 
ment on Unsecured Loans is Transferred Abroad; Ask 


Equal Opportunity With Foreign Competitors 


Thomas J. Goddard, president of the 
American Institute of Marine Under- 
writers and also partner in the leading 
marine underwriting firm of Chubb & 
Son, stated this week that the unse- 
cured foreign governments 
which are now being made or contem- 
plated by the Government of the United 
States for the purpose of promoting the 
foreign trade of this country will un- 
questionably be used by the foreign gov- 
ernments concerned in such manner as 
to divert to foreign markets a large vol- 
ume of marine insurance which nor- 
mally would be placed in the American 
market by the American seller. 

Such diversion of business has already 
occurred, and this process will undoubt- 
edly continue if permitted by our Gov- 
ernmerit. The underwriters believe that 
this is not only damaging to the insur- 
ance companies, but detrimental to the 
economy of the United States. 


Memorandum Published 


The American Institute has published 
a detailed memorandum on the subject 
for general distribution and available 
for use by those in Congress or in 
other branches of the Government who 
may have occasion to deal with the sub- 
ject. American underwriters, the memo- 
randum says, seek an opporttnity to dis- 
cuss the problem with any Congressional 
committee or administrative agency in- 
terested. 

“In justice not only to the marine in- 
surance companies but also to the Amer- 
ican taxpayers,” Mr. Goddard said, 
ask that any marine insurance which 
may be required on American exports 
financed by the United States Govern- 
ment or any of its agencies, or paid for 
with funds loaned by the Government 
or any such agency, be placed in the 
customary manner in the American mar- 
ket whenever the insurance is obtain- 
able here at rates comparable to those 
available in other markets for equal cov- 
erage and security. 

“Tf foreign countries, operating with 
funds loaned by the United States Gov- 
ernment, are permitted to transfer the 
insurance on American exports to their 
own marine insurance markets, Ameri- 
can underwriters will inevitably suffer 
the loss of a large proportion of their 
normal business.” 

He stated that Congress repeatedly 
has recognized that an adequate marine 
insurance market is indispensable to the 
successful operation of the American 
merchant fleet, but pointed out that de- 
velopment of such a market will be im- 
possible if United States Government 
funds are to be used to divert to foreign 
inderwriters marine insurance which 
itherwise would be placed in the United 
States. He explained that the existence 
or lack of adequate marine insurance 
facilities in this country may well be a 
vital factor in determining how future 
shipments will be financed and under 
what flag they will be transported. 


loans to 


Favor Foreign Loans 
Mr. Goddard made it clear that the 
underwriters are entirely in sympathy 
with the general policy of making loans 
to foreign governments with a view to 
stimulating foreign trade. They are con- 


fident, however, that these loans can be 
made fully effective without diverting 
the marine insurance from the channel 
in which it would normally flow, and 
thereby seriously weakening the Ameri- 
can marine insurance market as an in- 
strument in the development of Ameri- 
can commerce. ; 

The membership of the American In- 
stitute of Marine Underwriters consists 
of eighty-four insurance companies, in- 
cluding both American companies and 
foreign companies admitted to do busi- 
ness in the United States. These eighty- 
four companies write an overwhelming 
majority of the marine insurance risks 
written in the United States. 

The memorandum tells of legislative 
encouragement given to shipping and in- 
surance at the time of the first World 
War. Through exemption from anti- 
trust acts marine underwriters after 1920 
were able to increase the capacity of 
the American market and successfully 
to meet foreign competition. With this 
government encouragement the Ameri- 
can market has over the years greatly 
expanded its service to American mer- 
chants and shipowners. In the present 
war, during the early months when the 
Government could not insure military 
supplies the commercial market took all 
risks and American Hull Syndicate 
losses wiped out all profits which had 
been realized during twenty years of 
existence and left a net loss of over 
$8,000,000. 

It is pointed out that American marine 
insurance has never had any tariff pro- 
tection or any form of subsidy, but it 
cannot operate with restrictions. Under 
present conditions the world is no longer 
a free market and American marine un- 
derwriters, it is stated, must have the 
cooperation of their government to 
maintain their position in the field of 
international trade. Offering suggested 
remedies to the present difficulties the 
memorandum says: 


Suggested Remedies 


“What, then, do American marine in- 
surance underwriters want; and what is 
their purpose in bringing their industry 
to the attention of the American gov- 
ernment? In general, American under- 
writers want protection against currency 


biocs and other forms of control by for- 
cign governments, whereby their busi- 
ness is being diverted to foreign mar- 
kets. All that they seek is to preserve 
the histtorical patterns of the business. 

“In connection with shipments to and 
from the United States, which constitute 
the very heart of their business, Ameri- 
can underwriters feel that they are en- 
titled to retain the same proportion of 
the marine insurance business which 
they have had in the past, as long as 
they are prepared to write it on terms 
and conditions comparable to those of- 
fered in other markets for the same 
coverage and security. In connection 
with foreign business which formerly 
went to Germany, Italy and Japan, 
American underwriters feel that they 
are entitled to an opportunity to com- 
pete for a fair share of this business. 

“Unless our Government takes steps 
to protect the American market, how- 
ever, it will have no opportunity to ex- 
pand and is almost certain to lose a very 
substantial share of its present business. 
Under normal conditions, a large pro- 
portion of our fore‘gn trade is financed 
by American business men, who place 
their marine insurance in this market. 
If this system is changed and shipments 
are financed by the foreign buyers with 
credits established by the United States 
Government, it must be anticipated that 
the marine insurance will all be placed 
abroad. 


Must Ask Protection 

“American underwriters greatly prefer 
a system of open competition, free from 
governmental or other controls; but 
when such controls are exercised by im- 
portant foreign governments—including 
control of transactions in which such 
governments have no direct interest, we 
recognize that the time has come when 
we must ask our own Government for 
protection. 

“Tt would be presumptuous for marine 
insurance underwriters to suggest the 
terms on which our Government should 
make the foreign loans which are now 
under consideration. All that they ask 
is an opportunity to be heard as to the 
s‘eps necessary to protect their own in- 
dustry. They are confident that such 
protection can be afforded in a manner 
consistent with whatever form the pro- 
posed loans may ultimately take. 

“Supplementing the above’ general 
statement, we wish to make one specific 
suggestion for which we ask immediate 
consideration. We ask that any marine 
insurance which may be required on 
American exports financed by the United 
States Government or any of its agen- 
cies, or paid for with funds loaned by 
the Government or any such agency, be 
placed in the American market when- 
ever such insurance is obtainable here at 
rates comparable to those available in 
other markets for equal coverage and 
security. In following this course, the 
United States Government will merely 
be exercising a privilege normally con- 
ceded to the person who finances ex- 
ports. 

“Moreover, apart from any profit 
which may be realized, a very substan- 
tial proportion of all premiums received 
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in this country are paid out here in the 
form of various expenses, including 
taxes, wages and salarics. The maczine 
insurance business in this country fur- 
nishes employment to many thousands 
of persons. This is an important consi(- 
eration under present conditions, when 
every effort is being made to stimulate 
employment in this country. 

“In connection with the foregoing, we 
call attention to the fact that Congress 
has made provision for the protection 
of American shipowners by requiring 
that shipments financed by the United 
States Government to foster the export 
of agricultural or other products, shall 
be carried in vessels of the United 
States, a al available at reasonable 
rates (U. Title 15, Section 616a). 


Govt. pe Exports 

“The urgency of the present si‘uation 
arises from the fact that ivsurance busi- 
ness which has been in this market for 
many years and would normally remain 
here is being diverted to other markets 
as a result of government controls 
\ large proportion of the shipments 
financed by the Export-Import Bank 
would normally be insured in this mar- 
ket; but many of them will be trans- 
ferred to foreign markets if our Gov- 
ernment permits this to be done. We 
recognize that citizens of the United 
States have a perfect right to insure 
abroad if they wish to do so, but in the 
case of exports financed by our own 
Government, we feel that different con- 
siderations apply. 

“Tf our Government, for reasons of 
policy, wishes foreign markets to share 
in the insurance of such exports, we, of 
course, could not object to their having 
a reasonable participation; but we would 
prefer that such participation be in the 
form of reinsurance of the American 
market and, in any event, we think it 
should be subject to an understanding 
that some return can be expected in the 
form of similar cessions from foreign 
insurance markets. 

“What we seek, in this connection, is 
not so much to expand the volume of 
our business, but rather to retain the 
business we already have and, wherever 
possible, to obtain a greater variety and 
spread of risks. We cannot hope to 
accomplish these ends under present 
conditions unless we have the support 
of our own Government in connection 
with business which it controls. 

“We have commented on the interna- 
tional character of marine insurance and, 
in this connection, we call attention to 
the very liberal attitude which the vari- 
ous states of the Union have always 
maintained toward foreign insurance 
companies which desire to qualify for 
the transaction of business here. Such 
companies, which pay taxes and employ 
labor in this country, are recognized and 
accepted as an integral part of the 
American market. Obviously, however, 
a similar attitude would not be justified 
in the case of non-admitted insurers. 
Such insurers pay no taxes in this coun- 
try and contribute nothing to the Ameri- 
can economy. 


Hope to Keep Business of the Past 

“In closing, we wish to emphasize 
again that we have no desire to take 
advantage of the chaotic conditions 
which now prevail in international trade, 
with a view to capturing the business 
of other existing insurance markets or 
bringing about any sudden and radical 
departure from the normal channels of 
trade. On the contrary, as stated above, 
our immediate concern is not about get- 
ting new insurance business, but about 
keeping the business we have had in 
the past. 

“Certainly, it is not intended that any 
lending program adopted in aid of for- 
eign countries should be used as a 
means of building up foreign insurance 
markets at the expense of our own; but 
this is almost certain to happen unless 
the interests of the American marine in- 
surance market are borne in mind. For- 
eign governments will undoubtedly be 
keenly alive to the possibility of divert- 
ing marine insurance to their own mar- 
kets, and we trust that any action along 
this line will be met by an equally vici 
lant. attitude on the part of our own 
Government.” 
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ALU Executive Outlines Present 


Insurance Laws of South America 


\ review of insurance laws of South 
\merican countries was presented by 
William F, Delaney, Jr., secretary of 
American International Underwriters 
Corp., when speaking before the annual 
meeting of the Insurance Accountants’ 
\ssociation in New York City on Octo- 
ber 18. republics there 
have differing laws and restrictions gov- 


Twenty-three 


erning foreign companies and as a re- 


sult, business must be done in a dif- 
ferent way in nearly every country. 

3razil forbids entrance of any Ameri- 
can or foreign insurance companies, said 
Mr. Delaney, not admitted to do busi- 
ness prior to 1934. 

“Brazilian law likewise provides for 
the conversion of foreign companies now 
in Brazil into Brazilian companies,” said 
Mr. Delaney. “This is popularly known 
as nationalization of foreign companies. 
This conversion of foreign companies in 
Brazil has been temporarily stayed, at 
least until 1946. The ban against ad- 
mission of new companies, however, does 
continue. There are today two American 
companies in Brazil—the Home and the 
(Gireat American, and there are twenty 
British companies in Brazil. 

Owned by Brazilian Nationals 

‘Brazilian law requires that all insur- 
ance companies in Brazil be owned en- 
tirely by Brazilian nationals and there 
must be definite proof that every share- 
holder is a Brazilian. Brazilian estates 
may be administered only by Brazilians. 
Brazilian children of foreign parents 
may own shares, but Brazilian admin- 
istrators must be appointed. 

“Brazil compels all reinsurance in 
3razil to be placed with the Reinsurance 
Institute of Brazil, 

“The Institute de Resseguros do 
srazil, or, as it is popularly known, the 
LR.B., was created by executive author- 
ity under the constitution of Brazil and 
commenced operating in April, 1940. 
Both domestic and foreign insurance 
companies doing business in Brazil are 
compelled to reinsure with the I.R.B., 
providing the I.R.B. is operating in that 
field. Today, compulsory reinsurance 
with the I.R.B. is required in connec- 
tion with fire, aviation, marine, per- 
sonal accident and life. All other insur- 
ance or reinsurance companies are ex- 
cluded from the field of reinsurance, ex- 
cept by way of retrocession. The I.R.B. 
determines what retention each insur- 
ance company may keep. The balance 
must be ceded to the I.R.B. on terms and 
conditions determined by it. 

Retrocessions of I.R.B. 

“The LR.B. does not retain all reinsur- 
vnce ceded to it,” continued Mr. De- 
laney. “It retrocedes to Brazilian and 
foreign insurance companies in Brazil on 
a compulsory basis. Companies are 
obliged to accept all amounts offered by 
the L.R.B. and upon the terms and con- 
ditions laid down by the TLR.B. 

“As an example, the I.R.B. has three 
fire surpluses. The first surplus is retro- 
ceded 75% to Brazilian companies and 
only 25% to the foreign companies. The 
second surplus fire treaty is retroceded 
40% to Brazilian companies and 60% to 
foreign companies already admitted in 
Brazil. The third surplus treaty is retro- 
ceded 100% to foreign companies already 
in Brazil. No fire insurance business 
coes out of Brazil today. This is, of 
course, not true in all fields, particularly 
in marine. 

“Under Decree 3,172 of April 13, 1941, 
when the risk exceeds 1,500,000 Cruzeiros 

U. S. $75,000), 50% of the risk must be 
insured with a Brazilian company. Like- 
wise, the law prohibits an insured from 
reducing insurance which it has in a 

Brazilian company in order to place it 
with a foreign company. Fire insurance 
is Obligatory in Brazil on property- 


owners if the property is worth more 
than $25,000. A company  reinsuring 
abroad without the consent of the I.R.B. 
is liable to a fine of 30% of the declared 
value of the policy. 

Chile 

“In 1927 Chile enacted a law, No, 4228 
of 1927, regulating insurance and rein- 
surance. Insurance was restricted to na- 
tional companies. No new foreign com- 
panies are admitted, but here again for- 
eign companies already established in 
Chile have been permitted to continue. 

“The Reinsurance Bank of Chile was 
the first state reinsurance organization 
in South America. ‘La Caja’ was cre- 
ated in 1927 and, by law, all reinsurance 
of Chilean business must be placed with 
Chilean companies. Chilean companies 
are not allowed to reinsure with ad- 
mitted foreign companies. They may 
reinsure with themselves, but any ex- 
cess must be placed with the Reinsur- 
ance Bank. The Reinsurance Caja keeps 
its own retentions on all reinsurance 
ceded to it and retrocedes by offering 
the excess first to National companies. 
The excess may then be ceded to for- 
eign companies, either admitted or 
abroad. 

“The Reinsurance Dank of Chile retro- 
cedes abroad with companies in the 
United States, Argentina, Britain, Swit- 
zerland and Uruguay and has a faculta- 
tive business with Lloyd’s. It is allowed 
to take direct insurance with the appro- 
val of its directors if no national com- 
pany in Chile is prepared to take the 
risk. The Reinsurance Bank, while it 
has no monopoly today, may initiate a 
monopoly by taking over a_ particular 
field in which case the monopoly lasts 
for five years. At the end of this time, 
any national company may advise the 
bank that it wishes to operate in this 
field and thereby receive the right to 
go into that field. It is obliged to pay 
a fee to the bank to cover its expenses 
for experimenting in the field. 

“Admitted foreign insurance compan- 
ies in Chile reached an agreement with 
the Chilean government pursuant to 
which they cede 20% of their direct 
business to the Reinsurance Caja. The 
balance may be reinsured abroad. 

“A foreign company must have a capi- 
tal of at least 1,000,000 Pesos (U. S. 
$40,000) for each risk written and must 
accumulate a_ surplus fund equal to at 
least one-half of its paid-in capital by 
installments of at least 10% of its an- 
nual net profits. 


Argentina 


“Argentina has many insurance com- 
panies, both national and foreign. It 
has not yet shown a very. nationalistic 
trend although it does nof at this mo- 
ment permit new foreign life insurance 
companies. Recently legislation was 
proposed to provide for an Argentine 
Reinsurance bank, but it has been op- 
posed by both Argentinian and foreign 
companies. 


Uruguay 


“Uruguay has a state monopoly ot 
insurance. The monopoly becomes effec- 
tive only after the executive power has 
declared that it will start writing busi- 
ness in the particular field. The mo- 
nopoly is run by the State Insurance 
Bank. The National Administrative 
Council has decreed that the following 
fields are reserved exclusively for the 
State Insurance Bank—risks on plate 
glass; risks on death of animals; life in- 
surance; hailstorm; workmen’s compen- 
sation; riot and civil commotion. For- 
eign companies already admitted are 
permitted to write a fire business, but 
no new companies may be entered. 

“The State Bank, of course, cannot 
carry the entire load and, therefore, it 
arranges for retrocessions abroad. It is 
at this point of reinsurance that foreign 
companies mainly enter the Uruguayan 
picture. Most of the Uruguayan insur- 


ance is profitably handled by American 
companies.’ 

Peru is another country excluding for- 
eign insurers, but permits reinsurance 
abroad, with the consent of the Insur- 
ance Superintedent. Foreign companies 
may enter Bolivia for a deposit of 
$25,000. Ecuador restricted foreign com- 
panies in 1934 and many companies with- 
drew after that. Restrictions were 
cased somewhat later. In Colombia com- 
pen ol may be admitted provided they 
make the necessary deposits, which are 
$108,000 for fire, allied lines and marine 
and $54,000 for additional lines other 
than life. Venezuela is open to foreign 
companies, with a deposit of $60,000. 
Cuba has always welcomed American 
companies, Mr. Delaney said, and they 
receive the same treatment as Cuban 
companies. 


HOLD SERVICE MEN’S SCHOOL 

At a school for returned servicemen 
and new agents conducted in Columbus 
last week, Theodore M. Gray, secretary 
of the Ohio Association of Insurance 
Agents, and Allen C. Guy, manager of 
the Western Adjustment and Inspection 
Co., were among the speakers. 





Erno M. Hartmann Joins 
S. R. Franz Organization 


Erno M. Hartmann, who has _ had 
eighteen years’ experience in insurance 


inspection work and who is recognized 
as one of the best in inland marine claim 
investigations, has joined forces with 
Silas R. Franz, specialist in this line, at 
135 William Street, New York. Before 
the war he was with O’Hanlon Reports 
as an associate of Mr. Franz. 

Mr. Hartmann has been a staff ser- 
geant in the U. S. Army for the past 
two or more years ayd during most of 
this period he handled security and in- 
telligence assignments. He worked at 
various points along the eastern U. S. 
coast until V-E Day when he was as 
signed to the Pacific Coast. A few 
weeks ago he received his honorabl« 
discharge, and as of October 15 re- 
turned to civilian activity with Mr. 
Franz. 

For several years before the war Mr. 
Hartmann was a member of the Seventh 
Regiment, N.Y.N.G., and edited the regi- 
mental magazine, “The Seventh Regi- 
ment Gazette.” 


Boston Agents Receive Sales Kit 
On the Personal Property Floater 


The Boston and Old Colony Insurance 
Companies have prepared for — their 
agents the second in the series of post- 
war agent helps, a “sales kit” on the 
personal property floater. Compiled un- 
der the direction of Raymond C,. Dreher, 
manager of the advertising and sales 
promotion department, this new  port- 
folio contains an explanation of why 
the personal property floater is popular 
among buyers and agents who know its 
value, a technical description of the 
policy and its coverage, sample letters 
to customers and advertisements for 
local papers, schedules for prospects to 
fill out, a list of some losses paid under 
this coverage and envelope stuffers. 

This “sales kit” provides an agent 
with all the facts necessary to know 
about the personal property floater and 
excellent advice on how to. sell this 
policy which has gained much popularity 
in those states where it has been avail- 
able for several years. 

Telling agents why the personal prop- 
erty floater should be widely sold the 
Soston says: 


More Protection Than Before 


“The buyer gets more protection than 
it is possible for him to get in any other 
single policy or combination of policies. 
He is relieved of bother and worry. 
Everything is covered with the proper 
amount of insurance. He has one ex- 
piration date to watch, one premium to 
pay and only one insurance agent to 
do business with. Most important of 
all, he is assured of having the ‘right’ 
insurance in case of loss. 

“You not only increase your premium 
income, but vou reduce your office work 
and expense. You have one policy to 
write, one entry to make, one bill to 
tvpe and collect, and one expiration 
date to keep track of. Misunderstand- 
ings due to hitherto uncollectible claims 
are cut down. Good will is built up. 
There are no loopholes that a com- 
petitor can use as a toe-hold. Personal 
property floater will not only protect 
business now on your books—it will help 
you put new business there. 

“The first requirement is obvious—to 
know the policy thoroughly—so_ well 
that you can practically quote its provi- 
sions verbatim—so that you can present 
all its advantages to your prospects. 
Personal property floater is not an easy 
policy to master. It wi!l take time and 
hard study. The time and effort you 
spend will not only pay rich dividends 


in increased premium income, but will 
prevent competing agents from cutting 
down your customer list by selling your 
assureds this coverage. 


Make no mis- 


take about it, personal property floater 
is here to stay. 

“The second requirement is to sell 
yourself, if you qualify. Only when you 
have sold yourself can you sell others 
with sincerity of purpose—with con- 
viction. 

Wide Field for Prospects 

“The essential qualifications of a pros- 
pect for personal property floater are 
a reasonably high amount of insurable 
personal property, a good credit stand- 
ing, and—a lack of claim consciousness. 
Its appeal and sale are definitely not 
limited to the well-to-do. The resultant 
reduction in cost when the $15 or $25 
deductible clause is applied to the un- 
scheduled property makes it extremely 
attractive and saleable to the average 
income group. (These deductions do not 
apply to-losses arising from burglary, 
hold-up, fire, lightning and ‘extended 
perils.) Your most important group of 
prospects are your own customers for 
whom you write—or should write—fire, 
burglary, jewelry, fur, fine arts, personal 
effects, etc., on their household furni- 
ture and personal belongings. Not every 
one of your customers can qualify or 
will be interested. But, don’t make the 
mistake that many agents have, to their 
later regret, of reaching that decision 
without first making a careful investiga- 
tion. 

“Don’t be influenced by the amount 
of household furniture or lack of other 
lines. If yours is an average agency, it 
is not unlikely that many such policies 
have been renewed automatically, for 
the same amount, over a period of years 
and are way out of line with today’s 
values and needs. So, check carefully 
every name on your books before you 
decide it does not belong on your per- 
sonal property floater prospect list. There 
is always a chance that a competitor 
may cancel your customer’s present in- 
surance by writing a personal property 
floater which picks it up at expiration. 
You wouldn’t know until too late. 

“When you have completed your list, 
prepare a_ solicitation card for each 
name. List the lines now carried and 
then, after considering the prospect's 
insurance needs, jot down the features 
of the policy that you feel will have 
an immediate appeal to him. 

“When you have thoroughly solicited 
your customers, consider et prospects 
—doctors, dentists, lawyers; owners and 
managers of businesses ; members of 
civic, country and other important clubs 
and organizations ; those living in above- 
average neighborhoods. Your experience 
in selling your own customers will en- 
able you to chalk up a high number of 
successes.’ 
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Changes in Private Car 
Rating Urged by Agents 


SUBURBAN N. Y. RESOLUTION 





Issuance of Single Limit Policy Chief 
Among Proposals Made; Action by 
National Bureau Sought 





Dissatisfied with the post-war rating 
program under which private passenger 
automobile rates are now governed, the 
Suburban New York Association of Lo- 
cal Agents, Inc. passed a resolution at 
the recent meeting of its directors 
recommending to the stock casualty 
companies the prompt promulgation of 
a new rating procedure “which can be 
less easily misunderstood and vigorously 
criticized by the insuring public, less 
subject to ‘chiseling’ by the unscrupu- 
lous producer, and more _ expediently 
handled by the conscientious under- 
writer and producer.” Specifically the 
Suburban New York Association urged 
the following changes: 

“1, The issuance of a single limit 
policy starting at $10,000 which would 
contemplate all liability for one accident 
including bodily injury and/or property 
damage for one or more persons, 

“2. The elimination of age and ‘esti- 
mated’ mileage consideration in present 
rating classifications and the substitu- 
tion therefor of only two classifications 
to differentiate solely between (a) the 
occupational use and (b) the non-occu- 
pational use of the vehicle. 

“3. The elimination of fractional pre- 
miums and the substitution therefor of 
an even dollar basis premium with a 
revised increased limit table permitting 
adjustment to the nearest even dollar. 

“4. The contemplation.in the rates of 
the definite inclusion of $500 medical 
payments coverage with an optional 
credit if the insured requires or prefers 
a policy without this coverage. 

“5. The availability of extending the 
policy term up to two years at pro rata 
of the annual rate if desired by the 
policyholder, particularly for the insur- 
ance of the post-war car purchased un- 
der a finance plan where the premium 
would be included in the charges being 
financed, 

“6. The combination of many of the 
present forty-five territories (in N. Y. 
State) so as to simplify issuance of poli- 
cies,’ 

It was further resolved that these pro- 
posals, which represent the views of 
producers who have daily and constant 
contact with the insuring public, should 
be recognized as voicing the appeals of 
policyholders. Therefore, the association 
feels that they should receive thoughtful 
and prompt consideration by the com- 
panies and rate-making bodies. 

Copies of the resolution have been 
sent to the National Bureau of Cas- 
ualty & Surety Underwriters, and to 
state agents’ and National Association 
of Insurance Agents. 


O. R. U. del Giudice Talks 


At Surety Claim Forum 
Oscar R. U. del Giudice of the Co- 


lumbia Casualty presided at the regular 
neeting of the Surety Company Claim 
Men’s Forum on October 17 and ad- 
lressed the members on the subject, 
“When Does a Surety’s Liability End 
on a Guardian’s Bond?” The talk, which 
was both interesting and informative, 
prompted a lively discussion. It will be 
printed and distributed to the members 
of the forum, and a copy placed on file 
at the Insurance Society’s library. 

The next forum meeting, to be held 
October 31, will be presided over by 
— Reddy of the Travelers Indem- 
hity. 
























PINK ISSUES CHALLENGE 
Former N. Y. Supt. of Ins. Urges Amer- 


ican Insurance Interests to Expand In- 
to Foreign Markets; Brokers’ Speaker 

Former Superintendent of Insurance 
Louis H. Pink of New York as the guest 
speaker at Wednesday evening’s dinner 
meeting of the General Brokers’ Asso- 
ciation, Hotel Astor, N. Y., declared that 


“if we are to go out into the world’s 
markets with our goods and our insur- 
ance, we shall have to fix our sights 
beyond our borders and emulate the 
British in their understanding of world- 
wide economic, political and social con- 
ditions.” 

Somewhat in the nature of a chal- 
lenge, Mr. Pink urged that this inter- 
national insurance viewpoint be given 
immediate expression. Commercial inter- 
course with foreign countries is a major 
post-war development and if we are 
successful in our efforts along this line, 
“there will be a great growth of trade 
and a far more important place for 
American insurance in foreign markets.” 

Mr. Pink credited the American For- 
eign Insurance Association and the 
American International Underwriters for 
their courageous pioneering in foreign 
lands, but aside from these two agencies 
he said that “the insurance industry in 
the U. S. A. has shown little interest 
in foreign markets. The home market 
has been profitable and safe.... But 
now that we have grown to man’s estate 
economically and need and seek more 
extensive world markets, insurance must 
also enlarge its horizon and keep in 
step with the World of Tomorrow.” 











C. P. Daniel Elected by 

Casualty-Surety Agents 
AT CHICAGO MEETING OCT. 22 
Wheaton A. Williams of Minneapolis 


Elected Vice President; To Resume 
Joint Convention With Cos. in 1946 





The National Association of Casualty 
& Surety Agents, holding its executive 
committee meeting in Chicago on Mon- 
day, elected Carl P. Daniel, head of Dan- 
iel & Henry Co., St. Louis, as president, 
and Wheaton A. Williams, executive 
vice president, Fred L. Gray Co. of Min- 
neapolis, as vice president. Charles H. 
Burras, president of Joyce & Co., Chi- 
cago, who has served as secretary-treas- 
urer for many years as well as three 
terms as president in the association’s 
early years, was re-elected to his pres- 
ent office. Alice M. Foy, also of Joyce 
& Co, was re-elected assistant secre- 
tary-treasurer. 

John E. O’Neil, partner in Fairfield 
& Ellis, Boston, the retiring president, 
was elected chairman of the executive 
committee on which the following will 
serve in the coming year: C. A. Abra- 
hamson, Omaha; V. J. Armstrong, Jack- 
sonville; Geo. W. Blossom, Jr., Chicago; 
Arthur Cronin, Boston (new); Wade 
Fetzer, Sr., Chicago; J. Elliott Hannon, 
Cleveland; John T. Harrison and H. W. 
Schaefer, New York City; Joseph F. 
Hickey, St. Louis; Ralph W. Howe, 
Richmond; Howard W. Jackson, Balti- 
more; R. A. Bolton, Alexandria, La.; 
Wm. T. Cline, Chicago (new); Cliff C. 
Jones, Kansas City; E. R. Ledbetter, 
Oklahoma City; James R. Millikan, Cin- 
cinnati; Fred A. Moreton, Salt Lake 
City (new); Lyle S. McKeown, Min- 
neapolis (new); Wm. D. O’Gorman, 
Newark; Paul Sisk, Tula (new); Frank 
M. Spratlin, Atlanta, and H. L. “Speed” 
Warner, Kansas City (new). 

It was announced at the meeting that 
the joint convention with the Inter- 
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Accidents = Their Business 


No . . . they don’t create accidents but they know what to do when 


accidents happen. 


Lumbermens automobile and compensation claim representatives are on 
the job night and day to make prompt friendly settlements when accidents 
occur. No matter where your client is located the “L-M-C” claim man is as 


near as his telephone. 


Automobile accident claims are settled quickly and efficiently and this 
service does much to build up good will of claimants and policyholders. 
When industrial accidents occur, the “L-M-C” claim representative makes 
prompt thorough investigations to expedite compensation payments to injured 
workers. This helps keep industrial policyholders satisfied. 
Make sure your policyholders receive expert claim service. Put them in 


Lumbermens. 





Philadelphia (7): 12 S. 12th Street 
Boston (16): 260 Tremont Street 

New York (17): 342 Madison Avenue 
Syracuse (2): Syracuse-Kemper Ins. Bldg. 
Los Angeles (5): Kemper Companies Bldg. 
San Francisco (4): Russ Building 

Atlanta (3): Kemper Insurance Bldg. 
New Orleans (12): Balter Building 
Toronto (1): Concourse Building 


Lumbermens 


MUTUAL CASUALTY COMPANY 


James S. Kemper, Chairman 
H. G. Kemper, President 


Home Office: Mutual Insurance Building, Chicago 40 
Operating in New York State 


as (American) Lumbermens Mutual Casualty Company of Illinois 








“Duke” Potter Drawing 
Card of White & Camby 


500 HEAR HIM AT AT N. Y. FORUM 





Rochester Agent ‘Holds Close Attention 
in Non-Stock Competition Talk; 
Gives Post-War Sales Tips 


“Duke” Wellington Potter, Rochester 
agent, was the drawing card at the 
White & Camby Agency’s “thd meeting 
Monday afternoon in the grand ballroom 
of Hotel Biltmore, N. Y., and the more 
than 500 brokers, agents and company 
men who heard him talk on “Post-war 
Opporunities and Non-Stock Competi- 
tion” were not disappointed. Introduced 
by Edward I. White, president of the 
agency, Mr. Potter offered his congratu- 
lations to White & Camby for its fore- 
sight in holding open forum meetings 
and for its progressiveness in publish- 
ing a news letter twice a month con- 
taining “up-to-the-minute, concise and 
informative information on trends and 
developments in our business.” 

As background for his talk Mr. Potter 
explained that he had operated as an 
upstate agent for the past twenty years; 
that he had had the benefit of home 
office experience, plus special agents’ 
training; also managerial training in- 
cluding several years’ work in selecting 
and training insurance producers. His 
biggest forte is in meeting non-stock 
competition and it was when he reached 
this portion of his talk that the interest 
of the crowd reached its height. 


Fight for Right Principles 


In meeting such competition Mr. Pot- 
ter urged that producers should fight 
with all the vigor they possess for right 
principles. But to be properly equipped 
the speaker urged that producers devote 
long hours to study of their business, 
thereby keeping up to date, and to show 
a willingness to cooperate with others 
in the business in the preservation of 
that which is rightfully their own. Then, 
by way of justifying his own interest in 
giving talks before many state associa- 
tions and large city boards on non-stock 
competition, Mr. Potter gave the fol- 
lowing experience: 

“About six years ago I lost a large 
fleet of cars to one of the largest non- 
stock carriers despite the assured’s ad- 
mitted satisfaction with the service of 
the company and myself. This experi- 
ence incited me to make a careful survey 
and study of the business, and to put 
my own sales efforts under scrutinizing 
survey. This painstaking job required 
two years of investigation, study and 
interviews and during this time I ac- 
cumulated a mass of exhibits. (Here 
Mr. Potter pointed to a large bulletin 
board behind his speaking table on 
which was displayed a wide assortment 
of printed material). 

“Arriving at certain conclusions I first 
tried them out on members of the un- 
derwriters’ Board of Rochester, Inc., my 
own local organization. Its members ex- 
pressed both interest and enthusiasm. 
Later I appeared before the New York 
State Association of Local Agents, and 
then endeavored to present my findings 
before a joint meeting of the casualty- 
surety and fire insurance trade organiza- 
tions. However, I learned that it would 
be as difficult to get an audience with 
these groups as with both Houses of 
Congress. Finally, I was invited to speak 
at the White Sulphur Springs’ joint 
gathering of the International Associa- 
tion of Casualty & Surety Underwriters 
and National Association of Casualty & 
Surety Agents.” 

Decides to Continue His Crusade 

Mr. Potter said that the publicity re- 
ceived from his address at this gather- 
ing brought invitations from state asso- 
ciations and large city boards. However, 
with the advent of the United States in 
the war he wondered about the advisa- 
bility of continuing his crusade against 
non-stock competition. He has decided 
that while his personal opinions on the 
subject may be of small value, his re- 

(Continued on Page 50) 
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Leibig to Direct Continental’s 
New A. & H. Training Program 


Continental Casualty announced this 
week the inauguration of its new per- 
sonnel training program devoted exclu- 
sively to accident, health and hospitali- 
vation insurance. It will be directed by 
John F. Leibig, for twenty-five years an 
inc’me protection specialist who recently 
was released from three years’ service 
as director of personnel and training 
in the Army Air Forces. 

In making this announcement J. M. 
Smith, second vice-president of the com- 
pany and executive head of its A. & H. 
department, brought out the fact that A. 
& H. and hospitalization writings exceed 
other casualty lines in national premium 
volume, and are the leaders in the Con- 
tinental’s own production picture this 
year. Thus, it was decided to inaugurate 
the new training program primarily for 
(1) Continental employes who require 
specialized A. & H. & H. training; (2) 
New and established agents, sub-agents, 
and those returning from the armed 
forces; (3) All qui ilified men and women, 
including returning veterans, who wish 

4 » > 
to make a career of A. & H. & 
insurance with Continental. 

In his new activity Mr. Leibig is work- 
ing in close conjunction with the voca- 
tional and rehabilitation division of the 
Veterans Administration so as to be 
sure that all discharged veterans who be- 
come trainees eee the benefits due 
them under the G. bill of rights. 

First Class to head in Jan. 

Details of Continental’s training pro- 
gram are being completed now, with 
the first class scheduled to start early in 
January. The course will cover the en- 
tire stock of Continental’s A. & H. & H. 
“department store” equipment and mer- 
chandising methods, including lectures 
and class room study, experience in Con- 
tinental’s home office in Chicago, fol- 


PLAN NEW A. & H. SCHOOL 





Lebby Heads Group to Establish Classes 
at Extension Division, U. of 
Cal., at Los Angeles 

Under chairmanship of William E. 
Lebby, California state manager for the 
Massachusetts Indemnity Co., member 
of the national advisory committee for 
the accident and _ health insurance 
school at Purdue University, preliminary 
plans for establishment of a similar 
course at the extension division of the 
University of California at Los Angeles 
have been made. } 

Professor George W. Robbins, chair- 
man of the business extension division 
of the university, was present at the 
preliminary meeting called by Mr. 
Lebby and he approved the course. Mr. 
Lebby, on a visit to the home office of 
his company in Boston, visited Purdue 
University at Lafayette, Ind., on his way 
home in connection with the insurance 
school there. 

The committee, in addition to Mr. 
Lebby and Professor Robbins consisted 
of D. C. MacEwan, Occidental Life In- 
surance Co, of California; C. H. Fowler, 
Pacific Mutual Life Insurance Co.; 
Arthur C. Leonard, Hartford Accident 
& Indemnity Co., president of the Ac- 
cident & Health Managers Club of Los 
Angeles; Frank Bryson, Walter G. Gas- 
til general agency of the Connecticut 
General Life Insurance Co., president 
of the Accident & Health Producers 
Association of Los Angeles; and George 
Neale, National Casualty Co. 


lowed by supervised “on-the-job” train- 
ing in the field. The latter part of the 
program will give trainees an opportun- 
ity to earn as they learn. 

“The demand for accident, health and 
hospitalization coverages is increasing so 
rapidly that it is imperative for the com- 
pany to conduct an intensive recruiting 
and training program designed to furnish 
the qualified manpower necessary to keep 
pace with its climbing volume,” com- 
mented Vice President Smith. “This 
step represents a major contribution by 
the company to the nation’s readjust- 
ment and rehalibitation program. The 
specialized A. & H. & H. training pro- 
gram now being formulated will equip 
any qualified veteran or non-veteran to 
develop a profitable volume of business 
ot his own within a few months.” 

Leibig’s Background 

Mr. Leibig assumed his new duties 
with Continental October 15, coming to 
the home office from one of the largest 
Accident-Health-Hospitalization offices 
in America. The firm of Goodstein & 
Leibig where he has successfully repre- 
sented the Continental in Philadelphia 
for twenty years. 

By reason of his business and army 
training, he is regarded as well qualified 
to direct Continental’s new A. & H. & 


H. training program. A product of Gir-: 


ard College and Temple University Law 
School, he joined S. Z. Goodstein in 1925 
to form the firm of Goodstein & Leibig. 
Mr. Leibig was continuously an im- 
portant factor in developing this leading 
Continental agency until he entered the 
Army Air Forces three years ago. As 
Director of Personnel and Training with 
the rank of major, he served at Mitchel 
Field, Bolling Field and Wright Field. 
He is a charter member of the Philadel- 
phia unit of the National Association 
of Accident & Health Underwriters, and 
formerly lectured on A. & H. for the 
Insurance ‘ead of siamese 


dian Ins. for School 
Students Offered in Ottawa 


An effort is being made to develop 
accident insurance for school students in 
Canada’s capital city of Ottawa. All pu- 
pils, according to present plans, who are 
enrolled in the Glebe, Commerce, Lisgar 
and Technical schools are being offered 
accident insurance designed to cover 
medical costs for any accident occurring 
during the school year. To make the 
plan possible, at least 1,000 of the 5,000 
pupils would have to participate. 

One company, thus far unnamed, is 
reported to have offered protection up 
to $250 for any one accident for a 
school-year premium of $3.75. The policy 
would include a $10 deductible clause 
to prevent accident claims. The pupils 
would be covered not only during school 
hours but for the full day and the full 
week from September 1 until June 30. 


NEW KENTUCKY COMPANY 
W. P. Tate, Until Recently Lieut. Col- 


onel in Army, Incorporates Inde- 
pendence Life & Accident 

The Independence Life & Accident 
Insurance Co. of Louisville, Ky., capital 
$100,000 has been incorporated by Wil- 
liam P. Tate who recently returned to 
civilian life after U. S. Army service. 
He held the rank of lieutenant colonel. 

Prior to entering the army Mr. Tate 
was with the Kentucky Central Life & 
Accident as a department manager. Be- 
fore that he was associated with How- 
ard Stodghill and Emanuel Strauss, a 
newspaperman, in the formation of the 








Detroit City Employes’ 
Plan Controversial 


A. & H. MEN GIVEN DETAILS 





Bert Sogge, Asst. Corp. Counsel, Says 
If Plan Passes, City Will Open It 
Up for Competitive Bidding 





Detroit city employes are chiefly in- 
terested in death benefits, hospitaliza- 
tion and surgical reimbursement without 
A. & H. coverage, Bert Sogge, assistant 
city corporation counsel who drew the 
enabling charter amendment and ordi- 
nance for the controversial city em- 
ployes’ insurance plan proposed by 
Mayor E. J. Jeffries, told the Detroit 
Accident & Health Association at its 
October meeting. The proposal has been 
severely criticised by insurance interests 
who maintain that the city has no right 
to engage in the insurance business. 
E. H. Neumann, Great Northern Life, 
presided and introduced the speaker. 

Contrary to rumors in insurance cir- 
cles, the city of Detroit proposes if the 
enabling charter amendment is, passed 
by the voters at the municipal election 
in November and the ordinance imple- 
menting the plan is adopted by the 
Common Council, to open the plan for 
competitive bidding by insurance com- 
panies and does not propose to handle 
it on a self-insured basis, Mr. Sogge 
declared. Part of the insurance opposi- 
tion to the proposal had stemmed from 
the belief that it would be self-insured. 

$2,000 Death Benefits 

Included in the present ordinance cre- 
ating the plan are death benefits of 
$2,000 for city employes on the payroll 
at the time of death regardless of the 
circumstances of death, and $1,000 death 
benefit for former city employes no 
longer on the payroll. In addition, hos- 
pitalization to the extent of $6 per day 
is provided. No surgical reimbursement 
is at present included nor is A. & H. 
coverage. 

Prior to 1938 the city had three sena- 
rate retirement plans in operation, Mr. 
Sogge said. These covered policemen, 
firemen and general city employes, re- 
spectively, but employe contributions 
were not required and the plans were 
regarded as unsound actuarially. Police 
and firemen were grouped in one plan 
calling for forced contributions of *% 
of base pay from employes and the 
plan now includes hosnitalizing benefits 
as well. No death benefits were provided 
excepting for death in line of duty. 

In recognition of the agitation for a 
more comprehensive plan for all city 
employes, Mayor Jeffries instructed Mr. 
Sogge to take the steps necessary to 
install such a plan. Emploves’ groups, 
after study of the proposed ordinance, 
suggested the addition of surgical re- 
imbursement, which is now being con- 
sidered. They are not interested in A. 

H. coverage, probably because the 
present set-up includes cumulative sick 
leave with pay. 

Further Features of Plan 

The plan provides for administration 
by a governing board including city of- 
ficials and representatives of the various, 
employes’ groups, and for contributions 
of $13 per year by both employes and 
the city. Employes’ contributions would 
be by payroll deduction. If surgical re- 
imbursement is eventually included the 
amount of the contributions would have 
to be adjusted to hy the plan actu- 
arially sound. Some 12,000 employes 
would be eligible for Ps plan. 

Mr. Sogge answered a number of 
questions about the plan and its pro- 
posed method of operation, but parried 
the suggestion that providing death 
benefits for former employes would put 
the city in the insurance business, He 
declined to enter into a discussion of 
the city’s right to add to the taxpayer's’ 
burden by providing the plan for 
employes. 





Independence Insurance Co. of Louis- 
ville. He was also connected for a num- 
ber of years with the Kentucky Insur- 
ance Department as actuary. 
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New Medical Expense Policy 


The National Casualty of Detroit 
announces last week its new home and 
hospital medical expense policy which, 
the company says, contains the broad- 
est type of medical expense coverage 
yet offered the wage earner. The policy 
provides indemnity which accumulates 
on the basis of a stated amount—either 
$3 or $1.50 per day—for each day of 
total disability. This is payable for 
medical expense incurred at home, hos- 
pital, doctor’s office, and payable for 
ten weeks. Hospital and surgical cover- 
age can be added to the policy by riders, 
thus creating a complete package pro- 
tection plan. 











Extension of Coverage on 


A. & H. Deemed Necessary 


J. F. Follmann, Jr., manager, Bureau 
of Personal Accident & Health Under- 
writers, has announced that the ma- 
jority of the companies writing commer- 
cial accident and health insurance will 
in the near future again extend thie 
coverage under their policies without 
cost to policyholders in military and 
naval service, as has been done througli- 
out the war. Such extension of coverage 
is still deemed necessary, despite the 
fact that hostilities have ceased. The 
reason is that many policyholders are 
still in service and consequently affected. 

The extension of coverage referred to 
will be made, as in the past, in the form 
of an announcement to policyholders 1o 
the effect that regardless of policy con- 
ditions to the contrary, the policyholder 
will be considered as covered for tlic 
minimum amounts in the policy (exclud- 
ing double, triple or quadruple indemn: 
ties) while in military or naval service 
on land within the continental limits ©! 
the United States and North America 
(excluding Alaska and the Panama 
Canal Zone), and further provides that 
any policyholder entering military or 
naval service not covered by the terms 
of the concession may surrender lis 
policy for pro rata cancellation. 





BLUE CROSS CONFERENCE 


The national conference of Blue Cross 
hospital plans will be held October 2)- 
31 at Hotel Commodore, New York, with 
Louis H. Pink and Frank Van Dyk, re 
spectively president and vice president 
Associated Hospital Service of New 
York, among the speakers. 
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Ray Murphy Restates Position of 
Ass’n Cos. on Disabled Veterans 


In an effort to present accurately the 
relationship between workmen’s com- 
pensation laws and insurance and the 
proper employment of disabled veterans, 
Ray Murphy, a past national commander 
of the American Legion, authority on 
veterans’ rehabilitation matters, and 
general counsel, Association of Casualty 
& Surety Executives, issued the follow- 
ing statement recently : 

“A number of recent statements in the 
press, credited to persons whose honest 
intentions can not be doubted, give the 
impression that the existence of work- 
men’s compensation insurance acts as 
a bar to the remunerative employment 
of, disabled veterans. This is not true. 

“In the simplest words I can com- 
mand, let me say that there is nothing 
whatever in the workmen’s compensa- 
tion insurance policy which  distin- 
guishes in any form or degree between 
normal and disabled employes, regard- 
less of whether they are veterans or 
non-veterans. The rating formulae for 
workmen’s compensation insurance, 
speaking in the language of the layman, 
is based primarily on the industrial 
classification involved, the number of 
employes covered by a policy, and the 
claims experience in that classification. 
No higher rate is charged because dis- 
abled or physically impaired persons are 
employed in the plant. 

“Subsequent Injury” Provisions 

“It is true that some employers are 
concerned about the ‘subsequent injury’ 
provisions of workmen’s compensation 
laws. Again speaking the language of 
the layman, let me briefly explain what 
that means. Presume that you have 
employed a person with one arm—or it 
might be one eye or any similar dis- 
ability. Presume also that this partially 
disabled person loses his other arm or 
suffers some other injury while in your 
employ which makes his disability 
total, under workmen’s compensation 
laws. 

“As the law now provides in most 
states, under such circumstances you, as 
the employer, must compensate that 
person for total disability, in other 


words you pay for the injury that oc- 
curred before you hired him as well as 
the injury he sustained in your plant. 
Naturally, this is a deterrent to the em- 
ployment of disabled workers. While 
this is a matter of law and not of in- 
surance, our association has prepared a 
model bill which provides that the em- 
ployer shall be liable only for the degree 
of disability which would have resulted 
from the injury occurring in his plant if 
there had been no previous disability. 
After the liability of the employer has 
thus been fully discharged, the remain- 
der of compensation due the disabled 
worker shall be paid out of a ‘second 
injury fund.’ Thus both the employer 
and the employe are adequately pro- 
tected. A number of states have 
amended their workmen’s compensation 
laws in this manner and it is to be 
hoped that all will eventually. 

“It is also true that experience, good 
or bad, in any plant or business house 
will ultimately be reflected in the cost 
of insurance, but long experience and 
the most competent and disinterested 
research have shown that when disabled 
employes are placed in the proper kind 
of jobs they are at least no more prone 
to accidents than their normal fellow 
workers. Indeed, there is evidence that 
they have fewer accidents and are better 
producers. 

Employment Encouraged 

“In summation, there is nothing in in- 
surance policies to hinder or discourage 
the employment of disabled veterans or 
non-veterans, and the instance that may 
exist in the state laws is being cor- 
rected. Contrary to discouraging the 
employment of the disabled, the sixty- 
six member companies of this Associa- 
tion—which write a substantial amount 
of the country’s workmen’s compensa- 
tion insurance—are actively encouraging 
their employment. This is even to the 
extent of having competent authorities 
prepare a complete program telling em- 
ployers how such workers may be most 
advantageously placed, a copy of which 
may be had without cost by any em- 
ployer who asks for it.” 





COMMISSIONERS’ COMMITTEE 





Michigan Men Appointed to Handle 
Publicity for Annual Convention; 
R. J. Walker, Vice Chairman 


Frank Whitwam, manager of the 
Grand Rapids Convention and Tourist 
Bureau, chairman of the publicity com- 
mittee for the coming Insurance Com- 
missioners winter meeting at Grand 
Rapids, December 2-5, has announced 
that his committee is now complete and 
consists of R, J. Walker, manager, pub- 

ity department, Standard Accident, 
Detroit; vice chairman, K. L. Wright, 
director of advertising, Michigan Mutual 
Liability; Elmer Salzman, secretary, De- 
troit Association of Insurance Agents; 
William Palmer, secretary and manager, 


West Michigan Tourist and Resort As- 
sociation, Grand Rapids; Waldo Hilde- 
brand, secretary, Michigan Association 
of Insurance Agents. Honorary _chair- 
man for the meeting is David B. Forbes, 
Michigan Insurance Commissioner. Wal- 
ter Otto, president, Michigan Mutual 
Liability, Detroit, is general chairman. 


S. J. ISAKSEN’S NEW POST 
Stanley J. Isaksen, who has been with 
the Royal-Eagle Indemnity Cos, for the 
past sixteen and a half years, has joined 
the eastern department of Fireman’s 





lund Indemnity as assistant manager 
of the compensation and liability depart- 
ment. He started his insurance career 
in 1926 with the Fidelity & Casualty and 
joined the Royal Indemnity in 1929 in 
its home office compensation and lia- 
bility department. 


Mrs. Spencer Welton Dies 


Mrs. Spencer Welton, 67, wife of the 
well known vice president of Massachu- 
setts Bonding & Insurance Co. in Chi- 
cago, died recently at her home in New 
York. Private funeral services were held 
at the Campbell Funeral Home, uptown 
New York. 

Mrs. Welton is survived by her hus- 
band; a daughter, Betty, who is with 
Flynn, Harrison & Conroy; and an in- 
valid mother, Mrs. John Walker, who is 
in her nineties. Before her marriage 
Mrs. Welton was employed as a reporter 
on “The Atlanta Constitution” and other 
newspapers. 
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MERVIN LANE’S NEW BOOK 





“Peter and Christopher” Provides Fun 
and Eye Appeal For Kids, 5 to 8; 
Pictures by Author 


Mervin L. Lane, insurance broker in 
New York, who is enjoying one of his 
biggest production years in 1945, found 


the time last summer on vacation to 
write a new kind of juvenile book. Pub- 


it tells of adventures which they them- 
selves have probably had and most cer- 
tainly could have. It highlights such 
events in a child’s day as going out for 
a walk and seeing a house being built: 
falling off a sled into a pile of snow: 
dressing up in parents’ clothing: a trip 
on the subway. Here are a child’s “Re- 
member when——” done in pictures that 
appeal to children, 

Another interesting feature of the book 
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THE TWINS IN TOWN 


by MervinL. Lane 

















Front Cover of Mervin Lane’s New Book 


lished by Readers Press of New York, 
it is called “Peter and Christopher—the 
Twins in Town,” and tells all about the 
interesting, and sometimes exciting, ad- 
ventures of the twin sons of the author 
and Mrs. Lane. 

This book is sure to delight small chil- 
dren, particularly ages 5 to 8, because 





HEAR G. E. CALDWELL 
G. E. Caldwell, assistant manager, 
American Credit Indemnity in New 
York, spoke on credit insurance at the 
meeting October 25 of the Werbel Alum- 
ni Insurance Association in the Brook- 
lyn Academy’s auditorium. 
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is that on certain pages a spot is left 
vacant so that the child may do his 
own drawing to complete the “adven- 
ture.” This encourages initiative and is 
a workable idea. The book is priced 
at $1.50 per copy. 





Eagle Indemnity Names 
J. J. Futrell in Nashville 


James J. Futrell of Nashville, who for- 
merly had his own general agency in 
that city, has been appointed by the 
Eagle Indemnity as special representa- 
tive operating from headquarters in 
Nashville. Mr. Futrell was honorably 
discharged from the Army Air Corps in 
April after a year and a half of service. 
Before that his interest in casualty in- 
surance as a general agent had carried 
him into the safety engineering field. 
He is a member of the American Society 
of Safety Engineers, Nashville Council 
of Safety Engineers and National Safety 
Council. 





LOS ANGELES APPOINTMENT 


H. W. McCormick, who recently re- 
signed as personnel manager in the 
home office of National Automobile & 
Casualty Insurance Co. of Los Angeles 
has been appointed office manager for 
the Eagle, Royal and Globe Indemnity 
Cos. in their Los Angeles branch offices. 


INTER-CITY ARRANGEMENT 

The Behrendt-Levy Insurance Agency 
of Los Angeles has established co-repre- 
sentation with Tanenbaum-Harber Co., 
Inc., of New York City and M. F. 
O’Brien & Blackman Co., San Francisco. 
Each will represent the other in their 
respective fields, 
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IAC Reelects Smiley 
And Fellow Officers 


BANK-AGENT AUTO FILM SHOWN 





Change in Nominating Procedure Ap- 
proved; New Members Welcomed at 
Breakfast; Stimulating Addresses 





Ralph W. Smiley, Royal-Liverpool 
Groups, who has done a conscientious 
job as president of the Insurance Adver- 
tising Conference during the past year, 
was re-elected to this office at the annual 
meeting last week in Hotel Roosevelt, 
N. Y., which drew an attendance of more 
than 75. Also re-elected were Theodore 
W. Budlong, National Board of Fire 
Underwriters, as vice president and 
Joseph A. Gernhardt, National Surety 
Corp., as secretary-treasurer. Executive 
committeemen were also re-elected with 
the exception of Frank F. Dorsey, Fidel- 
ity & Guaranty Fire, who was succeeded 
by Robert J. Walker, Standard Accident. 
Other members of the committee are 
Harry G. Helm, Glens Falls Group; 
Clark W. Smitheman, Insurance Co. of 
N. A.; Harold J. Graham, Hartford Ac- 
cident, and E. E. Sterns, Travelers. 

President Smiley’s address, reviewed 
last week, opened the business session 
on the second day of the meeting, fol- 
lowing which the report of Secretary- 
Treasurer Gernhardt was submitted. H. 
J. Graham, membership chairman, then 
pointed to a present membership of 116 
and gave added interest to his report by 
introducing some of the new members. 
They include William R. Ford, Factory 
Insurance Association; J. M. Hickerson, 
head of his own advertising agency; 
George F. Ainslie, Jr., American Surety; 
Ralph C. Blatchford, Employer’s Group; 
James F. White, Maryland Casualty; 
W. S. Vanderbilt, Hartford Fire; Ross 
G. Kitchen, American States Insurance 
Co.; F. A. Benedict, Hooper-Holmes 
Bureau; T. C. Budington, Farm Journal, 
Inc.; George S. Fowler, Newell-Emmett 
Co., and Jean Wilson, Chicago Journal 
of Commerce. By way of welcome they 
were IAC guests at a new members’ 
breakfast, an innovation which proved 
its popularity and will undoubtedly be 
repeated next year. 

Sid Holt “Observant Observer” 

F. Sidney Holt, Aetna Fire, as the 
IAC’s representative at meetings of the 
National Board of Fire Underwriters’ 
public relations committee, reported his 
regular attendance at such meetings dur- 
ing the past year. He occupied the role 
of an “observant observer and methodi- 
cal reporter.” His recommendation was 
that the IAC continue to be represented 
at these gatherings which are invaluable 
as they give an overall view of what is 
going on in fire insurance. Mr. Holt 
spoke particularly of the recognition 
given to the IAC by the chairman of 
these public relations’ meetings. 

At this point President Smiley spoke 
appreciatively of the National Board’s 
current advertising campaign and of its 
significance. He is impressed by the fact 
that the organizational plan of this cam- 
paign has been methodically laid out for 
seven months ahead. 


Annual Election Change Approved 

Pinchhitting for Harry G. Helm, Glens 
Falls Group, nominating committee 
chairman, Sidney Holt submitted the 
new slate and along with it the recom- 
mendation that the committee be ap- 
pointed in mid-year rather than just be- 
fore the annual meeting. In addition, he 
urged that the selections for the various 
IAC offices be made by the committee 
twenty-four hours in advance of the 
annual meeting,if this change in pro- 
cedure is not in violation of the by-laws. 
This would give the members ample op- 
portunity to discuss, consider and decide 
upon the nominating committee’s slate. 
Mr. Holt then paid tribute to the present 
officers of the IAC and indicated that 
their re-election was the unanimous 
choice of the nominating committee. 
Motion was made, seconded and passed 


Capt. E. D. Pierce Guest of 
Browns’ at IAC Banquet 


One of the banquet guests at the In- 
surance Advertising Conference meeting 
October 17-18 was Captain Edwin D. 
Pierce, now stationed at Fort Dix, N. J., 
who is the brother of Mrs. Robert E. 
3rown of Hartford. She and her hus- 
band, who is casualty ad manager of 
the Aetna Life Affiliated Companies, en- 
tertained Captain Pierce at dinner. His 
insurance connection is in Christians- 
berg, Va., where his father, the 82-year- 
old William L. Pierce, is one of the old- 
est and most respected agents of the 
state. As quickly as possible Captain 
Pierce hopes to return to his post in 
this agency. During the war he has 
served most of the time as personnel 
officer at the Tonapa, Nev., Desert Camp. 





by those present for the suggested 
change in the nominating procedure. 
President Smiley, greatly pleased by 
the re-election of his official family, 
pledged his continued interest in the 
progress of the organization and then 
offered this thought: “Insurance adver- 
tising men will be judged by much more 
critical standards in the months ahead. 
Company executives are becoming more 
advertising-minded, and will compare in- 
surance advertising campaigns with those 
of other industries. So, we must mea- 
sure up.” It was Mr. Smiley’s hope that 
the IAC get-togethers in the coming 
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* OUR AGENTS KNOW * 


Our increasing sales in 
Non-Cancellable Accident 
and Health and in Life In- 
surance have been possi- 
ble in part because of new 
® or improved tools provided 
for their use — policies, sales literature, 


THEY KNow that these improved tools and 
methods are evidence of our determina- 
tion that they have the best to sell, and 
the best way to sell it. 


THEY KNOw that we are always searching 
for ways to improve both our products 
and methods in order to help them, and 
to help the Company. 


THEY KNOw that this all adds up to the 
fact that they are a part of a growing, 
progressive organization. 


"™ Poul Revere 


months will enable members to exchange 
ideas and to prepare for a bigger and 
better job in 1946. 


Budlong Introduces Speakers 


Vice President Budlong took over the 
chairmanship at this point and in his 
opening remarks spoke of the work of 
the insurance press, saying that “it is 
one of the biggest factors in our busi- 
ness.” 

The two guest speakers were Earl A. 
Buckley, direct mail expert who heads 
his own organization in Philadelphia 
and who is a consulting expert for the 
U. S. Treasury. During the early months 
of the war when savings bonds were 
sold by mail, Mr. Buckley was in com- 
plete charge as chief of the Treasury’s 
mail order division. Aside from his main 
address “Will Direct Mail Pay Its Way 
in the Insurance Business?” which was 
reviewed in these columns last week, 
Mr. Buckley offered the suggestion that 
IAC members conduct experiments in 
direct mail and research among them- 
selves. He cheerfully answered ques- 
tions among them being the perennial 
query as to whether first class postage 
was more effective than third class. In 
Mr. Buckley’s opinion it all depends 
upon the class of people being circular- 
ized. He added: “You will get into a 
person’s home just as quickly with third 
class postage as with first class, espe- 
cially if it is metered mail.” 

Another question had to do with long 
letters and their effectiveness, to which 
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Mr. Buckley replied: “A lot depends 
upon the subject matter. If you are 
offering nylon stockings a one sentence 
letter will do the trick these days. On 
the other hand, ‘Time’ magazine has 
tested its four or five page subscription 
letters against shorter letters and found 
that they produce better results. It is 
better, as a general rue, not to criticize 
the longer letter without knowing the 
results it has produced. That’s the acid 
test in any letter’s effectiveness.” 

Sidney Holt injected the thought that 
greater attention should be given to the 
agent’s mailing list and Mr. Buckley was 
in complete agreement. He thought it 
would be a good idea to draw up a simple 
questionnaire form to be sent to agents 
on which thev could record such data 
as (1) types of people on the prospect 
list; (2) types of material desired. In- 
struction as to compilation of a mailing 
list should also be given on this form. 

As to the best time for mailing, Mr. 
Buckley favored Tuesdays, Wednesdays 
and Thursdays. Mondays and Saturdays 
are poor days on which to receive mail 
as a general rule. 

Answering Clark W. Smitheman’s 
question as to what is a good return on 
a direct mail campaign, the speaker said 
that it varies from 1% to a high per- 
centage depending on the nature of the 
proposition. A booklet offer usually 
draws a good return; appeal-for-monev 
letters net small returns. His advice 
was that agents should not be promised 
a definite percentage of return, and then 
have to suffer a let-down when results 
are disappointing. “Direct mail selling,” 
he said, “is a matter of continuous test- 
ing and research. We can tell that we 
should not expect more than 5% return. 
Your biggest concern is how many peo- 
ple will you have to sell in order to make 
your mailing profitable. Ofttimes a re- 
turn of 1% or less means a successful 
campaign.” 


Oscar Beling’s Talk a Hit 


The talk by Oscar Beling, superin- 
tendent of agency systems department, 
Royal-Liverpool Groups, on “Backing 
the Local Agents’ Promises with Per- 
formance” made a hit. At its conclusion 
Vice President Budlong said: “That 
alphabetical suggestion of yours is 
tops.” As outlined in our issue last week, 
Mr. Beling offers a line folder plan 
which provides the agent with a case 
history record of the insurance cover- 
ages of all of his customers, and which 
can be produced on almost a moment’s 
notice from the agency files. He also 
recommends that agents conduct account 
analysis of their individual accounts. 
Furthermore, he likes the idea of main- 
taining bureaus of research in larger 
agencies, purpose of which is to develop 
more business among present customers. 

Responding to a question as_ to 
whether he favored agency sales meet- 
ings, Mr. Beling said he approved 
heartily of them even to the extent o! 
the one-man agency holding a meeting 
with himself as a check-up on his sales 
effectiveness. “ag the larger agencies he 
thought that staff members as well as 
salesmen should attend such sessions 
F. J. Barclay, Fire Association vice 
president, and John Ashmead, Phoenix 
assistant secretary, asked more questions 
following Mr. Beling’s talk than any 
other [AC members. 


Louis Pink’s Luncheon Address 
Former Superintendent of Insurance 
Louis H. Pink, now president of Asso- 
ciated Hospital Service of New York, 
was the luncheon attraction and he was 
introduced by President Smiley. fils 
topic was “Rehabilitation of the Philip- 
pines,” having recently returned from 
the Islands where he served on a special 
committee to advise President Truman 
on insurance rehabilitation in the Philip- 
pines. Mr. Pink said that before the war 
ninety- -five insurance companies eee. 
ated in the Philippines. Upon his arr 
there he found only one company doing 
business and it was newly organi7’ d. 
His first step was to “doctor up” tlie 
companies as best he could. Biggest 
problem was to provide them with tle 


(Continued on Page 47) 
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Eglof Says Private Enterprise 
Gained Reprieve During the War 


Private enterprise, nearly doomed by 
the depression, gained a reprieve dur- 
ing the war, and now the prosperity of 
America depends to a large extent upon 
the ability of the nation’s salesmen, 
according to John H. Eglof, supervisor, 
agency field service, of the Travelers. 

Mr. Eglof expressed this opinion dur- 
ing an address entitled “Conversion to 
Selling,” delivered on October 9, at a 
luncheon meeting of the x Advertising 
Club of Greater Buffalo, N. 

“Thanks ‘to the splendid record it 
achieved during the war, private enter- 
prise has gained a reprieve,” said Mr. 
Eglof. “But it is only a reprieve, not 
an assurance of unlimited life. If we 
should bog down into another period 
of mass unemployment, if two or three 
years from now fifteen or twenty mil- 
lion people should be looking for jobs, 
an irresistible demand for the Federal 
Government to step in and provide jobs 
will most certainly arise, with the result 
that long cherished freedoms will be 
limited and our traditional American 
opportunity will be curbed. 

Have Ingredients for Long Prosperity 

“With the end of the war, we find 
ourselves possessed of all the ingredi- 
ents necessary for a long period of 
prosperity. We have close to 150 billion 
of liquid savings. We have great unsat- 
isfied needs for nearly everything we 
can produce, and foreign nations are 


eager to buy from us. A post-war boom 
seems inevitable, but as soon as people 
have satisfied their immediate wants, it 
is going to require salesmanship to 
keep business rolling. 

“During the war we produced about 
90 billion dollars worth of civilian con- 
sumer goods each year and approxi- 
mately another 90 billion of ships, 
planes, munitions and other things 
needed in the war. If we are to have 
good post-war business, we must find 
peacetime substitutes for a substantial 
part of that 90 billion of war goods. 
New automobiles will help, but 5,000,000 
new cars selling at $1,000 each, would 
be only five billion dollars—only one- 
eighteenth of what we spent for war 
goods. A million new homes a year, 
at an average of $5,000 each, would be 
another five billion. Thus, 1,000,000 new 
homes and_ 5,000,000 new automobiles 
combined each year, would amount to 
only one-ninth of the sum we spent for 
war materials. A tremendous amount of 
good salesmanship is going to be needed 
if we are to keep our factories busy 
and our workers employed. 

“To a large extent the post-war pros- 
perity of America depends upon the 
salesmen of America. Mere dollars alone 
will not create prosperity, if those dol- 
lars are lying in the bank or hoarded 
in mattresses. It is dynamic dollars, not 
static dollars, that create business. It 
will be the salesman’s job to convert 
static dollars into dynamic dollars. 





Brown’s Committee Meets 
To Further NAIC Gathering 


At a recent meeting of the executive 
and finance committee, held in connee- 
tion with the insurance commissioners’ 
winter meeting in Grand Rapids, Dec. 2- 
5, plans were furthered for the attrac- 
tive program that will be announced 
soon. F. S. Brown, vice president and 
secretary of the Standard Accident is 
chairman of this committee, membership 
of which is composed of a large group 
of executives representing Michigan in- 
surance interests. Key men in the pic- 
ture are as follows: 

David Broderick, president, Dearborn 
National Insurance Co. is chairman of 
the banquet and entertainment commit- 
tee; J. E. Reault, public relations direc- 
tor of the Maccabees, is chairman of the 
program committee; F. Damon Row, 
state agent, Springfield Fire & Marine, 
is chairman of the hotel reservation 
committee; James M. Crosby, Jr., of J. 
S. Crosby & Co., Grand Rapids, is 
chairman of the registration and infor- 
mation committee; Frank Whitwam, 
manager, Grand Rapids Convention Bu- 
reau, is publicity chairman. 

In addition John Belknap, of Forbes 


& Belknap Agency, Grand steal is 


reception chairman; Paul F. Seefeld, 
manager, Michigan Inspection Bureau at 
Grand Rapids, is chairman, transporta- 
tion committee. 

Honorary chairman for the meeting is 
David A. Forbes, Michigan insurance 
commissioner. Walter E. Otto, presi- 
dent, Michigan Mutual Liability, is gen- 
eral chairman, and George W. Carter, 
president, Detroit Insurance Agency, is 
to be banquet toastmaster. Mrs. David 
A. Forbes is Honorary Chairman of the 
Ladies Committee. 





Buyers Hear Madigan 


John Madigan, bonding department 
manager, Maryland Casualty’s New 
York office, was the guest speaker at 
the open luncheon meeting of Risk Re- 
search Institute, Inc., October 25, at 
George Washington Hotel, New York. 
He was introduced to the insurance 
buyers assembled, by William P. Mc- 
Garry of U. S. Industrial Chemicals, 
Inc., RRI bonding committee chairman. 
Mr. Madigan gave a factual talk on 
what has been going on in the fidelity- 
surety business in the past several 
months. 
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Uncle Sam delivers a communication 
from Ralph T. (Prentice-Hall) Curtis. 
He’s gone poetical on us. We quote: 
“Old Mother Hubbard, she went to the 
cupboard, to get her poor daughter a 
dress; but when she got there, the cup- 
board was bare, and so was her daugh- 
ter I guess.” Well, Ralph, all we can 
say is—the feeling is mucilage. 

* * * 

A moth leads a tough life—he spends 
the summer in a fur coat and the winter 
in a bathing suit. 

& x 

David C. (Insurance Broker) Stowe 
recently sent us the story of the chap 
who took a girl out one evening, bought 
her an elaborate dinner, took her to 
the theatre, and wound up at the Stork 
Club. The next day a friend asked him 
whether, after such a wonderful evening, 
he had kissed the girl good night. “No,” 
was the answer, “I thought I had done 
enough for her.” (Oh, well, perhaps 
Dave’s next will abe better). 


And sili of yi Stork Club, we 
are not one to stick our critical head in 
the jaws of a prediction, but the picture 
named after the Stork Club—we think— 
is one of those rare films which will en- 
tertain you, you and you. 

* « 


Someone has said: “Saving is a simple 
matter; you just buckle down and make 


IAC Re-elects Smiley 


(Continued from Page 46) 


necessary money to proceed. Local 
stockholders showed a reluctance to pro- 
vide the funds and the Government was 
urged to step in and save the situation. 

The British companies had lost all of 
their records and their personnel had 
been interned during the war. Cutting 
a lot of red tape, Mr. Pink decided to 
accept cable reports as a basis for re- 
establishing such companies rather than 
to wait for official records to arrive from 
Great Britain. Among other things he 
found that the Philippine Insurance De- 
partment records had been tossed into 
the river when its offices were taken 
over for military occupancy. 

Mr. Pink went on record in favor of 
the United States reimbursing the 
Philippines for war damage done to the 
islands. 

Brown Introduces Bank-Agent 
Plan Movie 

Following the luncheon Robert E. 
Brown, Jr., Aetna Casualty & Surety, 
ninchhit for Harry Helm in telling of 
IAC cooperation with the National Asso- 
ciation of Insurance Agents in prepara- 








money faster than the family can spend 
it, if possible.” 
% 

Heretofore, airlines’ discussing can- 
celed flights, would say: “No, we are 
sorry, but the weather will not permit 
our flight this afternoon.” This caused 
folks to think air travel is hazardous. 
Now, they say, “No, our flight has been 
canceled because the weather is not up 
to our standards.” Connotation: “Safety 
ideals of the airline are high.” 

* * 


Along the same lines, here are three 
common phrases which we can improve: 

Wrong: I was down this way and 
thought I’d drop in to see you. 

Right: I planned seeing you because 
I wanted to tell you about— 


Wrong: Do you understand what I 
mean ? 
Right: Am I making myself clear? 


Wrong: You won't be sorry if you buy 
it. 
Right: You will always be glad you 
made this choice. 
* * * 
Definition: Night club dancing—lift- 
ing one’s eyebrows in time with the 
music.—Paul Henreid. 


In 1736, Poor Sichesd said: “Woman’s 
mouth costs her nothing, for she never 
opens it but at other’s expense.” 


—MERVIN L. LANE. 


tion of the bank and agent auto plan. 
Assistance was given to Jack Mayer’s 
committee of the NAIA in the designing 
of the trademark and in preparation of 
material including the new manual. As 
for the bank-agent motion picture, which 
was shown to IAC members, the idea 
was conceived by Vice President C. G. 
Hallowell of that company last Januarv 
following the Westchester Country Club 
meeting of the IAC at which the late 
Robert B. Umberger, executive vice 
president, Industrial National Bank, 
Chicago, spoke on the agents’ place in 
direct method auto financing. The Aetna 
produced the film as its contribution to 
the bank and agent auto plan and has 
since turned it over to the National 
Association of Insurance Agents so that 
the entire fraternity can obtain full 
benefit from its showings around the 
country. 

EARL GODWIN AT BANQUET 

Earl Godwin, veteran Washington 
radio commentator, was the banquet 
speaker at the IAC annual meeting last 
week. He is commentator on the Na- 
tional Board of Fire Underwriters’ radio 
program and gave the IAC a closeup 
view of the Washington scene in an in- 
formal talk. 
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R. V. Goodwin Host at 15th Anniversary Luncheon 





\ 


Drucker-Hilbert Co. 


Reading left to right: J. D. Holst, G. V. MacGregor, R. W. Stewart, E. T. Cunninghzn (to rear), Miss E. H. Corello, Miss 
F. V. Robinson (to rear), W. H. McKinney, R. H. Caplan, Jr. (to rear), John Leslie Earl (to rear), W. L. Clapp (to rear), 
W. A. Harrington, R. S. Elberty, J. W. Feely, E. E. McGrath, A. J. Victor, Miss G. M. Karpin, H. E. Knoblock, R. H. Curran, 
C. A. Wolf, W. C. Stephens, Jr., Mrs. M. C. Turbush, Leslie W. Winslow, H. E. Giegler, R. C. DeVoe, F. J. Goettinger, L. J. 
Haefner, Miss E. A. Pupke, Richerd V. Goodwin, Mrs. Anne V. Ferguson, A. T. Fleischhauer and E. C. Meehan. 


The fifteenth anniversary luncheon 
party given October 19 by Richard V. 
Goodwin, first vice pre sident, Fireman’s 
lund Indemnity, to original employes of 


the company’s Eastern department and 
a number of other long service depart- 
ment heads, was a complete success In 
every respect. Held in the Palm Room 
of Waldorf-Astoria Hotel, in a perfect 
fall setting, the party was marked by 
its good fellowship and informality. Mr. 
Goodwin paid appropriate tribute to the 
late Eugene F. Hord, chief orga-izer 
and exccutive vice president of the com- 
pany, and then read a congratulatory 
message from C. C. Hannah, president 
of Fireman’s Fund companies, who was 
unable to be present. He also proposed 
toasts to these two officers and to J. B. 
Levison and C. R. Page, both of whom 
have served as presidents of the Fire- 
man’s Fund. 

The Eastern department of the In- 


NEWARK A. & H. ELECTION 





Alexander Gremier Heads Local Asso- 
ciation; Retiring President Ford 
Becomes Exec. Comm. Chairman 

Alexander Gremier, general agent in 
Newark of the National Casualty Co., 
was elected president of the Newark 
Association of A. & H. Underwriters at 
its annual meeting held October 16. He 
has been one of the most active workers 
during the past year and was the unani- 
mous choice of the membership for the 
presidency succeeding William O. Ford, 
Continental Casualty general agent. 
Other new officers are as follows: 

First vice president in charge of edu- 
cation: Herbert Siddons, Service Review, 
Inc., manager; second vice president in 
charge of publicity, Willard Wesner, 
Loyalty Group; third vice president in 
charge of membership, Eric Bohm, Loy- 
alty Group; treasurer, Frank Moore of 
C. J. Simons & Co., and secretary, EI- 
mer P. Shine, Newark office, Hartford 
Accident & Indemnity. 

Newly elected directors of the associa- 
tion include for three-year terms George 
M. Beggs, agent in Hackensack, N. J., 
and Morris Wallman, general agent, 
Columbian Protective in Newark; for 
a one-year term Retiring President Ford 
will serve as chairman of the board. 





60-DAY LICENSES BANNED 

By an order of Commissioner Newell R. 
Johnson of Minnesota, effective October 
18, sixty-day conditional licenses for 
agents were discontinued. The Commis- 
sioner acted on an opinion of the at- 
torney general that such conditional li- 
censes are of doubtful legality. 


demnity Company is’ in the midst of 
its biggest year and _ exceeded the 
$5,000,000 premium mark in the first 
nine months of 1945. Having progressed 
despite depressions and war problems, 
Vice President Goodwin was optimistic 
that the Fircman’s Fund Indemnity has 
clear sailing ahead in the post-war 
period. He expressed appreciation for 
the confidence imposed in him by the 
parent company, and was warm in his 
praise for the loyalty and good work 
accomplished by his own key men and 


women over the past fifteen years. 

Mr. Goodwin introduced as luncheon 
guests Leslie J. Haefner, vice president 
of the Fireman’s Fund, who hz<ads its 
marine department in New York, and 
Arthur T. Fleischhauer, fire manzger 
of the metropolitan N. Y. division. The 
spotlight was then centered on Mrs, 
Anne L. Ferguson, senior employe of 
the Eastern department, Fireman’s Fuad 
Indemnity, and Edward C. Meekan, 
manager of its metropolitan department, 
second oldest in point of service. 
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COMPLETE DEPARTMENTS 
Fire, Automobile, Jewelry, Fur 
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Workmen's Compensation 
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Wm. O. Ford Appointed by 
The Hoosier Casualty 


WILLIAM O. FORD 
William O. Ford, prominent A. & H. 


producer in Newark, N. J., has been 
appointed a general agent of Hoosier 
Casualty Co. of Indiana for Newark, 

J., handling a full line of A. & 
H. and hospitalization policies, This 
appointment rounds out the _facili- 
ties of the Ford agency to provide all 
types of disability coverage. For nearly 
forty years the office has represented 
the Continental Casualtv and also serves 
as general agent of the National Acci- 
dent & Health Insurance Co. of Phila- 
delphia. 

The Hoosier Casualty, now embarked 
upon an eastern expansion program, is 
developing New Jersey business on a 
sizeable scale. 

The William O. Ford agency, now 
nearing its thirty-fifth anniversary year, 
is one of the oldest and best in the 
state as an exclusive A. & H. organiza- 
tion. Prominent in both insurance and 
civic affairs, General Agent Ford is now 
completing a term as president of the 
Newark Association of A. & H. Under- 
writers. He is a former Kiwanis gov 
ernor of the New Jersey district. 


Assigned Risk Plans in 
Effect Throughout Canada 


The Canadian provinces of Ontario, 
Nova Scotia and New Brunswick have 
put into effect an auto assigned risk pla! 
which means that it is operating now in 
all Canada, excepting Quebec and Princ: 
Edward Island. 

All automobile underwriters in the 
three provinces are reportedly support- 
ing the scheme. Commissions to agents, 
if and when they enter the picture, will 
be 5% on public vehicles and taxis and 
10% on private vehicles. 
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Duffus Reports 
(Continued from Page 28) 
progress made at meetings held with 
Lieutenant Commander S. F. Procopio, 
insurance chief, U. S. Navy Department, 
in connection with the proposal that the 
comprehensive rating plan be made 
available to incentive price contracts. 
The sentiment among the producers, 
after considering all aspects of the 
problem, was that there was no alterna- 
tive but to go along with this proposal, 
if the contractor desired it. However, 
it was felt that with this agreement 
“should go an agreement on the part 
of the Navy Department to a return to 
the former scale of fees paid insurance 
advisors and based on 90% of the stand- 
ard premium. Controlling factors in this 

decision of the committee were: 

‘1, The fact that the mutual compan- 
ies could not be bound to use of the 
plan if there was any material change in 


it. 

“2. That there were only ‘sixty-seven 
contracts involved, all of which had 
previously been on a cost-plus-a-fixed- 
fee basis.” 

Suggestions for Coming Year 

In closing his report Mr. Duffus urged 
on behalf of his committee that NAIA’s 
approval be given to the following sug- 
cestions for the guidance of the com- 
mittee in the coming year: 

“1. Immediate contact with chairman of cas- 
ualty committees of the various state associa- 
tions requesting suggestions for work for the 
committee for the year. 

“2. Meetings with bureau officials to discuss 
the following and other desirable changes and 
improvements. 

(a) Revision and clarification of the pres- 
ent standard automobile liability insurance policy, 
with emphasis on the suggested single limit 
policy. 

“(b) Inclusion of $250 medical payments as 
a part of the basic charge, with provision for 
its elimination where expedient. 

“(c) More satisfactory handling of long 
haul trucking risks on which agents report d ffi- 
culty in placing such lines. 

*“(d) Standardization and_ simplification of 
the O. L. & T. liability policy with provision for 
including both M. & C. and O.L.&T. cover- 
ages under one policy where premium saving 
will result 

“(e) Simplification of present method of 
rating and writing the comprehensive personal 
liability policy, especially where other property 
is included in the policy 

“(f) A revision of the excess limits table 
for the above form of coverage; 

““(g) An increase in the present limit of $50 
on tobacco, narcotics, etc., in the storekeepers’ 


Says Big Bill 


(Continued from Page 17) 
drop dead with an easy mind when Nut- 
meg covers you.’ While there is an ele- 
ment of truth, of course, in these flip- 
pant comments, it seems a bit drastic 
io remind insurance clients so abruptly 

f their ultimate fate. 

“Then, too, when Wilbur describes his 
dream cottage he states that it is cov- 
red with some variety of scabiosa and 
hat the white picket fence has 264 pick- 
ets. The inference is obvious—that an 
ictuary has no romance in his soul. I 
rise to state that actuaries as a class 
re not unromantic at all. Most of them 
are married, but they do not usually 
ush headlong and willy-nilly into mar- 
al relationships. 

“This musical comedy is tuneful. spon- 
aneous and gay and the _ principals 
«amalgamate for a high degree of over- 
il entlertainment. By the law of aver- 
ges, the show should have a long life 
xpectancy span. It is a play with one 
rror—an out—and a hit that should 
roduce a run on the box office. 

“When a decimal point is misplaced 

a legitimate insurance calculation, it 
\sually loses money for the company. 
compliment Messrs. Kollmar and Gar- 
iner for being the first to capitalize 
such an error. ‘Are You With It?’ pro- 
des its audience with a generous yield 
0! meriment with certain indicated prof- 
iis which should add materially to the 
accrued assets of all concerned. For 
inyself, I’m with it.” 





% 


burglary and robbery policy; 

““(h) A change in the present safe burglary 
policy to indicate coverage on any safe in the 
premises without describing a particular safe, 
the insurance to be blanket on all combina- 
tion-locked safes of the specified construction 
or better. 

“(i) Elimination of the need for attaching a 
war damage endorsement to new and renewal 
glass breakage policies; 

“(j) Clarification and standardization of rules 
affecting cancellation of boiler insurance; 

““(k) Revision of the present archaic short 
rate table which exacts a greater penalty on 
pol’cies written for a term of six months than 
on a one month’s policy, despite the longer 


term, greater spread and premium. A pro rata 


charge plus a constantly decreasing penalty 
might be considered. 

(1) Preparation of a suggested standard set 
of requirements for insurance for municipali- 
ties where contract work is contemplated, in or- 
der to remedy the present situation where some 
municipalities require coverage in conflict with 
manual rules (i.e., naming the municipality as 
an additional insured in a contractor’s liability 
policy where work is not on cost-plus basis) ; 

“(m) Analys’s of present M &C. and 
O.L.&T. property damage coverage of all 
companies to eliminate where possible the ob- 
solete exclusions which still appear in the con- 


submit the above suggestions for the 
consideration of our board of state di- 
rectors with the recommendation that 
they be approved with proper changes 
and referred to your casualty committee 
for the coming year. It is sincerely 
hoped that these suggestions will be ac- 
ceptable to our board ard to the incom- 
ing committee. It is also hoped that 
suggestions will be made which will 
strengthen the list of proposed changes 
so that when they are discussed with 
the bureau it will enable them to con- 
sider as many as possible of the changes 


tract forms of some comparies 


“It would be presumptuous for your in with rapidly changing 


committee to do more than respectfully 


step 
tions.” 
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Reinsurance 


Lessens the Shock! 


With the lifting of wartime restrictions, work- 
men’s compensation insurance may be your 
number one problem. 

The pent-up demand for construction of all 
kinds will result in a rapid, perhaps too rapid, 
expansion of our building industries. New 
methods and materials may affect the experience. 
Reinsurance will reflect these developments. 

We invite you to consult our underwriters. 
Perhaps the experience they have acquired in 
these changing times will be of value to you. 


Casualty, Fidelity & Surety 
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NINETY-NINE JOHN ST., NEW YORK CITY 














which should be made in order to keep 
i cond - 
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V. E. Schott, Aetna C.&S. 
Heads Pittsburgh Club 


CLARK AND GUTHRIE NEW V. P.’s 





Present Active Membership Now Up to 
536; Deputy R. H. Alexander 
Greeted at Annual Meeting 





Val E. Schott, assistant manager, 
Pittsburgh branch office of Aetna Cas- 
ualty & Surety, was elected president 
of the Insurance Club of Pittsburgh at 
its annual meeting, October 15, in the 
Roosevelt Hotel, Pittsburgh. Mr. Schott, 
who is the nineteenth president of the 
club, has been associated with the Aetna 
for thirty-six years. He has served as a 
director for the past two years, and as 
chairman of the club’s education com- 
mittee. Currently he is serving his third 
term as director of the Pittsburgh In- 
surance School. 

The new vice presidents are Dewey 
Clark, of the Frank T. Lauinger Agency, 
who was reelected, and W. M. Guthrie, 
comptroller, Reliance Life, who served 
the club as treasurer last vear. The new 
treasurer is Thomas B. Bradley, of the 
Fire Companies’ Adjustment Bureau, 
Inc., and W. J. Schofield, Jr., manager, 
Pittsburgh office, Accident & Casualty, 
was re-elected to this office at the annual 
post since it was vacated bv George H. 
Hacke of W. B. Dawson Co. 

Board of Directors 

Reelected to the board of directors 
were Chas. H. Bokman, resident mana- 
ger, New Amsterdam Casualty: John J. 
O'Donnell of Lon C. Jeffrey Company, 
Inc.; Andrew W. Pardew, of Wm. W. 
Flanegin & Co.; Wallace M. Reid of 
Wallace M. Reid & Co., and Frank P. 
Siefker, Alleghany division of Middle 
Department Rating Association. The 
new directors are George F. Avery, as- 
sistant manager, United States F. & G.; 
Russell F. Holz, manager, Continental 
Casualty; W. S. King, of McCloskey & 
O'Neil Agency, and N. H. Weidner, 
Reliance Life. 

The three immediate past presidents 
automatically become members of the 
board. They are the retiring president, 
Paul M. Simmerman, manager, western 
Pennsylvania claims division, New Ams- 
terdam and United States Casualty Co.; 
Edward A. Logue, state agent, Insur- 
ance Co. of State of Pennsylvania, and 
H. W. Schmidt, who heads his own 


agency. 

Members retiring from the official 
family are Jet Parker, resident vice 
president, American Automobile; Wm. 
C. Fiand of Crum & Forster, Inc.; Earl 
E. Cangewere and Thomas P. Lowry of 
Tener-Lowry Agency. Mr. Fiand and 
Mr. Schott, the newly elected president, 
were ineligible for reelection to the 
board. 

In honor of its forty-one members in 
the armed forces, the club appropriated 
a substantial contribution to the United 
War Fund. 

Ralph H. Alexander, deputy insurance 
commissioner of Pennsylvania, the ninth 
president of the club and its first hon- 
orary member, was present and briefly 
greeted the members. 

Annual reports were presented by the 
following committee chairmen: Mr. 
Schott, education; Mr. Clark, member- 
ship; J. Donaldson, Hartford Fire, 
activities; Charles F. Flaherty, of Tener- 
Lowry Agency. house; James J. Frew, 
of Hoover & Diggs Co., auditing; Mr. 
Reid, finance; Mr. Guthrie. legislative; 
Mr. King, golf; A. A. Rohrich, manager, 
American Surety. war activities; Mr. 
Schott, librarv; Mr. Bokman, testimonial 
dinner; Mr. Schofield, headquarters, and 
Albert C. Supplee, manager United 
States F. & G., public relations. 

The report of the membership com- 
mittee revealed that the club had in- 


creased its membership during the past 
year by 268, making the present active 
meinbership 536. 


J. H. Brock Resigning from 
Hartford To Be a Producer 


J. H. Brock, special agent, Hartford 
Accident & Indemnity in Los Angeles, 
is resigning to enter the brokerage and 
agency field in that city. He has been 
associated with the Hartford for the 
past sixteen years, during which time 
he has specialized in the handling of 
bonding lines. 

Mr. Brock has been active in the 
Surety Association of southern Califor- 
nia; served as vice president of the 
Casualty & Surety Fieldmen’s Associa- 
tion of southern California and was 
slated for its presidency at the recent 
annual meeting. But he had to resign 
his office and membership in the asso- 
ciation due to leaving the company 
ranks. 

He will open his offices at 548 South 
Spring Street around November 15. 


C. P. Daniel Elected 


(Continued from Page 43) 
national Association of Casualty & 
Surety Underwriters is definitely being 
planned for 1946, but no date or place 
has been decided upon as yet. These 
annual gatherings, usually held at White 
Sulphur Springs, were suspended during 
the war years. 

The association also appointed a spe- 
cial committee to study the question of 
employing a salaried executive secre- 
tary. An increase in membership dues 
would be necessary to meet this addi- 
tional operational cost. 








AUTO CLAIMS DISCUSSED 


Current questions pertinent to auto- 
mobile claim adjustment were discussed 
at the monthly luncheon meeting Oc- 
tober 18 of the Automobile Claims Asso- 
ciation of New York. held at Au Coq 
D’or restaurant. P. K. Kirchner, Aetna 
Casualty & Surety, was elected to mem- 
bership. 





General Brokers Dinner 


(Continued from Page 38) 

at times, do not see eye to eye with him. 
He must then search the insurance mar- 
ket for needed coverage. He must also 
maintain a well equipped office; keen 
in touch with and serve clients, and 
save them from the consequences of 
their own oversight and their unfamil- 
iarity with technicalities of insurance. In 
addition, said Mr. Schwartz, the broker 
must keep in touch with policy changes; 
study manuals and bulletins, keep ad- 
vised on the latest legal decisions affect- 
ing insurance. “All of these services he 
must render with professional efficiency 
before he has earned a commission.” 

The point was then made that the per- 
petrators of. the existing commission 
schedule must have had in mind only 
the production phase of the broker’s 
many duties and ignored everything else. 
Continuing the speaker said: 


Can’t Live on Stepping Stones 


“The commission paid the broker on 
small policies—and these constitute a 
substantial portion of the average brok- 
er’s business—is inadequate. Actually, 
small policies, both fire and casualty, are 
very profitable to the companies. To 
the broker. however, they are costly 
business. Some Pollyannas have been 
heard to remark that small nolicies are 
often stepping stones to profitable busi- 
ness. But you can’t live on stepping 
stones. Those who think they can and 
live in the hope that some day the big 


risk is going to come in and justify their 


faith in a fanciful theory. are just giv- 
ing themselves up to wishful thinking. 
“Another class of visionaries argues 
that the commission on small policies 
compensates itself by the commission 
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marks comprise a cross-section of the 
thinking of hundreds of agents, brokers 
and several home office officials who 
“are not content with business as usual 
but demand an honest, fearless ap- 
praisal of facts and conditions.” 


Four Definite Conclusions 


Mr. Potter has now arrived at four 
main conclusions on the competitive 
situation as follows: 

“1. Increased sales resistance and the 
prolonged depréssion has made price- 
appeal more attractive. 

“2. More aggressive and more wide- 
spread campaigns are being conducted 
by the non-stock carriers, 

“3. Contagious and widening chal- 
lenge to all corporate business combined 
with dignified silence from executives of 
private enterprise. 

“4. Fifth column tactics of some com- 
panies, agents and brokers.” 

Point by point Mr. Potter developed 
his theme, based on these conclusions 
giving examples of competitive condi- 
tions in each case. And in so doing he 
had the closest attentioon of his White 
& Camby audience. 

Post-War Opportunities 

The speaker also offered some helpful 
suggestions on post-war opportunities, 
stressing that the biggest market today 
is in the cultivation of returning service- 
men. He urged that they be contacted 
as quickly as possible; that they be re- 
sold and retained, otherwise you will lose 
their business to other agents. His ad- 
vice in this connection was that “profit 
seldom frequents a one-way street. 
Thus, make special effort to give these 
heroic lads the proper advice and coun- 
sel; help-them in every way possible to 
reestablish themselves in civilian life 
and with the proper insurance protec- 
tion,” he urged. 

Among other suggestions, Mr. Potter 
recommended that newspaper lists of 
returning veterans be checked; that re- 
turn postcards be sent to present policy- 
holders requesting names and addresses 
of their relatives who are war veterans 
as well as other servicemen in their 
neighborhoods. 

Thus, make special effort to give these 
post-war prospects which are guaranteed 
by history—if it repeats. He said: “A 
hoom has followed every major war. 
Innumerable new homes have been built 
and small businesses established. Money 
has been plentiful. There are insurance 
needs aplenty. Financial papers record 
new incorporations, partnerships, etc. 
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Possibilities are unlimited if we contact 
such organizations promptly.” 

In addition Mr. Potter referred to the 
outlook in the construction industry 
which is now suggesting 1,000,000 new 
homes a year for a ten-year period. That 
sounds like “a whale of a praposition” 
to him; even half or three-fourths of 
that figure, in his opinion, would mean 
many dollars in insurance premiums, 


Preparing for the Future 

While preparing for future expansion 
the speaker said he is continuing to em- 
phasize to his present policyholders the 
absolute need and good judgment of 
bringing present values of homes and 
contents up to present-day replacement 
level. He is also stressing such cover- 
ages as rental value, added living ex- 
pense and extended coverage. His. sug- 
gestion on the latter line was that it 
should be emphasized for contents— 
everything except earthquake. 

Before closing, Mr. Potter spoke of 
non-ownership automobile liability as a 
virgin field for business. Another big 
line is fidelity bonds and in this connec- 
tion he warned that “employe dishonesty 
losses exceed fire losses.” He declared 
that 80% of all fire losses are covered 
but that 80% of fidelity losses are not 
covered, adding: “It’s a matter of his- 
tory that following World War I em- 
ploye dishonesty greatly increased. This 
experience will most likely repeat itself. 
But the encouraging aspects in today’s 
fidelity bond market are that forms have 
been considerably broadened and _ pre- 
mium rates have been sizably decreased. 
These should make for easy selling, plus 
the fact that the coverage is simple to 
understand, easy to explain. In brief, 
here is a fertile field in which to boost 
your commission income.” 





which the broker earns on the large 
risks. This is stretching rationalization 
to the point of absurdity, for it assumes 
that the commission on large risks is out 
of proportion to the service involved. If 
that is so, it is hard to understand why 
one policyholder should over-pay in the 
matter of a broker’s commission, to en- 
able the broker to render proper service 
to some other policyholder. I should 
like to hear one good reason why the 
rating schedule should not provide a 
commission commensurate with the serv- 
ice which the policyholder expects and 
has a right to demand.” 
Unfair Discrimination 

Further along in his address President 
Schwartz brought out in the open a 
practice which he termed “unfair dis- 
crimination.” He had reference to the 
practice of some casualty companies giv- 
ing to one broker the exclusive agency 
of a particular tyne of policy. He said: 
“In my opinion, this practice is indefen- 
sible, both as a business matter and 
from an ethical standpoint. It is fa- 
voritism, pure and simple. It breeds 
discontent and resentment by great num- 
bers of brokers. It restricts the devel- 
opment of that particular coverage. It 
smacks of boycott. Along with other ac- 
tivities now going on, in an attempt 
to comply with section 3 (B) of Public 
Law 15, it would be wise for companies 
now engaged in this practice, to ask 


their legal counsel for advice on that 
score. 
Brokers’ Joint Council 


The speaker then pointed to the cooperative 
work of the brokers’ joint council and said: 

“You will be interested to know how five 
brokers’ associations are pooling their activities. 
About five years ago these five associations came 
to the realization that the interests of their 
respective memberships are in many ways con- 
tiguous and parallel. They organized the Brok- 
ers’ Associations Joint Council. In addition to 
our own association, the others are the Brook- 
lyn Brokers, Independent Brokers, Bronx In- 
surance Men and Queens County Brokers & 
Agents Assn. Each is represented on the coun- 
cil by its president and two additional members. 
The Council has done marvelous work not only 
in the interest of its constituent members, but 
in the interest of the insuring public and the 
institution of insurance. 

“The time and energy and intelligence con- 
tributed by the men on the Council deserves 
honorable mention for them, especially when it 
is remembered that they do it at the expense of 
their own businesses. The names of Mortimer 
Nathanson, Alex Goldberger, Peter Locke, Tom 
Clark and our own George F. Sullivan deserve 
to be recorded in the annals of insurance.” 


ELECT H. F. OGDEN 
Harry F. Ogden, president, Fidelity & 
Guaranty Fire, has been elected to the 
executive committee of the board of di- 
rectors, United States F. & G. He has 
been a member of the board since 1940. 


LICENSED IN OHIO 
Anchor Casualty and Atlantic Mutual 
Indemnity have both been licensed to do 
business in Ohio. 
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To get your share of 


FIDELITY BONDS 


to be written in the coming year, 
let the Attna Field Office in your 


territory tell you about the effective 
SALES AND ADVERTISING AIDS 


available to A‘tna representatives. 


THE ATNA WRITES ALL FORMS OF FIDELITY AND SURETY BONDS 






AETNA CASUALTY AND SURETY COMPANY 


Affiliated with ATNA LIFE INSURANCE COMPANY e AUTOMOBILE INSURANCE COMPANY 


STANDARD FIRE INSURANCE COMPANY e HARTFORD, CONNECTICUT 
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REPRODUCED BELOW IS A SCENE FROM THE SPECTACLE, “FIGHTING THE FLAMES”, PRODUCED ABOUT 1900 AT DREAMLAND, CONEY ISLAND. 
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“Fighting the Flames” 





CAST OF CHARACTERS: 
FIRE CHIEF 
COMMENTATOR 
CARELESSNESS 











FIRE CHIEF: We are losing ground—fire is gaining! 
Every year, it seems, there are more fires and worse 
fires—more lives lost and greater property damage. 
Something has to be done! 


COMMENTATOR: You're right—fire is gaining. In the 
year ending June 30, 1945, $442,877,000 fire damage 
was reported. That’s 10% over the preceding year and 
33% increase over the losses two years ago. 


FIRE CHIEF: Carelessness is at the root of this—that’s 
the menace we must face. 


CARELESSNESS: Yes, and what a menace! The flick of 
a lighted cigarette, a pile of oily waste—and there I am 
starting another fire. I’m everywhere and wherever I am, 
1 work. That’s why I, Carelessness, am the chief cause 
of fires! 


COMMENTATOR: True, true — Carelessness is far and 
away the biggest known cause of fires. Figures show 
that this menace alone accounts for almost all serious 


fres. 
FIRE CHIEF: But Carelessness can be fought and licked! 


COMMENTATOR: Yes, but only through constant effort. 
For when people are reminded to be careful, fires fall 
off. That’s our job! 
(Curtain) 
Epilogue: 
G Gk THE HOME INSURANCE COMPANY: 


The best time to fight a fire is before it starts — 
join the campaign against Carelessness! 


(Asbestos) 


* THE HOME * 


NEW YORK 
FIRE * AUTOMOBILE + MARINE 
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